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VERY Wooster brush — whether “pure 

bristle’’ or the popularly priced 
““nylons’’—is made in the traditional 
Wooster manner and is designed to deliver 
“top” brush satisfaction. This fact is at- 
tested by the ever-increasing acceptance by 
the painting craft and the constant demand 
for more and more Wooster Foss-Set 
Brushes. You will readily become an en- 
thusiastic Wooster booster with your first 
sale. Ask your favorite jobber to set you 
up as a Wooster Dealer. 
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DEADLOCKS THAT Step | 1ve Vv 


FERS gl iid across your counter 











THE LOCK OF GIBRALTAR 


112 Deadlock. Extra heavy bolt—1% 
x ¥% in., 1% in. throw with 2 hard- 
ened steel inserts. Operated by key 
outside and knob inside. 112% is op- 
erated by key from both sides. 






“THE STREAMLINED DEADLOCK 
WITH THE BIG BOLT’ 






2 Deadlock. Large heavy bolt— 
1x %in., 1 in. throw. Key out- 
side, knob inside. 
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There’s plenty of sales life in these YALE Dead- 
locks—a group of well-muscled: “strong men” 
that will do a good job guarding your customers’ 
doors. 

One look will convince your customers of their 
rugged strength—and the name “‘YALE” will be 
the clincher. 

Have your jobber check over your deadlock 
stock. THE YALE & TOWNE MANUFACTUR- 
ING CO., Stamford, Conn., U. S. A. 





IT HOOKS AND IT HOLDS” 


197 Deadlock. 2 hardened steel 
bolts lock doorand jam together. 
Operated by key outside and 
knob inside. 197% operated by 
key from both sides. 
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The name Yale helps mate the sale 
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These brushes are all made with pure black Chinese bristle — sterilized 4 3" brushes @ $1.39 retail $5.56 
and cleaned. Bright red | d handl . : 4 32" brushes @ 1.79 retail 7.16 
an ight red lacquered handles and polished metal ferrules 4 4" brushes @ 1.98 retail 7.92 | 
TOTAL RETAIL $20.64 pars “¢ 
DEALER'S COST 13.20 — 
DEALER'S PROFIT $ 7.44 room. 











Here's an oddity. Brush prices are all going UP -—all but prices of these 
top quality brushes which are DOWN. Why? Because it’s the fastest moving 
line on the market. We'd rather sacrifice longer margin for fatter volume 
Wouldn't you? Call or write your local jobber today for full details. 


‘Use Brushes of Marit’ 





IT’S 













UNITED BRUSH MANUFACTORIES 
116 and 118 Wooster Street, New York 12, N. Y. 











Since 1890 one of the country’s 






SELF-DISPLAY PACKAGE! 
This complete, compact counter 
unit sells all 3 sizes. 


leading manufacturers of paint brushes. 
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USERS AGREE: 


ING — NO SIZING 
d 


laster, wallboard, wallpaper a" 


NO PRIM 
paint right over P 
other porous surfaces. 


SEALS ITSELF 


spreads out smooth and even in one coat. 


One gallon © 
makes five quarts of paint—e 


room. 
*§ the directions on the can are jo 


IT’S A REAL OIL PAINT 
































Contractors use a lot of Kay-Tite ... 
Whole Buildings are often covered 
with it... Outside or Inside. . . Some- 


times it is used for decorative purposes 





only ... Yes, Kay-Tite now comes in 





8 colors and white. Sometimes it is 
used to seal porous masonry surfaces 
against seepage. Sometimes it is used 


for both purposes at the same time. 





If you do business with contractors, 


you should get your share of Kay-Tite 


Sales and the long profit that is yours. 


KAY-TITE company 








WEST ORANGE > NEW JERSEY 
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PRICE 


Every HOME OWNER A PROSPECT 
for the lower priced, improved 


Build bigger sales volume with the Jower priced Worcester line 
in ’°49. For the first time you can offer a power mower with a 
famous name at a price that is within the reach of every home 
owner. The improved Worcester with this lower price appeal — 


\\ will be your leader. Order now to insure early delivery. 


om \Y 1949 POWER PRODUCTS ENGINE— 
\ With newly improved features. Easy, “‘flick of the wrist” 
~~ starting. Instantly adjustable automotive type carburetor . . . 
= speed control regulator : . . ball bearing crank shaft . . . high 
Sy tension magneto. A compact, streamlined, dependable ‘‘ power- 
=. packed’”’ engine. Combined with the rugged, time-tested 
=~, Worcester mower chassis, it’s an engineered unit that’s 


A high in efficiency and great in va/ue. Cutting width: 
\. 18". Height: 54” — 214”. Net weight 80 lbs. Shipping 
weight 100 lbs. 


*Model 750 available with 
Briggs & Stratton engine. 
$119.50 retail, F.O.B. Factory. 
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Stanley Pull-Push Rules ( 


Vertical reading... 
Replaceable blades 


W A@INvVAS 


Stanley pioneers again! New convenience makes new 

business for you. Vertical reading blade 

ends head twisting when working in narrow 

spaces or taking overhead or 

down below measurements. 1] 

Read the answer with cer- | 

tainty and without lost motion. One look 

shows customers advantages they need every 

* day, on every job. Ideal gifts for handyman 
or housewife. 

Choice of white blades or patented nickel-plated 

blades for higher visibility. In 6-ft. or 8-ft. models. 

Replaceable blades —safe, positive method of replacing 

blade. Broken blades can’t destroy the usefulness of these 

rules. Costs just a few cents, | i 

takes just a minute to slip in a a PS, 

new blade and restore the rule ” a 

&@ 

to full usefulness. 

Pocket-size case — two-tone chromium finish—attractive 

and durable finish. 


wenn: save- Sm 
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Attractive packaging Counter display card Envelope stuffer 


Individually boxed, Holds actual sample Highlights features | 
six to a carton with of rule for counter of these rules for C 
selling card. selling. your customers. 


Order a full stock of rules and sales helps from your distribu- 
tor now. Be the first in your area to show these new Stanley { 
Pull-Push Rules. Stanley Tools, New Britain, Conn. _ 


[ STANLEY |] 


Reg. U.S. Pat. Off. 


HARDWARE - HAND TOOLS : ELECTRIC TOOLS 
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STOCK AND FEATURE | 
DAISY 


BLUE RIBBON 
RUBBER SOLES 













¢ 
STICK TIGHT 
TILL 
WORN OUT 





A BETTER RUBBER SOLE 
THAT PAYS A SWELL PROFIT 


Everybody is interested in making shoes last longer. 
That's why there is such a big demand for all sizes 
of Daisy Blue Ribbon Rubber Soles. These are the 
soles with the PATENTED adhesion feature. They 
stick tight until worn out. Easy to put on, too. Stock 
and feature Blue Ribbon “Stick-On"” RUBBER Soles. 
You'll make satisfied customers as well as a nice 
DAISY profit. 


ann i 
40 YEARS A MONEY MAKER IN 
VARIETY AND HARDWARE STORES 


The DAISY Line is a steady selling line of quality 
household rubber items. They have been money 
makers for variety and hardware stores for nearly 
40 years. Order the Daisy Products you need. Buyers 
and storeowners — write for new DAISY Price List. 


SCHACHT RUBBER MFG. CO. 
DEPT. H HUNTINGTON, IND. 


The DAISY Ziv is the Quality Line 
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NOTHING LIKE IT! 
NEW BEAM-O-LITE IRON 


Sells on sight! Exclusive built-in 
headlight for a “standout” com- 
petitive advantage —also, Hand- 
I-Set Fabric Dial, extra-large sole 
plate, Wrinkle-Less Heel. 


L( “PLANNED-PROFIT" 


UNIVERSAL DEALERS EARNED 
$30,000,000 


IN PROFITS IN ’48 


AND HERE, FOR ’49, is more market-wise thinking 
that’s retail-minded_ for competitive selling ... for 
building even greater profits for Universal Dealers. 


ff 


IN PRODUCTS! IN PROMOTION! IN FEATURES! 


A "SMASH" HIT! 


AMERICA’S FASTEST-SELLING 
TANK CLEANER 
First with the “Thread-Picking, Self- 
Cleaning Nozzle,” “Tattle-Tale Light”— 
Universal’s Clean-Air Cleaner is first in 
sales right across the nation. 


WITHOUT COMPETITION! 


NEW, BETTER COFFEEMATIC 


Amazing new Flavor Selector, Kwik- 
Acting Pump and Signal Light make 
this America’s No. 1 Coffeemaker — 
automatically makes better coffee—all 
metal, no breakage problem. 


UNIVERSAL DOES IT AGAIN! 


NEW COOK-A-MATIC GRIL! 


Never has more eye appeal been de- 
signed into a table appliance. In fea- 
tures, too, it’s “miles ahead” of other 9 


grill and wafflemaker combinations. 


PRODUCT BY PRODUCT—HERE’S UNIVERSAL’S 


COFFEEMATIC BEAM-O-LITE IRON TANK AND 


STARTING IN APRIL: 
Life » McCall's 
Saturday Evening Post 
Ladies’ Home Journal 
Good Housekeeping 
Bride's + Sunset 

Pe... 
Special Local Promotion 


STARTING IN FEBRUARY 
life 
Good Housekeeping 
Ladies’ Home Journal 
McCall's + Sunset 
Farm Journal 
oe 
Special Local Promotion 


HARDWARE 


BRUSH CLEANERS 
STARTING IN APRIL 
Life * Look 
Saturday Evening Post 

Plus... 


Ed Rn UL Dae 


Billboards in 129 Markets — 


and individual “Blitz” 
Newspaper Promotions 
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A FULL-YEAR AHEAD! 


AMAZING 2-SPEED 
WASHER 


The one washer that does 
all the wash — with a REG- 
ULAR speed for ordinary 
wash and a new LOW 
speed for fine pieces. First, 
too, with super-safe Con- 
trol-O-Roll Wringer! 






















LEADING THE FIELD! 
CONTROL-O-MATIC COOKING 


The Universal Speedliner Range 
goes way out in front with the 
dramatic selling power of sensa- 
tional Control-O- Matic cooking 
for new, faster, easier, automatic 
cooking convenience. 





























SCOOPS THE MARKET! 


NEW TEMP-O-STAT 
ELECTRIC 
WATER HEATER 


Far ahead in '48 in ad- 
vanced features Uni- 
versal jumps out front 
again with a 10-year 
Warranty, rust-pre- 
venting Anodic Rod 
and new Temp-O-Stat 
automatic over-tem- 
perature control, 
































IN FRONT ON EVERY COUNT! 
NEW 10-SPEED FOOD MIXER 


Ahead with full power at every speed, 
over-size beaters, swivel-arm feature, 
completely streamlined design. 























“PLANNED-PROFIT’” PROMOTION PROGRAM! 


































2-SPEED WASHER FOOD MIXER SPEEDLINER RANGE 
STARTING IN MARCH: STARTING IN FEBRUARY: STARTING IN APRIL: 
life * Parents’ * Household Life + McCall's Saturday Evening Post FOR COMPLETE INFORMATION 
Saturday Evening Post Ladies’ Home Journal Good Housekeeping 
ladies’ Home Journal Good Housekeeping Better Homes & Gardens 
Better Homes & Gardens Bride’s + Sunset Farm Journal « Sunset —— ong bl 
Sunset * Farm Journal Farm Journal Household DEPT. HA ‘ 
Plus... Plus... Plus... | am interested in your “Planned-Profit” Program. 
Key-Market Newspapers Special Local Promotion Key-Market Newspapers in 
TO crew eee eee eee eee essere eeeeeeeeeeeeeese 
PEND oc ccccccavececes socceveesenconcecesns 
TT Th. ye als 
Db acsvesonvenescenssresee TNO. cvcvceces 
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@ "It’s a honey”... “best self-selling merchandising 
display we've ever had”... “certainly sells the cus- 
tomer on the idea of having a companion set of house- 
wares items|!”’ 

These typical firing-line comments tell the story of 
how this big window/counter display is doing a 
money-making job for dealers from coast to coast. 
It’s included free of charge with Federal Tool’s im- 
pressive No. 923 Special Promotional Assortment. 
Not only does it actually stimulate buying, but it builds 
up the unit of sale per customer... sets the stage for 
additional and repeat business... makes available a 
wider range of related merchandise for individual se- 


Representatives in: New York, St. Louis, Memphis, Seattle, Louisville, Pittsburgh, 
Detroit, Atlanta, Minneapolis, Dallas, Kansas City, Los Angeles, Emmitsburg (Md.). 
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FEDERAL TOOL CORP., 3600 W. Prait Bivd., Chicago 45, U. S. A, 


SDM pee DISPLAY SELLS MATCHED Liye 
[ 
epERAL Fnadical WOUSEWAR Es / 


lection...and conserves selling time of sales personnel. 
No. 923 Assortment totals 1744 dozen (shipping 
weight 150 lbs.) ...includes 17 of the most popular 
numbers in the entire line of Federal Practical House- 
wares...has a retail value of $93.54 Quantities on 
items range from '4-dozen to 3-dozen, determined by 
an analysis of national dealer sales figures. The 
window display (as illustrated) measures 48” x 44” x 
18” deep; is die-cut to hold one each of the assorted 
items; has descriptive text and illustrations to show 
various uses of the products. 

For complete details, see your jobber...or write 
us direct! 





FEDERAL 
~ WZ ITA —| 





HOUSEWARES 
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with 24-PIECE STAINLESS STEEL SET 


f | 0 #562 ADMIRAL PATTERN 


A self-seller! Just spot a few sets around the store and 
watch them go! Pleasing pattern in Allegheny 
nickel chrome stainless steel with a brighter, 
more permanent lustre. Offered with this 
Allegheny stainless pattern is the Pantry- 
Pal —a colorful, Chinese Red plastic 
container — perfect for both store 
display and home use. 

Full profit for both jobber 
and dealer at the low prices. 
#562 Admiral pattern also 
available in open stock. 










A LINE 
FOR EVERY PURPOSE 


Wallace Brothers flatware has the 
advantage of variety... you can 
fill the requirements of almost 
every customer. A century of fine 
ctaftsmanship is reflected in every 
piece...each the finest quality in 
its price field. 
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The first Flameware promotion 


This razzle-dazzle promotion is the first com- 
plete promotion you’ve ever had on Pyrex 
Flameware. 

It’s your chance to do big things with 
Flameware sales, and Ovenware sales as well! 


We’re giving it the WORKS! 


We’re opening up The Fair with a blast of 
advertising right across the country. Big, 
FULL-PAGE ads! Beautiful, FOUR-COLOR 
ads! And we’re running these ads in big Sun- 
day newspapers—to reach 8 out of every 10 
families in the U.S. A.! 


The better the Fairgrounds, the bigger 
the sales! 


It’s been proved, time after time, that Pyrex 
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make your 
Fair pay off ‘ 


FAIR! 


...and 
ie 


plenty in 


PYREX WARE SALES! 


Ware sells best when it’s given best display. 

And the Pyrex Flameware Fair gives you 
an unbeatable opportunity to tie in with the 
local power of this national advertising, and 
do a traffic-stopping display job in your store. 
(We'll give you all the colorful display mate- 
rial you need.) 


Be a barker—bring ’em in! 
It’s good selling sense, too, to let your cus- 
tomers know your store is where to see the 
Pyrex Flameware Fair. 

Tell ’em with window displays. Tell ’em in 


your own advertising. You’ve got plenty to 
shout about—SO SHOUT IT! 


Full information coming soon! 


Soon you'll be seeing your Pyrex Ware sales- 
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man who’ll tell you all about the Pyrex 
Flameware Fair . . . what we’re doing... 
what you can do. 

You'll be getting a kit with 16 pieces of 
FREE display material. Dozens of sugges- 
tions for using this material effectively in 
your store. Ideas for your own display work. 
ALSO—mats, artwork for your advertising 

. . radio commercials . . . publicity material 
... Watch for them! 


Make the 
Biggest Show in Housewares 
Give YOU the 
Biggest Pyrex Ware Sales in History! 


“Corning,” “Pyrex,” and “Double-Tough 
are Registered Trade-marks of Corning 
Glass Works in the United States. 


BY BY 








PYREX 


CORNING GLASS WORKS 
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New 1949 Libbey Factory Stock Hostess Sets’ Folder 


@ Here’s the information you have been 
asking for. The 1949 Libbey Factory Stock 
Folder illustrates all the Hostess Set pat- 
terns you can order from open stock. 










Libbey Hostess Sets, in their charming 
gift boxes, have established hundreds of 
retail sales records. And the boxes build 
extra profits by simplifying handling, wrap- 
ping, selling and storage. 


Remember, every one of these glasses is 
backed by the famous Libbey guarantee: 
““A new glass if the ‘Safedge’ ever chips.”’ 
Take advantage of this policy by keeping 
well-balanced, adequate stocks. 

Contact your Libbey branch office, or 
write Libbey Glass, Toledo 1, Ohio, for 
further information on the Libbey 1949 
Factory Stock. 
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How to help 
CuStomers . 
PLC 
their minds 


Give’em whatthey want! Inmedicine 
cabinets, they want Gerity, because of 
their perfect image mirrors—full length, 
chrome plated, piano-type hinges — 
one piece construction. So they sell! 








WHAT WOMEN LIKE! 


Brightly gleaming chrome 
Smartly modern design 
All the screws concealed 
Easy to keep shining 


WHAT MEN LIKE! 


Tougher, heavier chrome 
Won’t flake or wear off 
Gerity’s reputation with 
big auto makers for top 


quality in chrome plate 


WHAT BUILDERS LIKE! 


2 Self-centering backplate 
ees makes installing a cinch 
A 

os Exclusive Gerity patent 


(: 


LIFETIME 
CHROME EVE- 


CATCHING 
by e DISPLAYS! 
Write for 


complete 
catalog 


ping 


and 


price list. 


Gerity-Michigan 


Corporation ApriAN, Michigan 
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THOUSANDS MORE 
SHOOTERS WILL BUY 


g MOSSBERG SCOPES 


MOSSBERG 4-POWER SCOPES FIT ALMOST 
ALL RIFLES UP TO .25-.20 CAL. 


Model #5M4 with low mount 
Model #8M4 with high mount 
Model #4M4 with special dovetail mount for Mossberg automatic rifles only 















#5 
4 
PUSH MOSSBERG SCOPES NOW 
with Mossberg's 
4 January and 
1 February ADVERTISING 


| TO MILLIONS OF 
| SHOOTERS 


There is no inflation at Mossberg! So many 
thousands are buying Mossberg 4-power Internal 
Adjustment Scopes that we are able to reduce the 
| & SONS. price —and without any sacrifice of quality. More 





91601 St. John St., New Haven 5, Conn. shooters than ever will want them. 
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Circle ® Bolts and Nuts are noted 


for their uniform size and strength. 








They satisfy the most discriminating 





customers, Stock them for your trade. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 


50 Church Street, New York City 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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NEW LINE 
OF PLANES! 















SEE YOUR JOBBER IMMEDIATEL 





For ACTION SALES — | 
Y! 


“Engineered Quality at POPULAR PRICES” means volume sales! 





ehacksaws ¢handsaws © keyhole saws © hack saw frames 

© panel saws © mitre saws * coping saw frames © coping saws 

© pruning saws © wood chisels © screw drivers © compass saws & nests - 
© block planes © fore planes © jack planes © smooth planes GOE sla l 


/\ 1 


GREAT NECK saw mers..inc.- mineola, NewYork | OA 





WAY 
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Join the Big Swing to PITTSBURGH PAINTS 
with THE BIG DOUBLE PLUS! 
COLOR DYNAMICS... LIVE PAINT PROTECTION 


~ day, straight across America, the big 
swing is to Pittsburgh Paints because of the 
growing importance of the greatest pair of sales 
features in the paint business— COLOR 
DYNAMICS and LIVE PAINT PROTECTION. 


No other paint manufacturer can match the ad- 
vantages in performance and service which they 
give to dealer and consumer alike. 


Now is the time to cash in on the constant flood 


PAINTS e@ 
me ee 


GLASS e 


of advertising and sales promotion which is caus- 
ing the demand for Pittsburgh Paints to rise to 
new sales records everywhere. 


For a quality line of paints which is better than 
ever today—why not investigate the possibility 
of selling Pittsburgh Paints in your community? 
For complete details, wire, write or phone us. 
Pittsburgh Plate Glass Company, Paint Division, 
PO-149, Pittsburgh 22, Pennsylvania. 


PITTSBURGH PAINTS 


CHEMICALS e 
PAA ee 


PLASTICS 
CCG a | F 


BRUSHES e 
G-t AS $ 
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the SENSATIONAL NEW | 
PAYSWELL 










BUILT-IN 
COMPRESSOR 









and MOTOR .: 

NOMINAL : 
WEIGHT 
ONLY 
POUNDS ; 























Po 


gee” 










STURDY 
CONSTRUCTION 





¥ The PAYSWELL is the sprayer 
50 Ibs. pressure 2% everyone has wanted. You can 
sell it and make money. 

MAIL THIS COUPON TODAY! 








Sellco Corporation, 815 Andrus Bidg., Minneapolis 2, Minn. 
|, too, want to make money with the Payswell Sprayer. | wou 

S al LC 0 C0 R P 0 R AT | 0 N like to see all of your decler aids and successful selling plar 
along with discount schedules. 

815 ANDRUS BUILDING 

MINNEAPOLIS 2, MINN. NAME_ 







(Please Print) 


1919 ADDRESS. 





MaKe durns Counter Space 
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@ Steps up “impulse sales” . . . does the 
selling for you ! 


@ Shows entire line . . . inside space for 
“back-up” stock 


Turns easily on non-tipping swivel base 


Simple to set up . . . readily movable 


@ Attractive in natural plywood . . . blue 
composition top 


Put the Merchandiser on your tool selling job ! 
Thousands stepping up profits in tool departments 
today ! Write us for the facts ! 





AUTO ACCESSORIES MEN!... 
See the latest in Barcalo tools, 
Booth 136-137, A.A.M.A. Show, 


3 MANUFACTURING COMPANY Grand Central Palace, Feb. 15 - 17. 
BUFFALO 4, N. Y.. 
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“MORE TEETH ARE PULLED BY TEGCO 
DOOR KNOBS than any other brand!”’ 


WHAT'S THE CONNECTION? Well, just this! Never was 
there a man that has really lived who hasn’t exper- 
ienced the pulling of at least one tooth by the door 
knob method! So, since Tegco has been the world’s 
largest producer of door knobs for 28 years (one ma- 
chine makes 66,400 per day) it can be safely esti- 
mated that the greatest number ot these grand 
occasions took place with Tegco hardware. 


WHAT'S THIS GOT TO DO WITH SELLING BUILDERS 
HARDWARE? This! While more people have been buy- 
ing Tegco glass and metal door knobs than any other 


361 x 55 LATCH SET 


brand, the entire line of Tegco builders hardware 
has been setting a leadership pace as well. 
WHAT DOES THIS MEAN TO YOU? It means that be- 
cause of the huge production volumes maintained at 
Technical Glass Co. you can buy and sell the finest 
quality builders hardware at the lowest prices in the 
industry! You can count on quick sales and more profits. 
Good will from satisfied customers. Complete factory 
cooperation! ... Check into the many advantages of 
selling Tegco builders hardware right away. It’s ¢ 
real fast-selling, profit-making line! 


391 x 47 LOCKING SET 


TECHNICAL GLASS COMPANY INCORPORATED 


CALIFORNIA 


2050 EAST 48th STREET, LOS ANGELES 11, 
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etter sales, better profits, highest quality. 

The Grote line for ‘49 gives you the ONLY 
FULL LINE of top quality cabinets with one- 
piece SEAMLESS deep drawn steel bodies. 
Wall flush, die cast light fixtures designed ex- 
clusively for Grote. Gleaming white baked 
enamel finish and many other sales-making 
features together with a wide range of lighted 
and unlighted models will bring satisfied cus- 
tomers — enthusiastic reorders, better sales 
and better profits for you. 


BUILD BETTER SALES .. . BIGGER PROFITS 
WITH THE GROTE LINE IN ‘49 


One-piece, deep drawn SEAMLESS cabinet con- 
struction. 

Rounded corners . . . easy to clean. 

Attractive wall flush die-cast chrome plated 
light fixture. 

Gleaming white baked enamel finish. 

Stainless steel shelf brackets and many other 
sales-making features. 





\Aontn: Write for Complete Details 
fon aon 2a and the Name of Your 
IN Nearest Jobber. 


NOW! 


vote 








by HU 


SHIONABLE WOMEN 


® EXCLUSIVE 
MICRO-REGULATOR 


Newest of scale improvements 
..--in Counselor only... the 
Micro-Regulator light-heavy 
adjusting feature. By a simple 
slide adjustment, the scale can 
be kept accurate for years re- 
gardless of wear, climatic con- 
ditions, or jolts and jars. Same 
principle as the fast-slow ad- 
justment on a timepiece. 

















NATIONALLY ADVERTISED 
TO MILLIONS 





OTHER SALES 
STIMULATING 
FEATURES OF 
MODEL 555T 
@ Beautiful Streamlined Styling 

@ Large Magnifying Lens for Easy Reading 

@ Rolled Front Marbleized Rubber Covered Platform 
@ Mats in Choice of Six Smart Colors 

@ Finished in Baked White Enamel with Chrome Trim 
a 


Exclusive Zerostat Dial Control 





Quality Built and Guaranteed 


The Brearley Co., 
Rockford, Illinois 


New York Representative, A. W. Stern, 1125 Broadway 
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Higgins’ Lifetime Guarantee 
Certainly Brings Lots of Calls 
PAE For Those Bonded Hardwood 


“LIFETIME” SEATS 







6 Easy to Sell / 
7 Easy to Install / 
* Satisfaction Guaranteed 


THE LIFETIME is three times* stronger—that’s why Higgins can 
guarantee every Lifetime Seat for life against splitting, cracking or 
breaking. The Lifetime Seat is made of multiple laminations of 
selected hardwoods bonded together under terrific pressure with in- 
credibly strong marine-type waterproof glue. The hardware on the 
Lifetime seat is solid brass, heavily chrome plated. Superbly engineered 
for comfort, with bright, lustrous, durable, white Higgins bonded 


finish to make it attractive. * As shown by tests of Pittsburgh 
Testing Laboratory. 


Axi \y 


Higgins lifetime guarantee sells the Lifetime seat 
every time—with every sale a guarantee of satisfac- 
tion and profit. Can be easily installed in five 
minutes! Packed in individual cartons. 


Hf Write for further information. 


mt co 
INCORPORATED WEW ORLEANS 
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WAX IMPREGN 
es the QeWLlTE famnly/ | 





No.400-T 


WV @ Display and push all 4 types | 


IMPREGNATED 


. of fast-selling 





SNIF 


is a lig 

terned ¢ 

: aS Standard 

No. 300-W jf Shear . . 


ALUMINUM 


WIRE Sec) I 
ce SE 4e- pees WN MATERIA 


and cash in NOW on easy 
all-weather profit sales 


Plenty of weather ahead yet! And R-V-LITE storm doors and windows can be 
made in a jiffy! They keep heat in, cold out, and prevent wasting expensive 
fuel. The new ‘400-T Wax Impregnated Fabric is perfect for poultry and farm 
animal buildings—wherever light, insulation and sunshine benefits are needed. 
Sell all 3 other types for these same advantages plus full transparency. For 
every need, there’s a type of R-V-LITE . . . tough, shatterproof, light weight, 
flexible, insulating, easy to clean. All 4 types are economical and easy to 
install. Keep your dispensing floor fixture filled . . . give it your best floor 
position . . . and ring up daily sales! 





, 


BABS BS 


R-V-LITE is your dependable year ‘round repeat and profit item! 


Chicken houses * Hog houses 
Farm animal buildings *® Sheds 


Suggest these ° 
aS * Storm door & windows * Attics 
No.l1OO-C fk y * Basements ® Hot & cold bed frames y. 
uses: : Skylights ® Partitions ® Garages OU 
Oe mae). * Scaffold enclosures for workmen : 

* Emergency replacement of broken glass Doo-Klip 
designed 
business 
A fair ret 

Our purp¢ 


year ‘round 
Temporary windows in new building show ths 
REINFORCED Path 4 Yo neater 
Offers to 
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FEATURE ALLS emer 


has wider-opening throat, 50% 
more bite. Alloy steel blade, 
self-aligning anvil. 2.75. 





HEDGE SHEAR 


with perfected “consecutive 





cut” blades, easy-grip rub- 


ber hondles, sells for 2.98 . - LONG HANDLE GRASS 
x SHEAR ovolls effortlessly on 4-oz. 


rubber wheels, has easy Doo-Klip 
action . . . 3.50 


SNIP-ITT Jr. @& / 


is a lightweight tool pat- Mes. j 
terned after the famous 

Standard Doo-Klip Grass 

Shear .... to- sell at 1.50 


Ls | ep : WATCH 


asSy ~~ FOR THE 
les STANDARD GRASS SHEAR 


TIMELY 


‘\ America’s favorite. Tilting stud action. if, . e 
s can be -_ Grass is cut clean by electro-plated, ; [ 0, hes Ij 
>xpensive 9-8 serrated blades. 1.95 oh : 
— = ie . P 


and farm 

needed ADS IN THESE 
ncy. For and e's gt am 

t weight, —_ ~ a, ; MAGAZINES eee 


easy to 
est floor 





Better Homes and Gardens 


it item! e American Home * House 
' . 


and Garden ¢« House Beautiful 






* Flower Grower ¢ Sunset. 


You will sell more lawn and garden tools when you 
show the full line of distinctive Doo-Klip products. 
Doo-Klip tools keep grass, shrubs, hedges, and trees 


neater with less effort. Priced right, attractively mi EWIS 
designed, nationally advertised to bring profitable 
business your way ... you'll do better with Doo-Klip! 

Diop DEALER PROFITS ARE PROTECTED ENGINEERING AND MANUFACTURING CO. 


A fair return for everyone who sells Doo-Klip ... that’s stlliauce, Okie 


our purpose in maintaining price. We make no special 
offers to any buyer. 
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At last! Forged Hand Tools 


PICTURED HERE PICK NO. 5 
PICTURED BELOW MATTOCK NO. 22 


EASILY IDENTIFIED 





WARREN TOOLS 
ARE DUTCH BLUE 


WARREN TOOL IS 
FIRST AGAIN 








Warren-teed tools cut Handling Costs 


@ To facilitate the movement of goods in = good! Cutting edges and striking faces are 
the hardware business, two hardware asso- true and precision tempered. They stand the 
ciations recommend modern packaging of the , gaff. Customers will say, ‘‘Give me the blue 
proper number of units per carton. And you tools again.”’ 
know that non-cartoned, forged hand tools For years, hardware jobbers and dealers 
have been awkward and expensive to handle throughout the world have depended on 
and stock. Now, Warren Tool offers cost- Warren-Teed Tools. The Warren-Teed line is 
saving, convenient-size packaging. Thus, your complete. Mr. Dealer: Ask your Hardware 
stockmen can handle Warren-Teed cartons Jobber for Warren-Teed Tools in cost and 
easily, and you can also store them con- labor-saving cartons. 


veniently in less space. Better yet, tools are 


easily identified by your receiving and shipping WARREN TOOL CORPORATION 


department. General Offices a a Warren, Ohio 
Warren-Teed Tools, painted in distinctive General Sales Offices . 105 W. Adams Street, Chicago 3, Il. 
blue, merit this new packaging. The tools are Export Division . . . 30 Church Street, New York 7, N.Y. 


WARREN-TEED TOOLS 


Waren Jools we Duith blue 
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America’s Choice 


_ CHEVROLET 
ADVANCE-DESIGN TRUCKS 


for All-Around Value! 


Ask the experts— 
If you ask the drivers, they’ll say: 


“Chevrolet Advance-Design Trucks can 
and will take it day after day, month after 
month. They’re easy to handle .. . built 
with driver safety and comfort in mind.”’ 


The mechanics insist: 
“Chevrolet trucks last longer because 
they’re designed, engineered and built for 


the job. They’re easier to work on... built 
with an eye to economical maintenance.”’ 


The owners will tell you: 


“Only Chevrolet has the TRIPLE ECON- 
OMY of low cost operation . . . low cost 
upkeep . . . and the lowest prices in the 
entire truck field.”’ 


CHEVROLET MOTOR DIVISION, General Motors 
Corporation, DETROIT 2, MICHIGAN 


Only the Leader — Chevrolet has all these features: 


NEW CHEVROLET 4-SPEED 
SYNCHRO-MESH TRUCK 
TRANSMISSION 
A special feature in one-ton and 
heavier duty models that assures 
new operating ease and efficiency. 


THE CAB THAT “BREATHES” 
Here are the trucks with the famous 
cab that “breathes"! Outside air is 
drawn in and used air is forced 
out! Heated in cold weather.* 


FLEXI-MOUNTED CAB 
Chevrolet's Advance-Design Cab 
is mounted on rubber, cushioned 
against road shocks, torsion and 
vibration. 

IMPROVED 
VALVE-IN-HEAD ENGINE 
The world’s most economical engine 
for its size now has greater dura- 
bility and operating efficiency. 


SPLINED REAR AXLE 

HUB CONNECTION 
Greater strength and durability 
in heavy-duty models with this 
exclusive Advance-Design feature. 


PLUS Uniweld, all-steel cab con- 
struction e New, heavier springs 
e Full-floating hypoid rear axles 
on %-ton and heavier duty models 
e All-round visibility with rear 
corner windows* e Specially de- 
signed brakes e Hydrovac power 
brakes on two-ton models e Ball- 
bearing steering e Double-line 
pre-selective power shift in 2- 
speed axle at exira cost on two- 
ton models e Wide base wheels 
e Standard cab-to-axle-length 
dimensions e Multiple color options. 


*Heating and ventilating system and rear 


corner windows wilh de !_xc evipmen! optional 


of extra cost 


CHEVROLET 
CHOOSE CHEVROLET TRUCKS FOR TRANSPORTATION UNLIMITED J 
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DID YOU SEE ME 
IN THIS AD? 




















Meyltl 


VA 
CAN OPENER 


) 
G 


GROWIN 


TEN T! 
FIVE | 
how fa: 
or: . "= > “nye “9° = ‘ : ‘ 
Did you see me in this ad? Millions and millions : y 8 FOR OV: 


of housewives did! Ns a r OUR MA 
x Z % UFACTUR 


“They saw me in their copies of Good Housekeep- ata 


ing, Ladies’ Home Journal, True Story, McCall’s, 


Farm Journal, Country Gentleman, Woman’s Day, ee 


Family. Circle...and in Nancy Sasser’s column. on. WY utterly different can 
a : 3 \ opener has been proven by 
Some of those women will be your customers today \ “EN its amazing increase in sales 


every year since first introduced 
in 1933. Westco’s rotating blade 
shears tops out of cans with ease 
and smoothness that makes every 


and tomorrow! 


“Will they have to look for me—or am I in plain 


sight ready for that impulse sale? —_ housewife a real booster. No 
_ ; . cs wall flower, Westco opens any 
Mr. Dealer, put me in a good spot and you'll profit can — anywhere — then tucks in 


a drawer out of sight. Attrac- 
tively packaged. Order through 
your jobber or write direct for 
prices and complete information. 


y and | MEAN PROFIT!” 





THE TURNER & SEYMOUR 
MANUFACTURING CO. 
TORRINGTON, CONNECTICUT 


Cole 
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GROWING 
GROWING 









Sia ERT CRN 


OF 
GROWING 
GROWING 
GROWING 
GROWING 
TEN TIMES BIGGER IN JUST 


FIVE SHORT YEARS! That's 
how fast our factory has grown! 


FOR OVER A QUARTER CENTURY 
OUR MANAGEMENT HAS MAN- 
UFACTURED AND MERCHANDISED 
POPULAR PRICED BRUSHES 











x 


MS BG Cet Sages 


Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET e BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 


17 Eost 42nd Se, 122 Se. Ave. Southland Hotel 527 Canal Se 
New York 17, N.Y, titans S, Bhnon Dalles 1, Texes eeew Clem, Locdiess 
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Moline 


FARM and MILL 
SUPPLIES 





In constant demand by jobbers, dealers and users 
who insist on quality. MOLINE products embody 
the best in materials, design and workmanship 
and have a well-deserved world-wide reputation 
for top-flight performance. 


Complete Line 







x CARRIERS PULLEYS 

er FORKS SLINGS 

e TRACK and FITTINGS 
Etc. 


TACKLE 
BLOCKS 
For Manila and Wire 
Rope — Steel Shell 
Plain & Bronze Bushed. 
From 4" to 14" incl, 


WIRE STRETCHERS and ROPE HOISTS 






Block and Tackle 
Type (illustrated) 

Tractor-drawn Power 
Pull Type, Lever Type 







LOAD BINDERS 


Malleable Iron, Forged Steel Hooks, Double Swivels 


Also Wire Rope Clips, Pump Rod Couplings, Washers, 
Harness Hdwe, Wagon Hdwe and Clevises 


1878-1949 
OVER SEVENTY YEARS OF SERVICE 
Write Dept. HA 10 for complete catalog and prices 


MOLINE 


iRON WORKS 


A 
MOLIME ILLINOIS us 
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StL 
ITSELF 


Customers know from experi- 
ence that CM Chains are top 
quality...designed specifically 


' 
} 
ts 
( 






bh 


for particular applications. 
They know that CM's are safer 
..- last longer...cost less on 
the job. CM Chain Products are 
nationally advertised and rec- 
ognized. There is a chain for 
every purpose in the CM line. 
You can sell them with confi- 
dence and profit. 


AUTOMOTIVE 
AGRICULTURAL...HARDWARE 
INDUSTRIAL...MARINE 


for practically every chain 
use there is a CM product 
designed specifically for 
that job. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


GENERAL OFFICES AND FACTORIES TONAWANDA WN Y 


ond + San Froncnsco 
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CYCLONE HARDWARE PRODUCTS 


abureys ring the belll | 


@ Cyclone “Red Tag” Hardware Products ring the bell you like to 

hear .. . the cash register bell. And they do it consistently, because 

your customers know, from long experience, that Cyclone Products - 
give them their money’s worth—and then some. 

Capitalize on the name “Cyclone” by giving prominent display to 
all of these Cyclone Products: Lawn Fence . . . Gates . .. Hardware 
Cloth .. . Insect Wire Screening ... Catch-All Baskets . . . Flexible © 
Steel Door and Floor Mats. 


If you haven’t already done so, place your order with your job- 
ber now. Although the supply situation is somewhat “easier,” 
it’s the safe way to make sure you're all set for spring business. 







CYCLONE FENCE DIVISION 


(American Steel & Wire Company ) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


XX 
A 






LAWN FENCE... GATES 





CYCLONE ‘Red Tag” 
HARDWARE PRODUCTS 





CATCH-ALL BASKETS HARDWARE CLOTH INSECT WIRE SCREENING FLEXIBLE STEEL MATS 


+—4)—4 
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Fics Rope Gets Its Start In Columbian’s Philippine Bodegas... 





Chi Bee aut 





Loose bales of Manila fibre from the provinces are being received at the Columbian Rope Bodega (grading and packaging plant) in the Philippines 


Maz *ield Force Assures 


Best Manila Fibre For COLUMBIAN ROPE 


From fibre-producing plantations now gradually 
being restored in the Philippine Islands, comes the 
selected manila fibre that goes into Columbian Tape- 
Marked Pure Manila Rope. 

Columbian representatives, constantly in touch 
with the better plantations, contract for the raw fibre 
before it is ready to pack or bale — to make sure of 
getting the best quality. The selected manila fibre, 
tied in bultos for easy handling, is transported to 





Columbian’s warehouses, or bodegas, where it is 
graded and baled for shipment to our mill. 

Entirely rebuilt since the war’s devastation, Colum- 
bian warehouses and other facilities are completely 
modern, strategically located, and managed by ex- 
perts in judging and buying fibre. Columbian main- 
tains this on-the-scene service to guarantee the best 
in manila fibre supply. You benefit from this far- 
reaching program, get better, more dependable rope 
when you select COLUMBIAN — The Rope of the Nation. 


COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn, ''The Cordage City," N. Y. 


TAPE 
MARKED 


PURE MANILA ROPE 
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Deming Figure 1890 
“MARVEL” 
for Shallow Wells 


SPEED SALES 


Capacities : 
275 and 375 G. P. H. 









CAPACITOR 

TYPE MOTOR WITH @ LARGE AIR 
BUILT IN CHAMBER 
THERMAL 

OVERLOAD 


BALL BEARING 
ON CRANK END 
OF CONNECTING 













ROLLER BEARINGS » = 

oF 2 ere = 
263 Joe 
E A = SPLASH 


- SHIELD 












LY 
( DROP FORGED 
CRANKSHAFT 


rusBER © NO} 






MOUNTING >) ‘ 
Philippines Xx ‘ 
] 
| 
: 

‘. OUTSTANDING FEATURES OF DEMING @ Sell Deming “Marvel” FEATURES! They 
* i MARVEL” SHALLOW WELL WATER SYSTEM challenge comparison! Tell your prospects 
aly TIMKEN ROLLER BEARINGS on crank shaft. Deming FEATURES mean extra service, 
va BALL BEARINGS on crank end of connecting rod. longer life, greater economy, MORE VALUE 
“a LIVE RUBBER CUSHIONS between pump and sub-base. per dollar of investment! 

z QUIET OPERATION and longer service life of pump. Remember... EVERY Deming Water System 
, SECTIONAL CONSTRUCTION assures minimum cost has TOP QUALITY FEATURES! For quicker 
for repairs after long service. sales and better profits, SELL DEMING! 


UNIT TYPE PISTON is easily removable. 


SPLASH SHIELD (originated by Deming) prevents 
water leakage into oil reservoir. 


MANY MORE FEATURES make the Deming “Marvel” 


outstanding for value! 


THE DEMING CO., 517 BROADWAY, SALEM, OHIO 


® E iva ld i 


PUMPS AND WATER SYSTEMS 
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the automatic water pumping 
system for shallow wells that 


OUT-PERFORMS ALL OTHERS 


In the laboratory...in the 

field, month in and month 

out, year in and year out, 
erformance proves 
ERIO superiority. 


The simplified LERIO 
principle makes installa- 
tionand maintenance easy 
as ABC. Here is the pump 
that fits directly onto the 
well pipe or casing...re- 
quires no additional 
plumbing, no separate 
storage tank... delivers 
fresh water right from 


































THE LERIO 


Simplicity of Design 
Sturdiness of Con- 
struction, brings to your customers... 






1. Low Initial Cost 






2. Low Operating Cost 





3. Low Maintenance Cost 







ONE INSTALLATION WILL 
SELL A WHOLE 
NEIGHBORHOOD! 





















GOLDBLATT 
TOOLS for 


All Masonary 
Craftsmen! 


A Complete 
Line of First © 
Quality Tools for \ 
All Masonry Trades 

IMMEDIATE 
DELIVERY 
Illustrated Catalog 
Mailed on Request 
Attractive Dealer Discounts 


1s# Choice 


of Plasterers and 
Cement Finishers 
Nationally Advertised Since 1885 


GOLDBLATT TOOL CO. 


1622 WALNUT STREET + KANSAS CITY 8, MG 











—ONE BRAND 
FOR YOUR COMPLETE STOCK 
OF PLUMBING CHEMICALS— 


Drain Pipe Cleaner Cesspool Cleaner 
Pipe Joint Compound in tubes Cutting Oil 
Plastic Lead Iron Cement 
Soot Destroyer Penetrating Oil 
Boiler Liquid Floor Cleaner 
Boiler Solder Septic Tank Cleaner 
Toilet Bowl Cleaner Fuel Oil Sludge Solvent 
Soldering Paste Rust & Stain Remover 


Furnace Cement 
Boiler Cleaner (liquid & powder) 


V CHECK THIS LIST AND ORDER 
FROM YOUR JOBBER 








a : 
THE ECONOMY ey 
PLUMBER CO. 
39 LISPENARD STREET 
NEW YORK 13, N. Y. 

















MAKERS OF THE FAMOUS 
ECONOMY PLUMBER DRAIN PIPE CLEANER 
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DOUBLE PAINT SALES WITH FLATLU 


Iden tically Matched Colors : THE ONE-COAT WALL gma, WITH OIL 


ta! ‘ / ik 
Here’s the biggest profit opportunity in the paint SAT oa © .. : 


business today ... a quick, easy way to double your sales! SEMI-GLOSS—-FOR WALLS AND WOODWORK 
You can now offer your customers three finishes in rae 

Identically Matched Colors—flat-wall, semi-gloss and GLOS a be = | 

high-gloss. It is Perfect Color Matching! No Mixing! ~ fo Ge 

For walls, woodwork and furniture! HIGH-GLOSS—FOR WALLS AND WOODWORK 
Here is a definite tie-in sales plan—a real oppor- 

tunity to sell a related product every time a can of 3 FINISHES IN IDENTICALLY 

BPS FLATLUX crosses your counter! With BPS 

Identically Matched Colors—you make two sales instead MATCHED COLORS 

of one! You offer SATIN-LUX or GLOS-LUX in the 

same identical color as the sensational one-coat wall 

paint FLATLUX! You make the second sale with the first! 
Double your sales with Identically Matched Colors! 

Get double profits! Do it now! Exclusive sales fran- 

chises are available in some territories. So—mail the 

coupon today! You'll be glad you did! 


Look atthese selling features of identically Matched Colors 


®Three different finishes ® Makes modern decorat- 
in identical colors ing easy at low cost 


®No messy mixing to ® Wide range of decorator 


matc . 
h colors colors Don't sign for any line until 


va -, ® Nothing to add—noth- ®A finish for every kind you have complete details about 
ing to go wrong of surface “Identically Matched Colors”. 
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COOTER AT RY COOKS OO 
HAL ry CAA RIXA} DOOROLO OK 
WY OO VOX) y VR , yf! 


AUSONM 
Power is DEPENDABLE Power! 










@ Lauson dependabili- 
ty builds repeat busi- 
ness — insures customer 
satisfaction. 
@ Powered from % to 
5 H.P. 4-Cycle, Air- 
Cooled. 
@ Light weight — in- 
stant starting — eco- 
nomical operation. 
@ Machined mounting 
pad on crankcase for 
direct mounting of 
pumps, generators, etc. 
@Nation-wide Lauson @ Backed by over 50 
service available years engine-building 
everywhere. experience. 




















Dept. HW, The LAUSON Company, New Holstein, Wis. 


A Division of Hart-Carter Company 
In Canada: Hart-Emerson, Ltd., Winnipeg, Canada 




























TITIVE SALE! 
FOR OED GARDEN HO SE 


pais 


BRAIDED COUPLED 














RETAIL 
PRICES 


5°" SINGLE BRAID $9.29 
(25 Foot Length) ort 
50 Foot Length.. 4 
¥s"* TWO BRAID 
(25 Foot Length).. 3.29 
50 Foot Length. . 6.58 
¥%4"* TWO BRAID 
(25 Foot Length). 3.98 
50 Foot Length. 7.96 


COMPLETE WITH FITTINGS 


SOLD THROUGH 
RECOGNIZED JOBBERS ONLY 


Samples on Request 


Packed: 10-25' Lengths : 5-58" Lengths 
F.O. B. Philadelphia —Special price 
to recognized jobbers and distributors 


HANCOCK MANUFACTURING Inc. 


131-137 S. Second Sr. « Philadelphia 6, Po. 

































CUSTOMER SATISFACTION 
AND REPEAT ORDERS FOR 


LAWN ROLLER 





DEALERS 











WHEELBARROWS 
CONCRETE CARTS 
SALAMANDERS 
DRAG SCRAPERS 


MORTAR TUBS AND 
MIXING BOXES 


LAWN ROLLERS 


Superior Products 
Since 1876 


















WRIGHT 
HEXAGONAL 
NETTING 


woven evenly 
with perfectly 
straight selvage 
... heavy, gleam- 


ing galvanizing 
...every roll car- 
ries the famous 
WRIGHT rooster 
trademark. 


GE WRIGHT wire co 


WORCESTER * MASo 
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$9.29 
.. 4,58 


+. 3.29 
-- 6.58 


). 3.98 
1. 7.96 
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RECOMMEND R-W No. 999 GARAGE DOOR HARDWARE 
Balanced ....Smooth.... Quiet 


Here you see the ideal answer to the conversion of lightweight 
garage doors to the overhead type, quickly, easily, economi- 
cally. Everything needed for installation and operation—all 
hardware including tracks—is packed complete in one carton. 


5 ADJUST AUTOMATICALLY. Top rollers are automatically shift- 
able in brackets to compensate for unequal spacing of tracks. 
Rollers are full ball bearing. 


TAMPERPROOF LOCK. Lock handle has lock cylinder built in 
so that attachment is made by boring one hole through door 
for spindle. When locked, handle rotates freely without 
operating latches. 


RBALANCE. Door is counterbalanced by springs which can be 
adjusted so that door will be in perfect balance in any posi- 
tion. Door will rise to full open position after slight start, 
and will remain in full open position without rebounding or 
slamming. 


For further information about R-W 999 Garage Door Hard- 
ware, call or write the nearest Richards-Wilcox office. 


euanese® | Richards-Wilcox Mfg. ©. 


“A HANGER FOR ANY DOOR THAT SLIDES” 





, AURORA, ILLINOIS, U.S.A. 
Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D C. 
Indianapolis St. Louis New Orleans Des Moines Minneapolis Kanses City 
Los Angeles San Francisco Denver Seattle Detroit Atlanta Pittsburgh 
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when cords or plugs 
fail in the pinch! For sure contact 
and durability, it’s best 
to feature 






APPROVED BY UNDERWRITERS LABORATORIES 


Selected by leading manufacturers . . . 
why not by YOU 


A full line of Flexible Cords 
for the Repair and Service industry, 
obtainable through Jobbers and Distributors 


CORNISH WIRE COMPANY, we. 
15 Park Row New York 7, N.Y. 














‘SINCE 1850 







a BUY line for your 
CUTLERY DEPT. 









MANUAL 
TRAINING 


F.. nearly a century, RQ 
Murphy and Sons have made quality knives for 
every purpose. Knives that are sharp, durable 
and especially designed to do a particular job. 

R. Murphy Knives are painstakingly fash- 
ioned from the finest, tempered steel, uni- 
formly hardened by an exclusive process and 
honed by hand. They are precision joined to 
custom built handles that provide the proper 
grip. 

Customers don't "go by", they come buy 
when you carry R. Murphy Knives. 










ADJUSTABLE i 
CARTON 

Order today from 
your jobber. Display 
and sell with confi- 
dence and profit. 
Write for descrip- 
tive catalog showing 
the complete line of 
R. Murphy Knives. 








ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 











SPECIFY CADMIUM FINISH FOR 


SCREW EYES 
SCREW HOOKS 


GATE HOOKS 
& EYES 














® Cadmium is rust resisting 

® Cadmium makes better counter displays 
© Cadmium won't discolor on counters 

© Cadmium won't rust in inventory 


© Cadmium assures higher profit 


THE WASHBURN COMPANY 


WORCESTER MASS * ROCKFORD pee 
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Whe Wed 
WCRS 
SWWP 


PUMP? 


A profitable 
unit to stock 
and sell. 





Your customers will welcome this new 
Myers Sump Pump. Improved in design. Top- 
quality construction — bronze, brass and 
stainless steel throughout. Centrifugal 

type — automatic control — no lubrication 
required. No service headaches. 


==, The F. E. MYERS & BRO. CO. 
aX Dept. H-48, Ashland, Ohio 


ER: See =6OWATER SYSTEMS . . . PUMPS 


SPRAYERS ... HAY UNLOADING TOOLS 
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; 0, clean matching kitch- 
in gleaming white. 

be buted by Fred a 
15 Eleventh St., 





JUNIOR KRISPER—Holds large 
tity of fruits or vegetables. 
84x Si x 4, Tran t. 

Molded by The W and A Com- 

pany nc., 46 Union St., Attle- 

ro, Mass. Distributed by Ruzak 

Industries, 101 W. 37th St. 

New York 18, N.Y. 





CANISTER SET— Four lent sizes with t- 
Rent ae ati 
Corpocation 200 Fitts Aver New Vou Nw 


\ 





“the. BUY-WORD 
for Better Plastics’’ 




















Spark your Spring promotion with 
fast selling housewares made of 
STYRON (Dow polystyrene). 
They’re eye-appealing, budget- 
priced ... the sales-winning plastic 
housewares to stock for quick turn- 
over. All of these items, and many 
more, have met the high standards 
of Dow’s Consumer Product Evalu- 
ation Committee .. . and wear the 


which is the 


Styron label 
buyers’ and consumers’ “buy-word” 
for better plastics. These products 
and the Styron label are your assur- 
ance of increased customer satis- 
faction! Build your Spring promo- 
tion around nationally advertised 
and promoted Styron Housewares 
—for rapid turnover and increased 
profits! 


pee 


Plastics Division HW-2 
THE DOW CHEMICAL COMPANY e MIDLAND, MICHIGAN 
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BEVERAGE SPOONS— Available 
in transp pack of ~) 
spoons in a gay assortment 

colors. Molded and Distrib- 


uted by ucts 
Corp, 82 Nudham St., New- 
ton Highlands 91, Mass. 





RECIPE BOX—Modern in de- 
sign. Expertly engineered 
hinges for maximum wear. 
Bright colors. Molded and 
Distributed by Calif. Moulders 
Inc., 814 E, 29th Street, Los 
Angeles 11, California. 








Send for the 3rd Styron House- 
wares Buyers Check List Today! 
It’s full of information to help you 
buy these fast-selling items. Get 
your poe Check List and order now 
for the Big Spring Promotion of 
s IN Housewares. 
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WHY THEY BUY 


SAFETY 
FIREPLACE CURTAINS 








& IT’S THE ORIGINAL... 


Not every flexible screen is a Flexscreen—but 
it’s Flexscreen your customers know and want. 
Fifteen years of consistent, hard-hitting na- 
tional advertising, plus the praise of enthusi- 
astic owners, have created a market that in- 
sists on the original woven metal fire curtain 
— Flexscreen! « 


@ IT's SUPERIOR... 


Flexscreen fabric is specially woven—at our 
plant—for Flexscreen alone. It’s very resili- 
ent—a better fabric for this specific purpose 
. . sheer, lovely, yet absolutely spark-proof 
... heat treated for years of service. Unipull 
—which slides curtains open or closed at the 
touch of one hand—is found only on Flex- 
screen. Fixtures are solid, attractively de- 
signed. Your customers are right in demand- 
ing Flexscreen! ( 
Flexscreen’s powerful customer appeal and eye-catch- 
ing display value lead to quick, on-the-spot selling . . . 
of a quality item! Take advantage of the unequalled, 
constantly growing demand for Flexscreen. For you, 
it can mean an unprecedented turnover—and big 
profits! 
Write us at 129 North Street for our Catalog. or ask 
our representative to call. 


Makers of Fresh-Aire Fireplace Units 


& BENNETT - IRELAND INC. ry 


baste, 
NORWICH, NEW YORK 











PHALT 
TILE CEMENT 


Easy application makes it perfect for home use. For concrete or wood 
floors. For use over felt paper or underlayment. Non-inflammable and 
non-explosive. Sets tacky under normal conditions in about 45 minutes. 
Just the right troweling consistency for the non-professional asphalt 
tile layer. In quart and gallon cans and 5 gallon kits. 


Consumers Paint Remover 


Outstanding among paint removers because of its speedy 
action. Stays wet while working, yet dries quickly after 
scraping or wiping. Treated surface can be painted without 
further preparation. Noninjurious to hands or clothing. 





Order Now from Your Wholesaler 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 



















MAXIMUM STRENGTH 
And Uniform Quality Mean 
Satisfied Customers with 


SHEFFIELD 
OIL 
COLORS 


In BULK, 2 pint and Quart 
Cans as well as 3 sizes of 
Lithographed Tubes 


30 outstanding colors, 
» triple ground in pure 
linseed oil to give 
maximum strength 
‘ and cleanest colors. 
SS rae ne EA Highest uniform qual- 
ity assured because 

of our volume production and modern equipment. 
Abeautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


ShetticldZrarze 


srreevere. 


PAINT CORPORATION 
CLevetano 6, OHIO 
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HARDW. 


RENT "EM AND REAP! 


y ey lnfa 


Verl 
—_ 
wood 


le and FLOOR 


inutes. 


asphalt 
SA N D E RS @ e e Profits come easy—and 


grow BIG—for stores who feature AMERICAN Rental 
Sanders! You'll find a steady year 'round demand for this 
service—for new and old homes! Hundreds of your 
customers are prospects—bringing you 3-way profits! 
You ring up rental fees—and this alone usually pays for 
your American Machines the first year! You sell related 
items—abrasives, floor finishes, brushes, wax and other 
supplies. You build goodwill—valuable customer 
appreciation for the convenience and savings you 
offer through American sander rental service. 
Send today for profit-plan and details about new 
American Rental Sander with “package unit” 
construction and other sensational new features. 


yp FLOOR EDGERS 


SS American Spinner 
disc-type sander 
finishes right up to 
edges of floors 
stairs, closets. 5 

4 and 7” Giscs 





MAINTENANCE 
MACHINES 


Labor-saving machines 
for polishing, discsand- | : 
ing, steel wooling and r ‘ . 4 
ccrublinne eats = FLOOR MACHINES *PORTABLE TOOLS 
15 or 17 inches 


Ee 








SMALL SANDERS 


Many uses for. the 


‘ Waa) 
, | } Gf \fe| Sanderpione, THE AMERICAN FLOOR 
~o y | Yy\ belt sander... and 
‘é = We wa aise SURFACING MACHINE CO. 
1 Mhin. SZ : TY semi-flexible dis 522 So. St. Clair St., 
Oa 5 ae Tender Toledo 3, Ohio 
Please send latest catalog on the following, 
without obligation. 
SAWS -, wr CJ] Floor Sanders (with free 12-page profit- 
P plan booklet). 
Portab ectric . 
“ahd ays cee pe CJ Edgers (J Small Sanders 
easy Genanng () Saws (J Maintenance Machines 


uts any angle. 8” 
blade 
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Atrasives 
Adding Machines 
Air Equipment 
Alcohol 

Alemite Products 
Aluminum Goods 
Andirons 
Asbestos 
Asphalt 
Astragals 

Auger Bits 

Auto Accessori: 
Awnings 


B atteries 
Baby Chairs 
Bale Ties 
Ball Bearings 
Barn Hardware 
Belting 
Bicycles 
Binoculars 
Bird Seed 
Blackboards 
Blasting Caps 
Boats 
Brooders 
Buckets 

Bull Rings 


Cable 


Calipers 
Cameras 
Candles 
Carbide 
Carriages, Baby 
Cartridges 
Castellated Nuts 
Cedar Chests 
Chalk 

Cinchas 
Clevises 

Clocks 
Colanders 
Combs 
Cockeyes 
Compasses 
Cook Stoves 


Dam pers 
Senddlion Knives 
Davenports 
Decoys 
Diamond Rings 
Dog Collars 
Doors, Garage 
Draw Gauges 
Drift Punches 
Drills 

Drinking Cups 
Drovers Whips 
Drum bey 
Dumb Bel 
Dutch Ovens 
Dynamite 


Egg Beaters 
Ejector Pumps 
Enameled Ware 
Electricians’ Tools 
Ensilage Forks 
Escutcheons 
Eveners 

Express Wagons 
Eye Protectors 
Extinguishers, Fire 


Farriers' Tools 
Faucets 

Feather Dusters 
Fencing 
Ferrules 
Fielders’ Gloves 
Files 

Fertilizer 
Flanges 


PAINTS 


Flares, Truck 
Flashlights 
Flea Powder 
Flow Valves 
Footballs 
Force Cups 
Forges 


Framing Squeres 
Freezers 

Fry Pans 
Funnels 
Furnaces 

Fur Stretchers 
Fuses 


Gall Cure 
Garbage Cans 
Garden Tools 
Garment Hangers 
Gaskets 

— 


Clodstone Bags 
Glaziers’ Points 
Goose Calls 
Grab Hooks 
Grapples 
Gravy Boats 
Griddles 
Grindstones 
Grocers’ Scoops 
Gummed Tape 
Goggles 

Guy Rods 


Hack Saws 
Hair Brushes 
Halters 

Ham Slicers 
Hammers 
Hammocks 
Handcuffs 
Hasps 

Hassocks 
Hatchets 
Hay Tools 
Heels, Rubber @ 
Hens’ Nests 
High Chairs 
Hinges 


i rey Equipmen®% 


Hoists 
Holsters 
Hones 
Hoof Nippers 
Horse Collars 
Humidifiers 
Hobbles 
Hob Nails 


Wholesalers 


VARNISH 
ENAMEL nos )6=SChl?™ 


Incinerators 
Incubators 
Infant Scales 
Insecticides 
Insoles 


rs’ Drills 
Journal Jacks 
Juice Extractors 
Jute Twine 


K alsomine 
Kennell Chains 
Kettles 
Keyhole Saws 
Kick Plates 
Killing Knives 
Kindlers 
Kneeling Pads 
Knockers, Door 
Kraut Cutters 


L acers, Belt 
Laces, Shoe 
Ladders 
Ladies ' 


Labrieenie ? 
Lumbermen's Tools 
Lunch Boxes 


of OO00C 


ays to 


M achinery 
Bushings 

Magazine Racks 

Mandrel 


Manicure Sets 
Manila Rope 
Martingales 
Masons’ Tools 
Mattresses 
Melting Pots 
Mending Cement 
Merchandise Tags 
Milking Stools 
Mitre Boxes 
Moisteners, Air 
Mosquito Dope 
Motor Oils 
Mowers, Lawn 
Muriatic Acid 
og Dog 


Wi + lection Lights 


Plumbers’ Tools 
Pocket Knives 


GiltEdoe is 


Poker Chips 
Police Clubs 
Pounders, Meat. 


ressure Cookers 
Primers 
Pruning Shears 
Pulleys 
Pumice Stone 
Punch Sets 
Putty 


.@) uadrants 
Quart Measures 
Quirts 


R abbit Fence 
Rackets, Tennis 
Radiant Heaters 
Radiators 
Radios 

Rain Coats 
Razors 

Reamer Bits 
Recipe Files 
Recoil Pads 
Reels, Fishing 
Refrigerators 
Relief Valves 
Respirators 
Ripping Bars 
Rivets 

Roach Killer 
Roasters 
Rocking Chairs 
Rolling Pins 
Roofers’ Supplies 
Rosaries 

Rough Stop Cocks 
Rubbish Burners 
Rust Preventive 


Saddles 


Salamanders 


# Sales Books 


Sanders 

Sausage Stuffers 
Saws, Hand Power 
Scalers, Fish 
Scissors 

Scoops 

Scratch Awls 
Scrub Brushes 
Scuttles 

Scythes 

Seeders 

Septic Tanks 
Sharpening Stones 
Sheathing Paper 
Silverware 
Singletrees 


GOO000 Ltem, 


4010000 Spdgendent Real Merchants, front 3000 Quality Mansfectutcts 


Skates 
Skillets 
Soccer Balls 
Soil Pipe 
Solder 
Sponges 
Spool Beds 
Sprayers 
Stab e Blankets 
Steak Knives 
Stokers 
Street Brooms 
Striking Bags 
Sump Pumps 
Sun Glasses 
Swivels 

Syrup Pails 


2 T Joints 
Tables 


Tag Wires 


2 Tamping Poles 


Tap Wrenches 


Thresher Belts 
Tissue Paper 
Toasters 
Toggle Bolts 
Toilets, Indoor 
Torches 

Towel Bars 
Trappers Knives 
Trash Burners 
Trophies 
Troughs 

Try Squares 
Turf Edgers 
Turpentine 
Tweezers 


Unions, Pipe 

Unit Cells 
Upholstery Cleaner 
Urns, Coffee 
Utensils, Kitchen 


Valley Tin 
Vanity Dressers 
Vaporizers 
Velocipedes 
Venetian Blinds 
Vibrators 

Volley Balls 
Ventilating Fans 
Vuleanizers 
Voltmeters 


W ading Boots 
Waffle Irons 
Wagons, Coaster 
Watch Fobs 
Waterers, Stock 
Waxers, Floor 
Weaners, Calf 
Wedding Rings 
Wheelbarrows 
Whisk Brooms 
Whistles 
Water Wings 
Worm Gangs 
Wrist Watches 


Y Branches 
Yankee Bowls 
Yard Lights 
Yarn, Lath 
Yokes, Neck 


Zig-Zag Rules 
Zinc Sheets 
Zoning Paint 


MANUFACTURED AND 


GUARANTEED BY 


FARWELL, OZMUN, KIRK & CO. 
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This m 
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wont 
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COMFORT CONTROL 
LINE 











SUPER AIRFLOW MODEL 
(MP-312-RF) 


This powerful air circulator delivers a tremen- 





dous volume of air for cooling at velocities 





that can be controlled at will. Its many un- 
usual features include three fan speeds, 


finger tip tilting for directional control and 


, » y fect ai irculation without draft h 
Here $ another J perrec on circula ou ra when 


pointed upward 


DELUXE MODEL (MP-212-A) 
For Heating and Cooling 


The perfect popular device for convenient 
warming and cooling embodying many of the 
features of the ‘Super’ model. Engineered 
and priced to meet the requirements of the 
volume morket, its sturdy construction with 
built-in safety features makes it a value far 


above its cost 








and another 





MIMAR OSCILLATING 12-INCH 
FAN (HO-412) 


This model is in a class by itself. Delivers 1200 





cu. ft. of cooling air Tor ME iol amok ala lel of: 
blades. It's designed for your customers who 
want the best the market has at a price that 


assures greatest fan value for the money 











HARDWARE AGE, JANUARY 27, 1949 














$0-HARD 
SRE WS 


SHEET METAL 


Types A and B 


Made of steel, stainless steel 
and brass. 


Good 
standard packaged lines. 


THE SOUTHINGTON 
HDWE. MFG. CO. 


ny SOUTHINGTON, CONN. £F:. 


inventories now of 
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The "QANDEE” Line 


OF PLUMBING, HEATING AND 
OlL BURNER SPECIALTIES 


Water Gauge Sets 
Medicine Cabinets 
Basin Faucets 

Sink Faucets 

Relief Valves 
Regulating Valves 
Pipe Fittings 

Pipe Nipples 
Compression Fittings 
Mixing Valves 


Tubular Traps 

Cast Traps 

Ballcocks 

Boiler Stands 

Pipe Joint Compound 
Ridgid Tools 

Soap Dishes 

Stop & Wastes 

Gate Valves 
Radiator Valves 


Gas Hot Plates 
Gauges Bathroom Accessories 
Gas Space Heaters Toilet Seats 
Gas Cocks 


Grease Traps 


Plumbers Chemicals C. 1. Specialties 


Sweat Fittings China Handles 
Copper Tubing Washers of all types 
Watts & Minneapolis Honeywell Controls 


Many Other Kindred Products 


WRITE FOR CATALOG AND PRICE LIST 
Insist on *“DANDEE”’ 


PLUMBING PRODUCTS Co. 


145 N. Washington St Boston 14, Mass 


Rlitidictiliclidilinticliclict it i h-E-B nn n'n'n'ntat) 





SPRING 


HINGES 
ARE THE 
BEST 





STANDARD 
TYPE 
No. 29 














For PROFITS it’s 
CONGRESS DRIVES 


The Congress merchandising plan 
is simple: 


1, Hish quality sheaves— 
V-belt, variable speed and 
step-cone. Also V-belts and 
flexible couplings. 


2. Individual 3-color packaging. 


3. A special assortment that 
means low inventory while 
covering all popular sizes 
and developing fast turnover. 





4. Local tie-in with national ad- 
vertising with the handsome 
3-color display shown at right. 


You can get Congress Drives 
and Belts quickly from your 
local jobber. 


CONGRESS °*:::::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 
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pa ple y Porter-Cable 
in the industrial and building 


Demand in your territ 
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FURNITURE MAKERS 





this:- WOODWORKING SHOPS TT coeciatty SHOPS 

cron PATTERN MAKERS TOY MAKERS 1S 

CON KERS PLAN 

DEVELOPERS peo enor SASH AND DOOR Speedmatic ROUTER 
RPENTERS : distributors 

a licy of 100% sales protection we ‘volume — 

And a policy an obtain real money-ma by Speedmatic 

means that you © actively campaigne eid 








FOUR foetal POWER TOOLS 


use only | motor instead of 4 


Customers like this Speedmatic multi- 
tool combination. It means they can get 
four work-speeding tools and save. the 
cost of three motors! — actually $267. 

This interchangeable motor is an ex- 
clusive Speedmatic feature. A customer 
buys the Router with Motor. When he 
wants to use the Shaper, Plane or Lock 
Mortiser, he simply detaches the motor 
from the Router and attaches it to any of 
the other three tools. Only a few seconds 
to make this change! 

































REPEAT BUSINESS — Porter-Cable makes 
scores of bits and cutters for the Router 
and Shaper . . . many different templets 
for building and wood working jobs. This 
big variety of accessories brings customers 
back again and again. 


ASK for the Speedmatic Distributor prop- 
osition. Mail the coupon today for quick 
action. Distributors will be selected 
promptly. ae 
ry vv * 


/V Y¥ 


ne Co., Inc. 
Syracuse, 


Porter-Cable Machi 
1761 N- Salina St-, 
our 
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at my convenience. 1am 


dmat' 
his money” making line of Spee 
? 


Speedmatic SHAPER 


G representativ 
in more 
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16 fast-selling kitchenware items are included in this 
space-saving, sales-winning display assortment No. 3013X — ready to 
set up as a complete kitchenware department. 


ATTRACTIVELY STYLED DISPLAY —in beautiful hard maple— 


natural finish. Steel supports and hooks. 


KITCHEN TOOLS —Nickel plated—with colorful red and 


ivory plastic handles. 16 fast-selling items. 


SPACE SAVER—Complete assortment of these kitchen tools 


can be displayed in less than 3 square feet of counter space. 


Assortment includes one 
dozen each of these 16 


best-selling kitchen tools... 


"Gi; 
Vy i, 
Wp 
\ 


No 3901 ON 
nch S 


OPEN PANEL—Does not obstruct view of other merchandise. 


PERMANENT—Can be mounted anywhere—on counters, 
tables, windows, etc. Easy to assemble. 


The color and design of this new line of Androck kitchen 
ware will attract attention, stop floor traffic, make sales! Get 
the details today! 


No hil sf No 369 
2 


o 3801 c No 3144 . No ;: 
ix 


No 
2% Inch 4 
St 


ne 


. 7 
“B ob g "y 








astic “\ 
etal — he 
not con 





America’s Fastest Selling Kitchenware 


INASSORTMENT No. 3013X 


Colorful new handle is molded 


to fit the hand... attract the eye 








Powerful Red and Ivory 
color combination. 





astic “welded” to 
etal—handles will 
not come loose. 








Opening for mounting 
on rack in kitchen. 


Polished to an extreme- 
ly high shiny luster— 
stays new-looking 
for years. 





= 


Sales-making new red ‘and ivory plastic handle is acid 
ad alkali-resistant, odorless and tasteless, will not chip, warp, or fade. 
It’s the sensation of the kitchen tool industry! 


counters, 


See Your Gobber Sabesman... or Write, Wire or Phone Him for Full Information 
THE WASHBURN COMPANY 


kitchen- 
sales! Get 


WORCESTER, MASS. ROCKFORD, ILL. 





Copr. 1949 THE WASHBURN Co. 





No Inventory— yet 40°/. profit! 











In addition to national magazine advertising, Artcraft blinds are 


promoted on these great radio network shows: 


KAY KYSER SHOW (ABC daily) 
ALIBI CLUB (MBS Sunday) 

WHIZ QUIZ (ABC Saturday) 
SECOND HONEYMOON (AEC daily) 
MAN IN THE STORE (KMOX daily) 





An Illinois dealer (town of 8,000) sold $15,000 worth of Artcraft 
all-metal blinds in 1948 from a display sample that cost him $3.30. 
He just followed Artcraft’s easy order-taking methods. No stock to 
carry. Good business? You bet! Want some? Write to Department AB-2. 


ARTCRAFT VENETIAN BLIND MFG. CO. « 3960 OLIVE ST. » ST. LOUIS 8, MO. 
Factories in St. Lovis, Chicago, Pittsburgh 


Be Prepared 
For the Spring 
Gardening 










Your customers will ask for 
KEES hand garden tools. Be 
ready—order now for the rush 
of spring gardeners. Each tool 
is made of 18-gauge, one-piece 
pressed steel, with baked 
enamel finish. The handle 
ends are closed, rounded and 
smooth—no wooden plugs or 
metal caps to work loose and 
come off. 








The set shown above 
is the four-piece No. 
184 set. Available also 
in three-piece Garden 
set No. 183. Set No. 
183 does not include 
the fork. 


Individual tools: 2 dozen per case 
Set: 1 set per carton, 24 sets per case 








F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 
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| 
NO OTHER JUICER 


HAS ALL THESE 


ADVANTAGES! 


KWICKY'S PIVOT BASE 


® Races through fruit juicing — 
3 easy strokes of the hanil- 
usually gets all the juice. 


Rubber base grips the aluminum 
juicer to the table— makes sure 
it rotates and juices without ef- : 
fort — without marring table. ¢ A unique, all-in-one juierr. 


= P * Priced for Volume sales. 

* Gets all the juice—no bitter 

el oil seeds. ® Nationally advertised in Betrer 
chives: Homes and Gardens, 

* Rinses in a jiffy —no detach- 


able parts to clean, 


Pours freely — no holes to 


clog. 





Write for Complete Information 


Quam-Nichols Company, 33rd Place and Cottage Grove 
Chicago 16, Illinois 




















SAFETY fIOLL 


Trade Mark Reg. U. S. Pat. Off, 


Wall Model Can Opener—with 
,patented “DROP-A-WAY” feature 


The finest can opener for home use. 
Effortless and safe—it rolls the edge 
smooth as it holds and opens square, 
round or oval cans. New, improved 
design with heavier steel construction 
and new spring supported blade assure 
longer life. ‘‘DROP-A-WAY’” feature 
allows opener to hang flush to wall 
when not in use and permits instant 
removal for cleaning. 


Ail metal parts bright nickel plated. 
Individually packed in attractive 
3-color carton complete with mounting 
bracket and screws. 


Retail price 89¢ 


bi 


NOVELTY MANUFACTURING CO. 


World's Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 


3211 CARROLL AVE. * CHICAGO 24, ILL. 
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Heres the monet Mei 


ut e . rT] Ngee Ol! panty shes 
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that hold “Captive Heat” 
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‘ * 

z! The “Five-Eleven” set puts today’s 

advanced merchandising—the 

& “packaged deal”—in your house- 

Ba wares business. First complete 

¥ home cooking set in one small 


unit of sale—everything the bride 
needs to start housekeeping. It’s 
something you can take hold of, 
gift-wrap, promote. Makes sen- 
sational displays. 


REYNOLDS /i/efime ALUMINUM 


WITH TRIPLE-THICK BOTTOMS 





re See ee 
es. ss Na a aa 





New Items ADDED To 
revNouns /ifefime ALUMINUM 

vVY-GAUGE COOKING UTENSILS v Pr 
yr Consolidation Assures 


~. Uniform Quality, Prompt Delivery! 
4 = 


é aA Transfer of utensil production from Louis- 
( “4 ~ — ville to LaGrange, Illinois, is now com- 
ZA ’ pleted. Reynolds entire LaGrange plant 


OVAL FRY PANS 


- 


New Production 












now devoted exclusively to manufacture 
of high-quality aluminum cooking utensils. 
Consolidated quality control. Dependable 
deliveries. 





GRIDDLE FRENCH FRYER 














Distribution through important jobbers coast to coast. 
See your favorite jobber or write direct to: 
Reynolds Metals Company, Housewares Division, 
2000 South 9th Street, Louisville 1, Kentucky. 


Complete Lifetime Aluminum Triple-Thick Line—18 pieces 


Complete Lifetime Aluminum Heavy Gauge Line—44 pieces 
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No Finer 
Cabinet Made 
—Regardless of Price 


Chrome-plated inside and out — also 
light fixtures and tooth-brush holder. 
Beveled plate mirror. 


Fluorescent lights, operated from main 
bathroom switch, provide ample illumi- 
nation, no other light being required. 


Adjustable shelves. Copper-backed mir- 
ror. Piano hinges. Cushion-spring door 
stop. Razor-blade drop. Convenience 
outlet. All wires encased. 


WRITE @ Write for descriptive 
FOR literature on our complete 
LITERATURE line of bathroom cabinets. 


Ideal 
CabinetCorporation 


Division of Deslauriers 
Column Mould Co., Inc. 


DETROIT 4, MICH. 


7722 JOY ROAD 
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Luminous 
Alarm Shut-Off Knobs 

. . . @ little thing but a mighty 
powerful sales feature. Knob glows 
softly in the dark — a practical 
convenience appreciated by many 
alarm clock users. 


(luminous dials and hands also available) 


A guaranteed 40-HOURS of accurate time- 
keeping with each full winding is another reason 
why customers prefer Gilbert alarm Clocks. 

In style, utility and dependability, Gilbert of- 
fers the extra values that bring steady sales and 
fair profit. 


the Wholesaler 


Distributed thru 


THE WM. L. GILBERT CLOCK CORP. 


clock makers to the nation since 1807 


WINSTED, CONN. LACONIA, N.H. 
551 Fifth Ave — New York 
141 W. Jackson Blvd. — Chicago 
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TOASTMASTER 
Dealers ! 











—E | ; Be PEIF 





You make a lot more money on ‘‘Toast- 
master” Toasters than on any other brand. 
One reason is you'll sell a lot more of them— 
with the least sales cost. 

We think you'll agree that rapid turnover 
and minimum selling expense spring from 
demand. And where, in the entire appliance 
business, can you find a product that so many 
people are so eager to buy? (After several 





T NEW SUPERFLEX toast timer 
guarantees perfect toast every 
time. It automatically compen- 
sates for anunusually wide range 


y of voltage variation. 


2 NEW HINGED CRUMB TRAY 


~ swings open at the push of a 


button for easy cleaning. No 


seer p 








n i ! cure 
years of peak production, too!) : ae 
But that’s only part of the profit-picture. The itchy eutch, nothing to remove ae si 
f. “Toastmaster” Toasters you sell—stay sold! and mislay. Dy Gone eae 
d They don’t come back on service complaints 


that cut into profits, that put a crimp in cus- 
tomer good will. 

Lastly, and of no little importance, the 
“Toastmaster” Toaster is a traffic builder. 
Customers who come in to buy it are exposed 
to other merchandise you have for sale. It 
gives you the extra profit of added store pres- 
tige. Yes, your outlook as a ‘“Toastmaster’’* 





EREBE In 


» 3 NEW EASY-LIFT HANDLES 


are large and finger-fitting. 
Safe, sure-grip, always cool to 


s the touch. An exclusive "Toast- 


. 2 + master” feature 


retailer is certainly bright Tf ae AiLlvyT DH 
We intend to keep it that way by con- TQ) f] \ f Mt i Yi a if Automatic Pop-Up 
tinuing to build the best product of its die Lia Toaster 
kind and backing it with the best pro- 
motion. 


a ee 3 prince 
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***ToasSTMASTER "is aregistered trademark of McGraw Electric Company. Copr. 1949 
ToastmMastea Propvcts Division. McGraw Electric Company. Elgin. Illinois. 
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Streamline Tips For YOU from ize Weimer 


“When the customer wants a rule for all types of 
measurements, plus accuracy and quality, | sell him 
a MASTER STREAMLINE! 

The reason is simple:— 


After talking to some 3,000 hardware dealers all 
over the United States, | found they had one thing 
in common, every one of them liked to sell quality 
merchandise. 

We all like to be thought well of, and the hard- 
ware merchant that sells his customer quality mer- 
chandise makes friends who will come back into his 
store to purchase additional items. 


In the Master Streamline you have one of the 
finest measuring rules ever built. It is a rule that 





406—6 ft. 
Retails at 


$925 


408 Streamline 8 ft. ..$2.50 
8 ft. spare blade...85¢ each 


brings the customer back with a smile on his face 


_ looking for another for a friend or for himself.” 


Here are some of the reasons why:— 
@ 7/16” claw tip, clear distinct graduations on 
both sides of the blade 
® Direct reading inside measure, with brake to 
hold that reading to 82 Ibs. pressure 
@ Mirro-chrome finished case with new inner 
design to reduce friction to ball-bearing 
smoothness 
@ Highly tempered spring steel blade, with easy 
sliding action 
@ Sleek, smartly styled modern appearance 
Write today for further information on the Stream- 
line as well as the complete Master line. 





MASTER RULE MFG. CO., INC. 
201 MAIN STREET e WHITE PLAINS, N. Y. 
General Field Sales Office: 

105 W. Adams St. e Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Cakland, Calif. 
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BIG PAINT BRUSH PROFITS 


MINIMUM SELLING SPACE 








ASSORTMENT NO.1 
PAINT AND VARNISH BRUSHES 













Now you can set up a real, 


result-getting paint brush depart- (DOUBLE THICK) 
ment in only two feet of counter space! Bristle Sogqueed 
Star Dispensers show standard, compet- Contes — Rated ee ee 
ws : , . 4 doz. |” 11346" $ .25 
itively priced varnish and wall brushes in your 2 doz. 1Y4" 1156" 30 
choice of assortments ... and they do a whale of 1% doz. 2” 24%" 50 
a selling job in just a little space! Place your Yo doz. 242" 2%" 69 
order with your wholesaler. Star Brush Manufac- %2 doz. 3 2/2 1.00 
turing Company, Inc., Boston 18, Massachusetts. Burgundy and Clear Handle Colors — All Pure 
Chinese Bristles. 
Concentrated Stopping Power SALES RETURN $38.34 
Colorful Star Dispensers pack a lot of attention- YOUR COST 25.56 
getting salesmanship into 23”x 9” of counter space. PROFIT $12.78 


And their all-metal, nickel-plated, permanent con- 
struction features the “loop” design that reduces 
pilferage. Write for details on dispensers e 
for other popular assortments of 


wall and varnish brushes. 


No Shed...No Streak...No Spatter 





-_ ia -_ | 6 
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Peerless Jet Pumping System. 
For Shallow or Deep 
Wells to 120 Ft. Capaci- 
ties: 120-7500 Gals. per Hr. 





Peerless Water King. For 
shallow well pumping 
exclusively. Capacities: 
275 to 860 Gals. per Hr. 





Peerless Engine Driven Jet 
Pumping System. Embodies 
all the advantages of the 
Jet system above, but 
utilizes engine drive. 





Peerless Pump dealers will be 
backed by this complete, qual- 
ity pump line for '49. You, asa 
Peerless dealer can fill every 
possible water requirement of 
the hundreds of prospective 
running water users in your ter- 
ritory. Peerless merchandising 
and sales helps are ready to pro- 
duce sound profits for you— 
ready to start you in to a safe, 
sure future in the Water Sys- 
tems business. 


Peerless Model H Shallow 
Well Pumping Unit. Devel- 
ops 275 to 420 gallons per 
hour with pressure up to 
40 lbs. Fully automatic. 





Peerless Deep Well Recipro- 
cating Pump. Completely 
enclosed, streamlined de- 
sign. 6” stroke. 200 to 450 
g.p.hr.; lifts to 400 ft. 


Write today for full 
information on the 
Peerless line for '49. 





PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 
LOS ANGELES 31, CALIFORNIA * INDIANAPOLIS, INDIANA 


District Offices: New York 5, 37 Wall St.; Chicago 40, 4554 N. Broad- 
way; Atlanta Office: Rutland Bldg., Decatur, Ga.; Omaha, Nebr.: 4330 
Leavenworth St.; Dallas 1, Tex.; Fresno, Calif.; Los Angeles 31, Calif. 
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AMERICA’S 

LOW PRICED 

Lithographed Stove Pad 
This high quality, low-priced lithographed pad 
is a sure bet to please value-conscious house- 
wives. Beautifully designed by a prominent 
designer, it is bright, cheerful and universal in Y 
appeal. The sparkling red on white pattern 
comes in a variety of sizes: 18x20", 14x17", 
8!/.x20", 7x7" and 7" round. 7 





4 \ PRE-WAR QUALITY IN 


GENUINE TIN-PLATE 


NU-TOP Bright Metal stove pads are plated with the finest 
pre-war quality genuine tin-plate — never any substitutes. 
Z Their modern embossed design enhances the appearance of 
y stove and table tops . . . adds extra ''work top" space to 
Y crowded kitch Available in six popular sizes: 18x20"', 


j 14x17", 8Y2x20"', 5/2x8V2"', 7'* round and 7'* square. 
The NU-TOP complete line includes Stainless Steel and Chrome plated pads , 
Y 





THE METALOID COMPANY 


Y; Creators of The Dual Dispenser 
Y 5815 KINSMAN RD. CLEVELAND 4, OHIO, U. S. A. i 
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High strength ductile STEEL 
STRONG POSTS for residen- 
tial, commercial, and indus- 
trial building application, 
available from stock. STEEL 
STRONG POSTSare furnished 
in standard lengths of 3% 
and 4-inch diameters, 
painted inside and out to 
prevent rust and corrosion. 
STEEL STRONG POSTS are 
sold as complete units in- 
cluding cap and base plates 


Se aasaai for |-beam fastening. 
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America’s Fastest Selling Tool Case 


Sturdy, heavy gauge 
steel. 

Strong handle. 
Reinforced through- 
out. 

Rounded corners. 

No raw edges. 

Built in continuous 
hinge. 












SIZE 


18"x10"x13" 184-H 


Here is the tool box that is the favorite of mechanics 
everywhere. 4 tray, cantilever action, finished in 2 tone 
brown wrinkle finish. 18xl0"xl3", also in 20° — 24” 
sizes. Plenty of Room. Continuous hinge. Comes in 4 
or 6 trays. 


SIMONSEN INDUSTRIES INC. 


1410 S. MICHIGAN — CHICAGO, ILLINOIS 














THROUGH LEADING 
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VALUE 









DISTRIBUTED 
JOBBERS 


IDEAL TORCH 
FOR ODD JOBS 


Features galore at a popu- 
lar price . . . 6'/2"' hot blue 
flame, sharp pointed 
needie burner. Bottom 
filler. Quick acting, lock- 
down, pump. Buffed brass, 
quart size tank. Bakelite 
valve wheel, C & L red 
handle. Exclusive C & L 
interlocking safety fittings! 


CLAYTON & LAMBERT MFG. CO. 
1718 DIXIE HIGHWAY . 








LOUISVILLE 10, KY. 






















Years of precision manufactur- 
ing are behind every Central Stand- 
ardized Drive. Your customers know 
and appreciate this quality in pulleys 
that gives dependable per- 
formance on every appli- 
cation. 


%& Diamond bored to + CENTRAL 


005”, 
tae tev ouside STANDARDIZED DRIVES 


homes, farms, wherever 
V drives are used. 


ORDER THIS POWERFUL 
SELLING DISPLAY FROM 
YOUR JOBBER TODAY! 


Complete assortment of 27 pulleys 
right at your fingertips. 


WRITE FOR LITERATURE 





Baw i pal in aisle ah 


/@ Made of Finest Alloy Steel 

| @ Heavy Gauge 

'@ Correctly Tempered to With- 
stand Heavy Factory Use 

@ Each Blade Attractively 

Packaged & Labeled 


RIP CROSS CUT 
& COMBINATION 


Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


Manufacturers of 
Circular Saws, Band 
Saws, H. S. Planer & 

Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 


“LAFAYETTE SAW & KNIFE, INC. 


EER See See 


115 BANKER STREET 
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THE 

NEW 
FAIRCHILD 
DRILL 






NEW POWER 

NEW ADVERTISING 
NEW SALES APPEAL 
NEW DEALER PROFITS 


' 
But at the same 
old attractive price... 


$7595 





| 











; 
j ‘ 
ie 
j MODEL F-149J—Jacobs ‘‘Hand-Tite’’ chuck 
Backed by a more aggressive consumer merchandising included as optional equipment. To retail for 
program, Fairchild promises to lead the '49 field in light- $16.75 
duty, 14” capacity, portable electric drill sales with this 
Steel new addition to its sight-selling line of electric tools— 
Model F-149, 75% more powerful than previous models! 
Nith- Here is a household appliance priced right for the 
vely market. Promotional flyers, stuffers, mats and electros Z 
free on request. MODEL F-149G—Ihree-conductor cord with 
, , ground lead included. To retail for $16.95 
» CUT 
TION 
lade 
-k, 
ne 
Jaws 
VE 
id MODEL  F-149JG—Jacobs ‘“Hand-Tite"’ 
chuck and three-conductor cord with ground 
OFIT! lead. To retail for $17.75 
rs of 
Band Write for details of this SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERE— 


Peg free Display Standard. 

oe —— FAIRCHILD INDUSTRIES INC. 
Burlington Vermont 

ELECTRIC DRILLS © FLEXIBLE SHAFT TOOLS © HAND GRINDERS 
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A new “first” for Stainless Steel! 
A new “first” for Vernontown ! 









durability! Now, for the first time, | 
you can offer your customers garden 
tools that will keep their bright new- | 


the Vernontown tradition. RUST- | 
PROOF! Every tool unconditionally | 





with \ 


ce 
? new ernontown 
“Lifetime” Stainless / 
Garden Tools. \ | 
‘rite for Catalog Sheet 
and Prices—today! V 
~/? | 
{ _ 


rm) 
= “~~ AS 


Vernontown Tool Division 


METEX CORPORATION oe MOUNT VERNON, NEW YORK 


nontown quality plus Stainless Steel | 


ness indefinitely. Sturdily made in | | 


guaranteed, and packaged to sell on |) 
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Satisfied customers assure good 
sales, so offer your customers 
| the amazingly, strong Cheney 
Forged Steel Vise. Practically 
unbreakable, phenomenally 
strong, ready for any job. Swivel 
base, extra wide and deepthroat. 
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Billings self-sale wrench boards eliminate customer guesswork, 
From these flexible displays he can choose the actual wrench 
he wants to buy. These displays eliminate guesswork for the 
dealer too. He can tell at a glancé how sales are going and 
it’s easy to replace stock. Smart dealers know it’s good mer- 
chandising to keep displays full and continue to repeat profits. 
That's the Dealer’s big advantage with Billings Wrench Depart- 
ments. Order your replacement stock now from your Billings 
Wholesaler. 


P. S. Your Billings Wholesaler can supply you with additional 
Wrench Boards, 
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THE BILLINGS & SPENCER CO HARTFORD 1 CONNECTICUT 
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IN ONE LESSON 


Your new salesmen have to know your 


products to sell them. 







Here’s a handy handbook that will teach 


them all they need to know about files. 


It’s “File Filosophy’’—Nicholson’s 
vopular guide to the kinds, care and use 


of files. 


Here are 48 pages of sales-producing 
information. Illustrations galore! 
Up-to-the-minute facts on the 

latest developments in files and 


filing techniques. 


Every member of your sales 
staff should have one. Send for 


your free copies today. 


rots, NICHOLSON FILE COMPANY <—> 
2ois.a.* 25 Acorn St., Providence 1, R. I. ad 
(In Canada, Port Hope, Ont, ) 


ope 





Pe ee we we oe oe we ee ee ee ee ee ee ee edie 


; NICHOLSON FILE CO., 25 ACORN ST., PROVIDENCE 1, R. I. 
Please send copies of the Nicholson handbook on files— 
“File Filosophy.” 


FOR EVERY PURPOSE: *“”*”“™” 


Street Address 


City or Town_ State 


fe ee ee ee ee ee ee ee ee 
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EFFECT OF 
ELECTRIC 


POWERFUL STEEL FINGERS form wire into links. Then contact with 

electric power makes a strong, permanent weld—and the link is joined into 

another good AMERICAN CHAIN. ¢ Most types of chain are made on auto- 

matic or semi-automatic machines. But the high quality of AMERICAN CHAIN : 

is maintained by systematic inspections and tests made by men of long ex- ng 

perience. Even though machines have taken the place of muscles, chain- that tl 

making is still a highly specialized craft. And AMERICAN chainmakers are pod 
still ir 


proud of their craftsmanship. 
are W 


Buy AMERICAN —the COMPLETE Chain Line | exhibi 


ing co 
to see 


* visitin 


J. EMORY SEITZ 
a “‘chain man”’ since 
1901—an“‘ American 
Chain man”’ since 
1917—in charge of 
Welded Sales 


department 


stairs 


PhiladelphigggPittsburgh, Portland,ébe mancisco, Bridgeport, Conn 


j Ved of e) York, Pa., Chicago, Denver, De Bit, os Angeles, New York, 
6 


F yee AMERICAN CHAIN DIVISION 
——->, AMERICAN CHAIN & CABLE 


MARK oO In Business for Your Safety 
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‘nformal Editorial Comments 


by Charles J. a 





Chicago Housewares Show on Navy Pier 


Great Improvement Over Hotel Shows 


OR several years HARDWARE 

AGE has advocated that the 

great Chicago Housewares 
Show move out of the Palmer 
House and/or Stevens Hotel and 
acquire the use of Chicago’s Navy 
Pier. While we do not claim any 
special credit for the accomplish- 
ment of this shift, it is very clear 
that the idea was and is sound. The 
1949 Chicago Housewares Show, 
still in session as these comments 
are written, is a truly wonderful 
exhibit which provides all exhibit- 
ing companies with an even chance 
to see, talk with, and maybe sell, 
visiting buyers in greater numbers 
than is possible or practical at a 
show held in hotel rooms. 

There are at Jeast two miles of 
exhibits at the Chicago House- 
wares Show and, while the cement 
floor of the Navy Pier doesn’t get 
any softer as the hours of the day 
pass along toward closing time, it 
is a horizontal show without the 
need of climbing up and down 
stairs which is even more exhaust- 


ing than walking on the hard sur- 
face floor. 

Also, and important too, both 
exhibitors and visitors can get in 
and out (when desired) of the 
open booths much more easily than 
they can get in and out of hotel 
rooms. This saves time for every- 
body interested and in itself is 
worth considering. 

While there is little radically 
new or different merchandise on 
display at the Chicago Housewares 
Show, the roll call of exhibitors 
is fundamentally a list of leading 
companies highly representative of 
the better known and most highly 
respected houseware lines. 

Frankly, the first three days 
were not exciting from a buying 
and selling standpoint, according 
to those with whom we discussed 
the subject. We did not hear any 
serious complaints but heard many 
expressions of approval for having 
the show at Navy Pier. 

There was also a minimum of 
what might rudely be called “junk 
lines.” Almost all of the booths dis- 


cu Go 


played goods that represented, in 
today’s price market, good values 
that were salable. 

While many of the lines shown 
were not suitable for widespread, 
wholesale-retail hardware distribu- 
tion, but were intended primarily 
for department store and other soft 
lines distributors, the hardware 
distributing field was well repre- 
sented among those who visited 
the show. 

There were both wholesale and 
retail hardware men, literally from 
coast to coast, all over the place 
indicating the continuously in- 
creasing importance of house- 
wares to the hardware field and 
likewise the increasing importance 
of hardware-distributors to house- 
wares manufacturers. 

What the final score will be from 
a buying and selling angle cannot 
now be predicted but it is clear 
that an overwhelming majority of 
exhibitors will prefer to continue 
the Chicago Housewares Show at 
the Navy Pier and will not want to 
return to a hotel room show. 


Are Hardware Dealers Going to Allow the Power 
Lawn Mower Business to Get Away From Them 
Without a Fight to Hold It? 


pe sources I have always 
found reliable and highly in- 
formative come reports about the 
power lawn mower business which 


should cause hardware distribu- 
tors to do some tall thinking and 
take some real action. The pro- 
gressive ones will respond. 
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Briefly, these reports indicate 
that three large rubber companies 
and two large mail order firms, 
all operating chains of retail stores 
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in competition with the hardware 
trade, are knee-deep (each in its 
own individual way) in programs 
for merchandising power lawn 
mowers on gigantic scales. All 
five companies have not only 
placed large orders but actually 
have taken delivery and paid for 
the equipment in recent weeks. 
Among the brands purchased by 
these big competitors I recognize 
about two-thirds as being “top 
notch” and one-third previously 
unknown to me. 

Because the quantities were so 
large, no one manufacturer, in 
four out of five cases, wanted all 
of the business and so it would ap- 
pear that some firms will have two 
lines or perhaps three. 

These five mass distributors are 
planning early starts on advertis- 


Reports on 


On 


p LEASE read again the previous 
item on power lawn mowers 
but wherever the words “power 
lawn mowers” are used substitute 
in your mind the words “power 


ing, display and selling pressure 
on this type of power equipment. 

From the same sources that told 
me the above, come reports that 
too many hardware distributors 
are too slow or actually are “stall- 
ing” on making their commitments 
for power lawn mowers and fur- 
ther that if they don’t plan and 
order soon they may face serious 
delays from the delivery stand- 
point. 

Obviously, the five big competi- 
tors will do a lot of advertising on 
which hardware men can cash in 
on, provided they have the equip- 
ment and do some advertising and 
selling of their own. 

Taken at face value, and I do 
take the reports on that basis. 
1949 will be a big selling year for 
power lawn mowers—and remem- 


ber they sell at a substantial price 
and provide an attractive margin. 

The hardware trade has, to date, 
a good record for selling power 
lawn mowers and it has been an 
attractive and profitable business 

-well worth special effort, dem- 
onstrations, outside selling and 
adequate store display and adver- 
tising. 

Don’t let anybody steal this vol- 
ume line away from the hardware 
field. Independent dealers can still 
get the better grade brands that 
have acceptance and give the user 
quality performance—and _ they 
will always have the advantage of 
known, personal local reputation 
and interest in their respective 
communities. 

This is worth while—don't 
“muff” it. 


Power Tools Similar to Those 


Power Lawn Mowers 


tools,” as the reports on this good 
hardware store line I receive are 
quite parallel and come from 
equally competent sources. 

This fact makes it even more 


Co e 


urgent that hardware distributors 
wake up on both power lines and 
hold their present good status in 
the sale of these two profitable 
volume lines. 


Watch the New Congress and Hope for the Best 


NDER the above heading, in 

our previous issue dated Jan- 
uary 13, 1949, on page 96, I 
“stuck out my neck” and predicted 
that President Truman’s message 
to the new Congress would be tem- 
pered somewhat from the extremes 
so apparent in his campaign 
speeches. Frankly, I thought, that 
having won most decisively in his 
own right, the seriousness of his 
responsibilities and authority 
would have encouraged a some- 
what more conservative message or 
at least some compromise. | 
guessed wrong as his message to 
the Congress, in my opinion, was 
more radical (or liberal if you 
agree) than his campaign ideas. 
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However, the Congress still has 
the last say and may or may not 
xo along with the requests of the 
Chief Executive. To date, it is im- 
possible to figure how the Con- 
gress will proceed on any or all of 
the program the President recom- 
mended. I repeat—‘watch the new 
Congress and hope for the best.” 

When some understandable and 
definite trend of the new Congress’ 
tax thinking and actions is appar- 
ent everybody will feel happier. 
Good or bad, we all know what to 
expect and can plan our activities 
accordingly. Right now, we all 
sense an uncertainty, basically 
psychological but nevertheless po- 
tent. We don’t know how good or 


how bad near at hand legislative 
and tax programs will be—but 
when we do know, the uncertainty 
will disappear and we will learn to 
live with the facts. 

If the new Congress rejects some 
of the President’s requests, he will 
be able, from a purely partisan 
political standpoint, to say that he 
asked for such a program but that 
the Congress did not support it. It 
is possible that such a thought was 
a factor in his message to the Con- 
gress. For, after all, politics, no 
matter what side of the fence you 
are on, is definitely a selling busi- 
ness and is usually well done. 

Again—‘watch the new Con- 
gress and hope for the best.” 
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It may be boring, but... 
we want to keep hammering this one point home! 





We know you’ve heard all this before. But we 
think it’s important enough to drill you on again. 
We want to nail the thing down . . . but good! 
The point is this: it’s as easy to sell Lockwood 
Bor-Loc* sets as it is to install them! And the 


trick is turned in jig time with two bored holes 





and one shallow recess. Contractors save instal- 


lation time . . . homeowners get honest-to-gosh 
BEVERLY 





hardware they love to look at... you make a fair 





profit — everybody’s happy! 


Two popular designs of 
Lockwood matching Bor- 
Loc Sets — BERMAC and 
BEVERLY, both in wrought 
brass. Locking lever under 
inside knob for bath and 
bedroom. Choice of glass 
or brass knobs. 


Sell Lockwood matching Bor-Loc sets for every 
door in every house. Lockwood listings in Sweet’s 
.. . Lockwood advertising to builders and archi- 
tects ... is creating more and more demand. Prices 


are right — delivery quick. Ls 





a M. Reg. U. S. Patent Office 





BEVERLY —GLASS KNOB 











HARDWARE MANUFACTURING CO. 


Division of Independent Lock Company ~ FITCHBURG, MASSACHUSETTS 
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Looking toward the front of the wide aisle, open display store 





with open back windows. 


Hardware Sales Up 20 Per 


Modernization responsible, for increases experienced 


by Hawthorne Hardware & Furniture Co. 


Unique 


stock control system keeps paint stocks in proper ratio 


= personal 
service and contact with custom- 
ers, together with a policy of con- 
tinuing expansion and moderni- 
zation, are the two primary 
ingredients of successful operation 
which have been responsible for 
the growth of Hawthorne Hard- 
ware & Furniture Co., 3590 S. E. 
Hawthorne Ave., Portland, Ore., 
since it first opened for business 
in 1920 with a stock of just $5,000 
worth of hardware on its shelves. 
The latest step in this program of 
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continuing expansion, the $10,000 
modernization which was com- 
pleted—except for the installation 
of new fluorescent lighting—in the 
spring of 1948, has already in- 
creased hardware sales by better 
than 20 per cent, K. L. Menden- 
hall, founder and co-operator with 
his son, Robert L. Mendenhall, 
estimates. Other benefits noted as 
a direct result include the follow- 
ing improvements: 

1. Increased store visibility 
from the street by lowering win- 
dow sills and use of open back 


window displays. This improve- 
ment will be even more noticeable 
with later installation of new 
lighting fixtures. 


Increased Wall Display 


2. Increased wall display area 
by 50 per cent, by blocking off 
part of side window and installing 
new tool and sporting goods dis- 
play shelving. Since this window 
faced a relatively “dead” side 
street the window display area 
which was lost has not been 
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View of the rear section showing the sporting 


goods, housewares and paint departments. 


Cent—Paints and Gifts 
Show 50 Per Cent Gain 


missed, while sales of tools and 
sporting goods have increased to 
the extent of 50 per cent. 


More Space for Paints 


3. Increased sales in both paints 
and crystal ware, to the extent of 
a good 50 per cent, by moving 
the paint department from the 
front to the rear of the store, and 
placing the crystal ware in the 
front wall shelving area formerly 
occupied by paints. This has 
drawn paint customer _ traffic 


through the entire store, and in- 
creased feminine shopping for gift- 
wares. Increase in paint sales has 
likewise been due to the system of 
paint stock control developed and 
installed by Robert Mendenhall. 
The effectiveness of K. L. Men- 
denhall’s methods of personal con- 
tact selling can be illustrated by 
the plan he adopted after first 
opening his store 28 years ago, to 
give his hardware sales their in- 
itial impetus. An unknown dealer 
in a new community at that time, 
he decided the best way to bring 
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in the business was to get outside 
and solicit orders for builders’ 
hardware. This he did by taking 
orders from building contractors 
on the job, working the rest of 
the day in the store, and filling 
the orders at night. 


For the Anglers 


He had meantime developed a 
special type of fish hook and 
leader, a specialty which literally 
sold itself and brought many 
sportsmen into the store for that 
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Sporting goods 
and tool depart- 
ments are close 
together so that 
customers in one 
section see the 
merchandise in 
the next one. 


specific item which tied in natu- 
rally with sales of salmon eggs 
specifically. and other sporting 
goods in general. He sometimes 
sold a thousand dozen of these in 
a single season. From the two 
leading departments of builders’ 
hardware and sporting goods he 
was able to build up a well-rounded 
stock of general hardware by the 
time he moved from the middle of 
the block to his present corner lo- 
cation in 1926. 


Furniture and Appliances 


The firm’s next expansion took 
place in 1933, with the addition 
of the furniture and appliance de- 
partment which was installed in 
the vacant store space next door 
and joined with the hardware sec- 
tion by removing a part of the 
intervening wall. This gave the 
needed stimulus to sales which had 
dropped alarmingly at this lowest 
point of the depression. Minor al- 
terations, improvements, and addi- 
tions to fixtures, have since been 
a regular yearly occurrence at 
Hawthorne Hardware prior to 
their more extensive moderniza- 
tion program already described. 

On the personal service side. 
Mr. Mendenhall emphasizes the 
advantage which a neighborhood 
hardware dealer holds over a large 
downtown store or chain operator. 
in this respect. Personal contact 
with the owner is something which 
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the large operator cannot regu- 
larly give, yet it is something 
which every customer appreciates. 
This is particularly the case in 
matters of adjustments or com- 
plaints about merchandise. as only 
the owner himself can make a final 
and satisfactory adjustment. He 
therefore makes it a point for both 
he and his son. who are partners 
since the latter’s return from the 
service in 1945. to be on hand in 
the store. and to wait on customers 
regularly. Mr. Mendenhall nor- 
mally sells in the furniture side of 
the store. while his son manages 
the hardware department. 

Credit is a necessary personal 
service with Hawthorne Hard- 
wares method of operation. the 
firm carrying approximately 400 
customers on open accounts, pay- 
able in 30 days from purchase. 
Large appliances and furniture are 
sold on contract. with the firm 
carrying its own paper. Currently. 
they hold paper on approximately 
300 purchases made on condition- 
al sales contracts. Naturally, this 
brings many customers back into 
the store at regular intervals to 


make payments. 


In Populous Area 


One reason they are able to 
carry such a large volume of 
credit business without serious 
risk, Mr. Mendenhall points out. 


is that the store is located in one 





of Portland’s most densely popu- 
lated areas, most of the residents 
of which own their own homes. 
For additional insurance against 
credit loss, a full-time credit and 
office manager is employed, one 
of whose duties is to check on buy- 
ers’ credit standing before giving 
credit. For these two reasons, 
credit losses are virtually non-ex- 
istent. and the firm makes an addi- 
tional profit on the financing 
charge with sales of appliances. 


Gift Wrapping 


Service has also paid off in mer- 
chandising of housewares, pottery. 
crystal, and other gift items. The 
store gift wraps and delivers, with 
two deliveries per day, and car- 
ries a complete assortment of gift 
cards for all occasions. The store’s 
only woman employee is in charge 
of this department. and is re- 
responsible for buying. as well as 
being the head salesperson for 
giftwares. 

Children’s business is specifical- 
ly cultivated. and employees are 
instructed to give children the 
same consideration and special at- 
tention as adults. In most cases 
children’s purchases are in the na- 
ture of errands for their parents. 
and this attention routes a good 
many purchases to the store by 
parents who know the sales clerks 
will co-operate in getting the item 
they want. This service often ex- 
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tends to wrapping the change for 
the child and, if necessary, en- 
closing a note for the parent. 

Salespeople are likewise _ in- 
structed not to promote the sale of 
merchandise which they know to 
be inferior, but which must some- 
times be carried due to unavail- 
ability of better merchandise. In- 
stead, they tell the customer in ef- 
fectthat. “Here it is, we aren’t proud 
of it, but it’s the best we’ve been 
able to find. If you have to have it. 
here it is.” Nine times out of 10. 
the customer walks out of the 
store with the article. This also 
forestalls later complaints about 
inferior merchandise, and main- 
tains the firm’s reputation for 
honest dealing. 

Adequate merchandising of 
paint requires up-to-the-minute 
control of inventory, not just in 
the warehouse, but on the paint 
shelves in the sales area as well. 
As other hardware dealers know. 


Showing how the tabs are used for 

paint stock replacement system. 

Tabs in channel indicate display 

room stock is sufficient. Below 
is shown a tab in detail. 
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this also means a good many hours 
spent just replacing paint stock 
from the warehouse, as well as 
keeping an adequate replacement 
stock on hand at all times. The 
system worked out by Robert L. 
Mendenhall not only takes care of 
both requirements, but is inexpen- 
sive to install, easy to operate, and 
eliminates much leg work to and 
from the stock room. 


How It Operates 


The system operates through 
the use of small circular cardboard 
tabs with metal reinforced edges. 


1949 


The mirror back- 
grounds enhance 
the appearance 
o f = crystalware 
and fancy glass 
items which are 
illuminated by 
concealed units. 


These are stock items in stationery 
supply houses. One tab is used for 
each color, type, and size can of 
paint, and is inserted in a sheet 
metal channel which was made 
specifically for that purpose, and 
installed on the under side of the 
paint display shelves (see photo). 
In addition to color, type, and 
size, the factory number is also 
written onto each tab. When the 
display shelf for a particular item 
is adequately stocked, the tab re- 
mains in the channel. 
Re-stocking of the shelves, then, 
is simply a matter of looking over 


(Continued on page 113) 


463 MAPLE 








This stove repair department is responsible for many conversions from 
small to large unit sales. Manager Leslie Baron is behind the case. 





Stove Repair Department Turns 
Small Sales Into Big Ones 


a as one 
of the country’s best stocked re- 
tail store gasoline pressure and 
kerosene stove repair parts depart- 
ments, that section in the main 
store of Barrett Hardware Co., 308 
S. New Jersey St., Indianapolis, 
Ind., pulls traffic from miles 
around. In addition it boasts of 
a considerable mail order busi- 
ness from all parts of the United 
States. It’s a profit maker, too, for 
as Leslie Baron, stove repair de- 
partment manager, puts it, 
“There’s always a chance to sell 
more than a customer came in to 
get.” 

Located in the rear of the store, 
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Rear-of-the-store section in Barrett Hardware Co. 
exposes customers to other lines of merchandise. 
Department does an extensive mail order business. 


the department’s large wall display 
of repair and replacement parts 
and accessories has well in excess 
of 1000 repair parts. Each is in 
a glass jar bearing its price, cata- 
log number, model number and 
name of item, on its shelves. The 
wall units are separated from the 
rest of the store by a glass case 
used for easily damaged or pil- 
fered parts. The top of this case is 
used to show small pressure appli- 
ances, manufacturers’ display ma- 
terial and circular matter. 
Barrett’s stove repair depart- 


ment stocks parts for 25 different 
makes of kerosene stoves and 10 
makes of gasoline pressure stoves, 
etc. Among the special types of 
trade the store has developed is 
sales to owners of carnival shows 
and owners of private trailers. 
Gasoline heating plants for trail- 
ers are among the sources of ma- 
jor units of sale. 

Customers buying new gasoline 
pressure or kerosene equipment 
will often purchase spare parts, 
such as extra mantles, generators 


(Continued on page 104) 
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Valentine Displays 
Point the Way 


To your store as the answer to St. Valentine's Day gift 
problems. With a little advance preparation and at low 
cost, here's how to give your gifts an extra buy-appeal 


is paper hearts, rib- 

bon to match and lace paper doil- 
ies can open the way to sales you 
didn’t expect to make. St Valen- 
tine’s Day buying will increase 
your volume and start the new 
year on the right side of the ledger. 
The ingredients are few and 
their cost low. Begin by pointing 
up your window display. Choose 
the items most suitable to the oc- 
casion, and put added punch in 
them with the right kind of deco- 
ration. Use a large white paper 
heart for your sales message. 
which should be printed in red 
ink. Then take several red hearts 
in a smaller size and set them at 


strategic intervals. From the se- 
lected merchandise, run a length 
of red ribbon to the heart, so that 
the eye can follow easily. One or 
two dummy packages might also 
be used in the background. 

Inside the store, you might de- 
vote one display table, or as large 
a section of display tables as you 
can spare, and repeat the motif 
with a counter card, packages and 
a merchandise display. 

There is special Valentine paper 


Bows, ties and wrappings in illustration, 
courtesy of The Dennison Mfg. Co., 411 
Fitth Ave., New York City; ribbons, cour- 
tesy Freydberg Bros.-Strauss, Inc., 419 
Fourth Ave., New York City. 


available, or you can use white 
tissue if necessary. A lustrous red 
ribbon is excellent for both win- 
dows and wrappings. Red Cello- 
phane ribbon is another good 
choice. Attach a paper heart to 
each gift and use a lace doily to 
top off the Valentine effect. 

All these articles may be pur- 
chased in quantity from your local 
display materials dealer. Hearts 
and doilies are made in a variety 
of sizes, and ribbon is sold on 
both spools and rolls. 

Gift cards in the shape of hearts 
are another nice touch, and may 
be tied to the outside wrapping. 
Packages should be done in the 
regular way, with separate bow 
ties made in advance. A supply of 
paper hearts and doilies should be 
easily accessible at your packag- 
ing counter so they can be affixed 
at a moment's notice, along with 
the ribbon bow. Instructions for 
tying bows appeared in HARDWARE 
Ace, Oct. 7 issue, pages 156-159. 

Without going very far out of 
your way, and at a small cost, 
you can reach a market you might 
not have been counting on. Show 
your customers that you are inter- 
ested in their gift problems. They 
are looking for suggestions of this 
kind, and they will not only buy, 
but will leave your store satisfied 
and appreciative of the extra ser- 
vice you have shown them. 





Dummy packages, made up in advance and spotted in your Valentine window display and 
along your gift counters, are an inexpensive way of emphasizing your store's gifts. 
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“The approach to each 

customer should radiate 

friendliness, enthusiasm 
and energy." 


i ' 





How's Your PR’? 


By BRIANT SANDO 
President, 
The Sando Co., 
Orange, Col. 


a. DOAKES, | hard- 
ware sales clerk, may live a hum- 
drum existence; he may be a big 
shot only with the Missus and the 
youngsters. But Joe is getting 
wiser as well as older; he knows 
he'll fare better if he also is well 
regarded by the boss, by his fellow 
workers, and by his neighbors. 
That logic doesn’t stop with Joe; 
it goes for you and me, too. 

“Private Lives” is only the name 
of a show these days. There is 
scarcely any such thing as a pri- 
vate life any more. Instead, the 
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trend toward “PR”—public rela- 
tions. 

Our way of living has become 
so complex, so inter-related with 
others, that everything we say, 
everything we do, affects other 
people as well as ourselves. 

To some degree every one of us 
is linked with everybody else. We 
are a part of the hardware store in 
which we work and the commu- 
nity in which we live—and it’s up 
to us to make our place in each as 
secure and as comfortable as pos- 
sible. 


Attitudes Significant 


All of us, knowingly or not, are 
engaged in creating or destroying 
goodwill in our everyday affairs. 
The reactions and attitudes we 
bring to our daily tasks and to our 
human contacts are significant— 
far beyond the chores of each 


day's work in handling hardware 
items. 

“In the footprints on the sands 
of time some people leave only the 
marks of a heel.” 


Good Relations a “Must” 


In the selling end of a business, 
above all other jobs, good public 
relations are a “must.” And public 
relations are mostly human rela- 
tions. The term has many defini- 
tions; I like the simple statement 
—the impression you create on 
others. 

This impression can be good or 
bad. If favorable, you have 
friends and steady customers; life 
and the hardware business have a 
richness not otherwise known. If 
unfavorable, you suffer from lack 
of teamwork and co-operation; 
you beat your brains out trying to 
get ahead and get nowhere fast. 
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"Suggest the better 
qualities of merchandise, 
larger quantities or re- 
lated items, new mer- 
chandise or goods on 
special sales.” 


oo G 


Public relations are mostly human relations, in other words the 
impression you create on others. /t's an important thing for you 
to cultivate; for its initials—''PR''—also stand for pay rating 


Your “PR” job is good only 
when people like you, your organ- 
These 
three elements enter into every 
transaction, even with the most 
unpromising prospect or the small- 
est customer. 


ization, and your goods. 


The best hardware dealers are 
those who give their customers the 
feeling of having bought exactly 
what they want, at the price they 
wanted to pay, from the most effi- 
cient and pleasant person they ever 
met. 


Five Training Steps 
This may sound easy but it 
takes some basic training and may- 
be months and months of constant 
practice. The training may be 
broken down into a general pat- 
tern consisting of these five steps: 
1. Attitude and approach.—The 
approach to each customer should 
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radiate friendliness, enthusiasm 
and energy. That’s a large order. 
It means a prompt. courteous and 
helpful attitude, along with some 
pep and personality. 
naturally lacking in the latter, it 
can be developed, and this is worth 


If you are 


doing, no matter how great the 
struggle. 


Essential Traits 


Start along these lines—there 
are others but these 10 traits are 
tops: 

1. A warm. friendly manner. 

2. A sincere smile: a hearty 
handclasp. 

3. Neat appearance. 

4. Voice well modulated. 

5. Keep all promises faithfully. 

6. Loyalty to home, friends, 
job. 

7. Tolerant of others opinions. 


‘ 
3. Willing to listen to other side. 


aA~ 
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9, Eager to improve yourself. 

10. Show interest in helping 
others, 

No matter how busy you are, 
the customer should not be re- 
varded as a nuisance or an inter- 
ruption of your work. . Instead, he 
is the center of your work; the 
hub around which everything else 
should revolve. Some salespeople 
mistakenly act as if they’re doing 
the customer a favor by serving 
him. Actually the customer does 
you a favor when he gives you a 
chance to sell. 

The customer spells opportunity 
to you: make him your passport 
tou success by handling him with 
tact. courtesy and know-how. It 
will pay off. When you kick the 
customer around you are hurting 
your business, your job, and your 
future. 

2. Interest in customers.—A cus- 
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tomer is a person and not a sta- 
tistic. He wants to be treated like 
a human being of some impor- 
tance; after all, it’s his money 
that’s being spent. He is flesh-and- 
blood, with feelings and emotions, 
perhaps prejudices and_ biases, 
like your own. 

Most people get a bang out of 
buying hardware, supplies and 
equipment. It gives them a feeling 
of importance —why shouldn’t 
they enjoy it? The smart sales- 
man helps them along in this. 


You Are It! 


To the customer, you are the 
sole representative of your busi- 
ness. You are it! In your hands 
lies its reputation for good or bad. 

Many customers will describe 
your business with the same ad- 
jectives they use on you: friendly, 
sour-puss; honest, shady; modest, 
bombastic; energetic, lazy-bones; 
helpful, pain in the neck. 

You write your own ticket—why 
not make it good? 

3. Suggestive selling.—All the 
foregoing, helpful in selling what 
the customer had in mind, can be 
augmented by suggestive selling. 

Suggest the better qualities of 
merchandise instead uf the cheaper 
ones; suggest larger quantities of 
the item desired, or additional re- 
lated items; suggest new merchan- 
dise that has just come in, goods 
on special sale, etc. 

Of course, you can’t use all of 
these points with every customer. 
But you can use one or two of 
them—those that seem most ap- 
propriate—with nearly every cus- 
tomer. If you do this adroitly, 
without high pressure or making a 
nuisance of your sales talk, you'll 
be surprised how many dollars it 
will add to your total volume. 

In talking to customers, suggest 
but don’t antagonize. Take it easy. 
Smile. Watch your language. 
Slang sounds unbusinesslike and 
may be misunderstood. Technical 
terms should be avoided. Use 
clear, simple words that cannot 
possibly give a bad impression or 
cause confusion. 

Say “please.” “Thank you.” “I’m 
sorry.” “Excuse me.” “I beg your 
pardon.” Another “thank you.” All 
such little words of courtesy do a 
big job in building better customer 
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relations. It pays to use them gen- 
erously. 

4. Know your lines. — Proper 
handling and showing of merchan- 
dise helps sell most hardware lines. 
It works out about the same as 
this recent experience: 

I went into a men’s shop to buy 
some shirts. The salesman pushed 
a pile out at me and said, “There 
they are—help yourself.” 

After a casual glance I asked, 
“How about those on the next 
shelf?” 

“Oh,” he said, “those have 
French cuffs.” 

That was exactly what I wanted 
but he didn’t offer to get them 
out. When the sales clerk turned 
to wait on another customer I 
turned on my heel and went down 
the street to another store. 

There I told a friendly fellow 
what I wanted and he laid out a 
few shirts in front of me with lov- 





Compliments Help 
Sell Saddle Soap 
RACTICALLY every man 


wearing a leather coat who en- 
ters the W. Vierck & Son store, 
Rockford, IIl., is approached some- 
time during his stay there by the 
owner, Herbert Vierck, or a sales- 
man, and some remark is made 
about that coat. 

If it is a new, fine-looking 
leather coat, this compliment is 
paid and a suggestion made that 
through the use of saddle soap it 
can be made to retain its softness 
and newness a long time. Result—— 
the sale of many 50-cent cans of 
saddle soap. 

If the wearer has on an old 
leather coat, the salesman tells him 
that the coat can be made to look 
much better and made softer by 
the use of saddle soap. Always dur- 
ing such a sales presentation the 
can of saddle soap is handed to the 
customer so he can read some of 
the instructions. 

Mr. Vierck states that this type 
of selling has boosted sales of sad- 
dle soap considerably, six cans 
having been sold in an hour test 
one day to men who wore new and 
old leather coats. Since that test. 
salesmen in the store have realized 
how such sales can be made daily 
and constantly go after them. 


ing care. He almost caressed each 
one as he showed me various 
styles and colors in combination 
with some ties. He made sensible, 
appropriate comments on each. I 
bought the shirts—and some ties 
—and left the store in a happy 
mood and with a satisfied feeling. 
That’s good “PR” for you! 


Develops Self-Confidence 


In the same manner, skilled 
hardware salespeople know their 
merchandise and can talk it well. 
This develops a quiet self-confi- 
dence that aids in getting the cus- 
tomer to explain his or her prob- 
lems. There’s an art in getting 
customers to state their needs and 
preferences — before you make 
your own recommendations. This 
not only avoids mistakes, but also 
the delays created by showing so 
much merchandise the customer 
becomes confused. 

Narrow it down. Fit your sales 
talk and your goods to each cus- 
tomer, rather than just bang away 
blindly. This should also improve 
the ratio between the number of 
people you handle and the number 
of sales you make. 

5. Customer services——A Den- 
ver store held a series of meetings 
with the avowed intention of mak- 
ing every salesperson “an expert 
in this store’s relations with the 
public.” 

They urged: “Examine your- 
self. Ask yourself what kind of a 
picture you give the customer of 
yourself and of the store.” 

To clinch the picture idea, at 
the end of the meeting, everybody 
had to leave through an aisle of 
mirrors. At the entrance was posed 
in large red letters the question, 
“How do you look to a cus- 
tomer?” 

Then individual mirrors re- 
peated the main points stressed at 
the meeting: “Do you give im- 
mediate service?” “Do you give 
willing service?” “Do you give 
intelligent service?” “Do you give 
attentive service?” “Do you give 
gracious service?” 

The answers to these points are 
the key to your public relations— 
and in the end “PR” also stands 
for pay rating. 
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the period of the “harvest,” five 
ads, each approximately the same 
size—8 inches wide by 14 inches 
high—were run in the daily news- 
paper. Thirty one-minute spot ra- 
dio broadcasts were also scheduled 
and 4500 “harvest” catalogs were 
mailed to rural box holders. The 
mailings were made a week previ- 
ous to the event. 

Following up the broadcast and 
newspaper advertising, a special 
display was set up in both store 
windows. Autumn leaves and wood 
chips created the feel of the season 
and the merchandise shown was, 
of course, many of the items 
plugged on the radio and in the 
newspaper ads. 


Newspaper Advertising 


But aside from seasonal and spe- 
cial promotions. Mr. Hambrick 
runs a continuous newspaper cam- 
paign to keep public relations firm- 
ly cemented in favor of Roberts 
Hardware. For this purpose spot 
ads with an_ institutional copy 
theme and each approximately the 
same size, two columns wide by 
six inches high, are run in the 
daily newspaper. The ads accom- 
plish keeping the Roberts name in 
print and accomplish associating 
the store’s name with quality brand 
names. 


Animation in Window Helps Sell Tools 


LOW level display window, 

with a turntable furnishing 
animation, helps sell more mer- 
chandise of various kinds at the 
Skandia Hardware Co., of Rock- 
ford, Ill. 

The display area and the turn- 
table are especially suited to the 
showing of cutlery, tools and sim- 
ilar articles. At the same time, the 
spectator can get a complete view 
of the attractive store interior and 
see other items which may interest 
him. Skandia Hardware is located 
in an area near many Rockford in- 
dustrial plants whose employees 
are very quick to notice tools of 
all kinds and to purchase any that 
happen to appeal to them. 


80 





The revolving turntable at the left caught the eye. Sales came next. 
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This Firm 


Suggesting a workshop, this display shows 
major units on the floor directly 

under special wiring for 
their demonstration. 


Puts Power Behind 


Power Tool Sales 


Wars you enter the 


basement mill supply, mine and 
plumbing department of Kaufman 
Hardware Co., in Anderson, Ind., 
one of the first things you notice 
is the well equipped power tool 
section. This is true whether you 
come from the special side street 
entrance or from a stirway lead- 
ing to the main floor. Illuminated 
by concealed fluorescent lighting 


Kaufman Hardware Co.'s trained experts always 
ready to give immediate demonstrations for 
prospects, some of whom live 40 miles away 


units, this 15 by 20-ft. display 
section is under the direction of 
factory trained demonstrators, so 
that customers and prospects have 
expert advice on their power tool 
needs and problems. 

It is not uncommon for people 
to come 35 or more miles to this 
city of 65,000 to visit Kaufman’s 
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to purchase power tools, accesso- 
ries and hand tools. Some of the 
firm’s trade coming from Indian- 
apolis, with its larger stores and 
varied power tool outlets. Because 
the store’s experts are able and 
willing to make immediate demon- 
stration on all types of power tools 
stocked, and always have on hand 
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specimens of work done with wood 
and plywood, a strong bid is al- 
ways present for immediate sales. 
The policy of always having at 
least one sample of each type of 
unit ready for demonstration is 
helped immeasurably by the spe- 
cial wiring for that purpose. Four 
duplex receptacles, over the center 
of the display section, are on a 
separate 110-volt line which, for 
extra safety, have 25 amp fuses. 
Each power tool unit displayed at 
Kaufman’s bears a large sales tag, 
indicating sales price and other 
pertinent data, as well as informa- 
tion on deferred payment terms 
available to those having satisfac- 


tory credit standing. Although 75 
per cent of the sales of power tools 
and related lines are for cash or 
on 30-day accounts, sales are made 
on a one-third down basis, with 
8 per cent carrying charge and 
up to 12 months to pay, in line 
with Federal regulations. The store 
handles its own paper on deferred 
payment sales of power tool equip- 
ment. Manufacturers’ catalogs are 
given to interested prospects and 
power tools are given prominent 
window display space every few 
months. 

Although offering a wide variety 
of power tool and hand power tool 
items the store features one com- 


plete major line of woodworking 
tools. Included in its stocks are 
two lines of portable power saws, 
two lines of table saws, four lines 
of hand power tools and a variety 
of accessories. One of these lines 
has been offered by Kaufman’s 
for over 15 years. Among the 
most frequent starter items for 
the home workshop fan, according 
to William Bronnenberg, manager 
of the basement departments, are 
small bench saws, drill press and 
scroll saws. The department has 
sold power tool equipment for 
school use, as well as for large cab- 
inet shops and smaller lumber 
yards. 


Glass-Topped Drawers Aid Fishing Tackle Sales 


NOVEL and effective way of 
displaying sporting goods 
equipment, especially fishing 
tackle, so that it can be seen and 
brought out quickly, is used by 
Weitzer Brothers, Inc., 7235 W. 
National Ave., Milwaukee, Wis. 
The fishing tackle is all under 
glass and is shown in 14 pull-out 
drawers which are 28 in. long, 5 
in. deep and 8 in. wide. When the 
customer shows inierest in some 
sort of bait which he sees through 
the glass, the salesman can easily 
pull out the drawer and pick out 
the merchandise. There is no glass 
top to lift, or glass doors to slide 
to one side. Merchandise, too, can 
be replaced in the drawer and 


shoved back into place very 
quickly. 

The sporting goods display 
arrangement is the idea of John 
Weitzer, Jr., vice-president. The 
firm has been using the idea for 
several years and finds it decidedly 
practical. It also minimizes the pil- 
ferage problem, because custom- 
ers very seldom pull out those 
drawers by themselves, and even 
if they did their action would be 
noticed by a salesman. At the same 
time, the customer gets complete 
view of the merchandise through 
the glass top. 

The background of the sporting 
goods section is finished in knotty 
pine, with a cabin and roof effect. 





Customers can see the fishing tackle through the glass tops of the 
14 pull-out drawers. Then it's time for the salesmen to aid them. 
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Mr. Weitzer reports that his firm 
does an excellent business in 
sporting goods the year around. 
In spring, emphasis is on fishing 
supplies, while in fall, hunting sup- 
plies and outdoor equipment get 
the play. During the holiday sea- 
son the area is loaded with sleds, 
skates and other items for outdoor 


folks. a 


Educate Customers 
To "Shop" by Bus 

ACRAMENTO, Cal., retail mer- 

chants encouraged their cus- 
tomers to take buses when going 
shopping rather than driving 
downtown, the American Society 
of Planning Officials reports. 
While it has not been determined 
if the plan accomplishes what was 
expected of it in the way of helping 
solve the downtown parking prob- 
lem, average purchases under it 
have averaged $4. 

Members of Sacramento’s retail 
merchants’ association adopted 
this unique plan. A bus passenger 
riding to the downtown area be- 
tween 10 a.m. and 4 p.m. is fur- 
nished a dated ticket when he pays 
his fare. Then if he buys a dollar’s 
worth of merchandise from one of 
the co-operating merchants, he 
may turn in the tickets and receive 
two bus tokens—enough for a 
round trip. The total cost of tokens 
in the first three months of opera- 
tion of the plan has totaled ap- 
proximately $8,000 for the 62 co- 
operating firms. 
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“Talking Cards” Tell Story 
Of Goods Handled by Store 


Patterson Bros., New York City, features them both 
in its windows and inside the store where they create 
shopper interest and describe products 


= BROS., at 
15 Park Row in the downtown 
Manhattan section of New York 
City, does much of its trade with 
people who pass the store during 
their lunch hour and on their way 
to and from work in nearby offices 
and shops. The display cards, 
mounted with merchandise, shown 
on this page, are used interchange- 
ably in the four large windows, on 
the columns inside the store and 
on most of the store fixtures. 
The hand-lettered cards, of uni- 
form size, are always mounted 
with a single item of merchandise, 
or at least two or three small kin- 
dred items. Because they are all 
the same size any of them can be 
removed from one of the window 


panels and used inside the store 
on a pillar or with a mass display 
of similar merchandise, without 
disturbing the other. 


Flank the Pront Door 


The windows shown on these 
pages flank the front door. A total 
of 48 items of merchandise are 
shown in these two panels, and 
24 more are used at the bases of 
the two main windows. 

New products that lend them- 
selves to this treatment are gen- 
erally introduced to the public in 
this manner. However, well known 
items are also featured in this way. 


All new products are promptly 
described in a new merchandise 
bulletin which is circulated peri- 
odically among all members of 
the New York store’s large staff. 
From these descriptions the store’s 
three-man display force can get 
the pertinent facts about the prod- 
ucts to use in lettering the display 
cards. 

These cards are lettered in vari- 
ous strong colors to add to their 
attractiveness. Cut-outs from man- 
ufacturers’ printed literature are 
often used on the cards. 

“T can’t begin to tell you how 
strongly I feel about the effective- 


(Continued on page 104) 





Window shoppers can get an excellent idea of some of the items carried 
by the store by reading the descriptive matter carried on these cards. 
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The tool and builders’ hardware section is one of the most popular in the store. 


Burd Builds Business 
On the Building Boom 


Careful site selection led to opening this store in a 
rapidly growing community. Now new homeowners 
and building contractors are its best customers 


Wars Gene Burd. 


war veteran, decided to go into the 
hardware business several years 
ago, he spent a great deal of time 
in choosing the right location. And 
his caution is now paying off. 

Mr. Burd chose the little town 
of Marion, Iowa, population 4751. 
which lies only a few miles east of 






RS 


¥ Many of the store's farm goods 
ue , are shown on low level displays 
th) Ps like this. Step-up fixtures provide 
lel a maximum of display space. 
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Cedar Rapids. The reason he chose 
Marion was that he was impressed 
with the large amount of building 
which was going on between it 
and Cedar Rapids. Contractors 
and homeowners would certainly 
need many items from a_ well 
stocked hardware store. 

As soon as he opened his store. 
Mr. Burd arranged to spend some 
time every day calling on contrac- 
tors in the immediate area and 
telling them of the hardware and 
builders’ hardware stock in his 
store. He asked them what items 
they needed which he didn’t carry, 
and in this way obtained a good 
idea of how to enlarge his stocks. 

This personal 
proved its value. Contractors came 
to Burd’s Hardware to inspect the 
stock and to buy. They found Mr. 
Burd and staff extremely accom- 
modating. They also liked the idea 
of buying at a store where parking 


survey soon 


was convenient. 


Contacted Homeowners 


Mr. Burd’s next step in building 
his business was to contact the 
homeowners for whom contractors 
were building. He told these home- 
owners of his plumbing and heat- 
ing supplies, and it wasn’t long be- 
fore he was selling sinks, bathtubs. 
furnaces and allied merchandise. 
Although the store does not have a 
service department, Mr. Burd 
made arrangements with a com- 
petent workman to install such 
items. 

“By catering to the needs of the 
contractor and the home owner, 
we have secured some mighty fine 
business,” says Mr. Burd. “Cedar 
Rapids is one of the most rapidly 
growing areas in Iowa and it seems 
as if the building boom will last 
quite a while longer out this way. 
While it does, we are going to work 
hard to continue to supply con- 
tractors and homeowners with 
large and small hardware items, 
not to mention appliances.” 

Mr. Burd says that by winning 
the trade of the home builder, his 
store is in position for follow-up 
business. When the owner moves 
into his new home, with its plumb- 
ing and builders’ hardware which 
may have been furnished by Burd 
Hardware, he will then go to the 
store for tools, housewares, lawn 





This view of the left side shows part of the sporting goods section. 


supplies and other household 
needs. Thus, a buying habit is 
established with well-rated cus- 
tomers which continues so long as 
satisfactory service is offered. 

Among those who are doing a 
lot of construction, too, are farm- 
ers. Jowa farmers are rated as 
some of the most prosperous in the 
nation and many of them come to 
Burd Hardware regularly to buy. 
Not only do they purchase farm 
and home appliances, but also 
poultry and hog equipment. steel 
goods, seeds, fertilizers, dairy sup- 
plies and other needed merchan- 
dise. 

Mr. Burd feels that his business 





is fairly well balanced in that his 
farm trade and city trade, as well 
as the contracting patronage. en- 
able him to sell considerable mer- 
chandise every month of the year. 


Advertises on Radio 


In order to reach the city, farm 
and building trade, Mr. Burd ad- 
vertises over radio station ACRG, 
Cedar Rapids. two mornings a 
week with spot announcements. 
This station has a large local audi- 
ence and spot ads there bring good 
results on many occasions. 

Each Thursday the Cedar Rap- 


(Continucd on pige Vb) 


Self-service is encouraged and the stepped-up displays 
aid in making shopping easy for the store's customers. 
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All Dressed Up 


The Neis Co. finds that modernization shows up in its sales curve— 





Fix many years the 


Neis Co., 7943 W. National Ave., 
Milwaukee, Wis., desired complete 
display space for an expanding 
hardware, plumbing and heating 
business, which is expected to 
reach a $1,000,000 volume. 

On October 15-16, with the 
opening of a new hardware de- 
partment addition, providing 5000 
more square feet of floor space, 
the firm has now enough display 
facilities for all its lines. Zooming 
sales since the grand opening, reg- 
istering increases of 100 to 200 
per cent in some departments, in- 
dicate clearly that better display 
has its reward. 

In addition to erecting the new 
hardware store addition, measur- 
ing 45 by 122 ft., the Neis Co., 
managed by John Neis, president; 
Leo Neis, vice-president, and Wil- 


86 


Visual front windows make it possible for passers-by to see the interior. 





Here's the exterior as it was in 1926. 


lard Neis, secretary, also put in a 
new visual front with a striking 
marquee. The former hardware 
store department location was also 


remodeled, with plumbing and fur- 
nace items moved up into this area 
for better display, providing a 
showroom space of 45 by 80 ft. 
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some departments are already hitting a 100 to 200 per cent increase. 





inviting that they come in just to 
browse around. And these people 
are often observed leaving with 
packages ‘of merchandise, pur- 
chased at various store depart- 
ments, a tribute to effective dis- 
play. proper lighting, good mer- 
chandise and efficient salesman- 
ship. 

The hardware store area con- 
tains fixtures designed by Ace 
\ t , 4f : : : Merchandising Service, and also 
a 4 ‘ the ert . ve has some which were built by the 
( my Wit? ; ’ Neis staff. 
en |." 22 Tools receive a larger display 
el * F ; space in the new hardware depart- 
a ment. with one 30-ft. wall section 
devoted to an excellent showing 
fed is te the off tetestes te 1006. of hand tools and small power 
tools. Aisle tables also have dis- 
plays of the larger power tools. 


\ 
; 

» pat 

- 





The entire display area of the “daylight store” at any hour. Nu- According to Carl Nahrath, 
store has asphalt flooring. merous people who come into the manager of the hardware section, 

Fluorescent lighting throughout establishment tell the staff that the the store does an excellent volume 
makes this establishment truly a place is so bright, attractive and on tools of all sorts. Milwaukee 
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Over-all view of the hardware store section with 


is one of the most highly indus- 
trialized cities in the nation, with 
more diversification of industry 
than any other large center. This 
means numerous skilled factory 
employees. all of whom are able 
to use tools efficiently. 

The Neis Co. store is located 
within a mile or so of a plant em- 
ploying thousands of skilled work- 
ers, and many other factories are 
within a half or quarter mile. Nat- 
urally. workers at such factorie: 


come to the Neis Co. store for 
hand and power tools and tell their 
friends about the large stocks. 
“In addition to the factory 
trade, we have many homeowners 
who come here to buy tools,” says 
Mr. Nahrath. “Contractors and 
builders also find many items in 
our tool stock which they can use.” 
The steel goods section is lo- 
cated adjacent to the tool area, be- 
cause the store management says 
that the man who buys tools is 


aS. 





Here's a section of the store's furnace department. 
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major appliances in the foreground. 


usually a gardener, too, and so 
additional sales are often made to 
such patrons. 

The cash register and wrapping 
counter are located in the center 
of the new hardware department. 
This facilitates serving customers, 
reports Mr. Nahrath, and saves 
steps on the part of both salesmen 
and customers. 


Outstanding Departments 


Outstanding are the firm’s 
plumbing and heating depart- 
ments. These two allied lines have 
grown rapidly since they were in- 
corporated in the hardware store 
merchandising policy back in 
1903. Today the Neis Co. is known 
as one of the largest residential 
heating and plumbing contractors 
in Wisconsin. The firm has as 
many as 200 heating and plumb- 
ing jobs under way at one time. 
More than 60 of the firm’s 90 
employees are in the heating and 
plumbing divisions, each of which 
has its own service crew. 

Heating jobs in the average resi- 
dence begin at about $850, and 
can run as high as $1,500 or more, 
according to Willard Neis. Plumb- 
ing in a private home today usual- 
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ly. averages $1,000 to $1,400, he 
says. Many of the Neis Co. jobs 
are done for home building con- 
tractors, and many remodeling and 
repair jobs are also done for the 
individual home owner. 

With the Neis Co. expansion 
program, the heating and plumb- 
ing departments now have a dis- 
play area almost as large as the 
new hardware department. This 
improved display area is already 
registering increased sales for the 
firm. 


Improved Display 


Now, for the first time, the firm 
finds it possible to display heating 
and plumbing fixtures to the best 
advantage. For example, a number 
of furnaces of all types are dis- 
played on the sales floor, without 
any appearance of crowding. In 
the same room, too, can be found 
sample bathrooms, including fix- 
tures, wall tiling, etc. 

There is also a large model 
kitchen, containing sinks, cabinets. 
homelike backgrounds and_ the 
like. Here, too, the customer finds 
pump and water system supplies. 
In the spacious display area there 
is plenty of room for customers 
to browse about without _ hin- 
drance. This is one reason why 
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Bathroom fixtures are shown in sample settings with 
harmonizing wall coverings and asphalt tile floors. 


many homeowners and_ builders 
like to spend time in the new Neis 
showrooms looking over the items 
on display. 

An interesting arrangement for 
small plumbing supplies and parts 
and heating accessories is the use 
of six tables, some with step-ups. 
for the display of these items 
which formerly were kept in bins. 
This open display has resulted in 
increases of from 200 to 300 per 
cent on some items. reports H. 





Model kitchen, heating and plumbing units are at the front left of the main floor. 


Mack. plumbing and heating store 
manager. 

At one side of the department 
in a platform and bin arrangement. 
items such as stovepipe, elbows 
and other bulky heating supplies. 
are neatly shown. They are price- 
tagged and described, to encour- 
age self-service, and there is no 
danger of these items being 
knocked over by patrons. 

“We carry a large assortment 


(Continued on page 92) 









The Boom in Electric Clocks 


Of the 12,000,000 electric clocks, having a retail value of $100,000,- 
000 sold in 1948 hardware and electrical stores sold 27.8 of the total. 
Forecast for 1949 volume in electric clocks indicates hardware and 
electrical stores will sell $27,800,000 worth. Present electric clock 

distribution is 80 per cent through wholesalers. 


S ALES of electric clocks 
boomed in 1948, during which 
period about 12,000,000 were sold 
—at a retail value of approximate- 
ly $100,000,000. In reaching the 
charmed circle of being a $100,- 
000,000 industry, electric clocks 
topped the preceding record, estab- 
lished in 1947, when 9,645,000 
were sold, at a retail value of 
$70,312,000. For perspective, it 
may be noted that in a typical year 
like 1936, 3,000,000 clocks were 
sold, at a retail value of $12,- 
000,000. 

Evidently, however, the day has 
passed when people flocked to the 
clock counters, regardless of where 
and how, and blindly swept away 
everything available. The sellers 
are no longer in the saddle. These 
still are halcyon days, it is true, 
but the industry necessarily is go- 
ing back to fundamentals—mer- 
chandising and marketing. 


What Are the Answers? 


How should this popular prod- 
uct be marketed? What sorts of 
clocks do people now own? What 
kinds do they intend to buy? What 
are the logical outlets? How much 
of a part do jobbers play in dis- 
tribution ? 

These have become vital ques- 
tions, and extensive research gives 
some good indications of how the 
industry stands in these matters. 

Present ownership of electric 
clocks runs more heavily to the 
kitchen and wall types, while the 
spring-wound clocks are making 
their best stand in the bedroom 
types, particularly bedroom alarm. 
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By G. ROBERT DUNHILL 


The following are the approxi- 
mate current percentages on own- 


ership of electric clocks: 


Clocks Now Owned 


Electric Spring-Wound 

Bedroom— 

alarm 43% 67% 
Kitchen 8! 20 
Mantel 61 47 
Wall 65 38 
Bedroom 

(non-alarm) 56 47 


It will be noted that each of the 
items, electric and spring-wound, 
adds up to more than 100 per cent. 
Explanation is that some families 
have both electric and spring- 
wound types. 

Obviously, the bedroom-alarm 
field offers the greatest potential 
for replacement and new develop- 
ment. Electric clocks have com- 
mand of the situation in the 
kitchen and as wall pieces—and 
as mantelpieces they are going 
ahead of the spring-wound types. 

Solution of such problems as a 
more effective coloring and ease- 
of-concealment of conspicuous 
electric cords in the instances of 
mantelpiece clocks, and a more 
appealing sound and ease of op- 
eration in the case of bedroom- 
alarm clocks would help the de- 
mand for these items. 

Buying intentions show princi- 
pal interest in the big three: bed- 
room, kitchen, and mantel clocks. 
As evidenced in the figures shown 
below, the spring-wound types still 


Buying Intentions in 1949 


Electric Spring-Wound 
Bedroom ax 18%, 
Kitchen 30 ! 
Mantel 21 3 
Wall 7 _ 
Other 
types 3 4 


have a strong grip on the popular 
bedroom types of clocks. 

It will be observed that these 
figures add to more than 100 per 
cent. This is so because some buy- 
ers will purchase more than one 
type of clock. 

Women are designated by the 
large majority of contacted per- 
sons, both men and women, as the 
member of the family most likely 
to make the clock purchase. It 
is significant that consumers as a 
whole demonstrated much greater 
familiarity with electric clock 
brands than with hand-wound. 


Acceptable Gifts 


Electric clocks are found to be 
very acceptable gifts. Over one- 
third of electric clock sales are 
made in the final quarter of the 
year, their popularity as Christ- 
mas presents accounting for com- 
paratively large sales in_ this 
period. This is, however, the fault 
of spotty promotions. Clocks are 
as vital to one season as another 
and the peaks and valleys could 
logically be smoothed out with 
consistent advertising. 

Through the important question, 
“In what kind of retail store would 
the electric clock purchase most 
likely be made?” the following 
answers are obtained: 


Where Electric Clocks 


Are Bought 
%, of Total 

Outlets 
.Department Stores 45.6%, 
*Hardware Stores 27.8 
Jewelry Stores 19.9 
Furniture Stores 43 
Drug Stores 2.4 





*This category includes electric ap- 
pliance stores, because of difficulty of 
separation. 
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BRIDGEPORT, 








Lay-Away Plan Stores Up 
Goodwill of Customers 


Here’s a real way to help your custom- 
ers who have a fixed income. The “‘Lay- 
Away” plan allows your customer to 
make deposits with you at regular inter- 
vals. These payments continue until 
the price of the gun is met. It’s an easy, 
painless way to pay, sure to give your 
sales-picture a brighter look. 

Shooters unable or unwilling to pay a 
lump sum for a gun will find the “‘Lay- 
Away” plan most attractive. Many who 
hadn’t planned to buy this year will 
jump at this fair, easy buying plan. 
There’s no installment hanging over 
their heads—just a nest egg set aside... 
growing each month .. . building up to 
the price of a fine new Remington rifle 
or shotgun, 


To help you get your ““Lay-Away”’ 
plan off to a flying start, Remington 
will be glad to supply all the particulars, 
information on this easy-to-work plan, 
and window strips, cards and tags. 
Write today to Remington Arms Com- 
pany, Inc., Bridgeport 2, Conn. 


DECALS AND PRICE TAGS 
HELP YOU AND CUSTOMER 


Remington Firearms Decals in windows, 
on doors, walls attract shopper to your 
display of Remington rifles and shot- 
guns. Price Tags tell model, caliber, 
price of guns. Caliber, size, type, stock 
number, price of ammo. Send to Rem- 
ington for your supply. 
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Boys... they’re a tremendous po- 
tential market! And there’s no- 
body easier to sell on a “‘lifetime 
of shooting fun’ than normal, 
healthy American boys. Accord- 
ing to a recent study, boys 16 to 
19 years old are a great potential 
market for shooting equipment. 
And don’t forget to invite their 
Dads when they come in for their 
rifles. They'll appreciate your in- 
terest ... and you'll be laying the 
groundwork for another customer. 

To awaken in alert young minds 
an active interest in the fun of 
shooting, the pride of owning a 
fine gun...keep pointing your 
displays, your merchandising and 
your advertising toward teen-age 
boys. 





Habits formed early are often life- 
time, and if they are buying hab- 
its... you may well have a life- 
time customer. 
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FINE RIFLES... FINE SELLERS 
REMINGTON “500” SERIES 22’s 


When you sell your customer a Remington 
22, you’re sure he’ll be satisfied. For every 
Remington shooter knows’ and accepts the 
consistent quality and hair-line accuracy of 
the entire line of Remington ‘500’ Series 
22’s. Offer the full line to your shooting cus- 
tomers . . . for sales sake. 


FREE Ballistics Data Helpful 


to Shooters and to You 


These full-color post- 
ers, ballistics and ad- 
aptation folders save 
you trouble. Folders 
give shooters ballistics 

barb data on popular car- 
— tridges and firearms 
to which they are 

=“ adapted, on all rim- 
fire and centerfire car- 


ASS tridges. Get your cop- 
Rauked teed ies from Remington. 
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If we are to estimate a mini- 
mum retail value of $100,000,000 
of electric clocks in 1949—~-a con- 
servative expectation, | might add 

it will be found that department 
stores will sell $45,600,000 worth 
of electric clocks in 1949, hard- 
ware and electrical stores $27.- 
800,000, jewelry stores $19,900.- 
000, furniture stores $4,300,000. 
and drug stores $2.400,000. 

A major question exists in the 
trade also as to whether to market 
through jobbers or direct. It is 
found that, at present. about 80 
per cent of all electric clock sales 
are through wholesalers. 


It is interesting that retail out- 
lets almost unanimously indicated 
an increasing ratio of electric 
clock sales to all sales of their 
stores. Ratio of these sales to the 
total had been low in recent years 
because of the difficulty of stock- 
ing electric clocks, but now that 
they are in greater supply the 
ratio has been rising steadily. The 
return of variety likewise has 
viven electric clock sales a decided 
fillip. 

Although a high percentage of 
equipped with 
electric clocks. good demand ex- 


homes are now 


ists. not only for replacement of 


the many old clocks but also for 
extra clocks to be placed in addi- 
tional rooms strategically through- 
out the house. Over 80 per cent of 
all electrically wired homes now 
have electric clocks, but there is 
a big virgin market of almost 
6,000,000 electrically wired homes 
that as yet have no electric clocks. 

Dollar sales of electric clocks 
are now running about five times 
the early pre-war rate. Volume, of 
course, fell away sharply during 
the war, setting the stage for the 
present large demand, which 
promises to boost 1949 sales to a 


new high. 


All Dressed Up and Going Places 


of these plumbing and _ heating 
items, which home owners come 
in and buy for private installa- 
tion,” says Mr. Mack. “Many 
homeowners, especially the fac- 
tory workers, are capable of mak- 
ing their own minor heating and 
plumbing repairs. Our sales of 
items such as various sizes of tub- 
ing, pipes and the like, show that 
these people are handling many of 
these installation jobs.” 

Mr. Mack says that the firm’s 
tin shop. employing more than 20) 
men. also makes many of the fur- 
nace pipe items which patrons 
need. Standard size items are also 
built in spare time and _ stocked. 
Piping for heating jobs up to 24 
inches is carried in stock. Most 





(Continued from page 89) 
of it is made in the store itself. 

In t.e furnace and plumbing 
department there is a cutaway sec- 
tion of a roof and side section of 
a small house. Here are the vari- 
ous sample eaves and gutters that 
can be used for a home. Directly 
below are shelves which contain 
stocks of such items. 

The Neis Co. carries an inven- 
tory of about $200,000, and to 
help house this stock efficiently 
there is a large 30,000 sq. ft. ware- 
house which was built in 1926. 
Stock locations are numbered 
throughout and merchandise kept 
in easily checked bins. 

The new store building, the re- 
modeling and new front cost ap- 
proximately $40,000, while fix- 


— 


> 


Glass shelving enhances the attractiveness of the housewares section. 
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tures, lighting and other items ac- 
counted for another $20,000. 

The Neis Co. has three sales- 
men who contact home owners, 
contractors and institutions in Mil- 
waukee County. Some work is 
done outside the county, but the 
bulk of the firm’s business is done 
close to home. 

Advertising for the Neis Co. is 
conducted by divisions. The 
plumbing and heating divisions 
are advertised in a large metro- 
politan newspaper which has an 
excellent building section each 
Sunday. The hardware store de- 
votes most of its advertising to 
community newspapers in the vi- 
cinity of the store. Catalogs are 
also mailed three times a year to 
residents in the store’s trading 
area. Each mailing usually totals 
about 8000 copies. 

Each Neis employee in the hard- 
ware store division is trained to 
handle a certain section of the 
store. However. he must also be 
trained to take care of sales in 
any other area of the store, should 
the need arise. 

Part of the sales promotional 
program of the Neis Co. includes 
the showing of special products 
movies to architects and contrac- 
tors. Architects are invited to one 
showing, contractors to another. 

In this way, product informa- 
tion can be broadcast to large 
groups at one time, and this is 
knowledge which both architects 
and builders need to have. 


HARDWARE AGE, JANUARY 27, 1949 











can b 
able : 
Th: 
keep 
keep 
The 
chain 
many 
delays 
Put 
your 


glad]; 





’ 
Since ro 
*, 


Security In 











HARDWAI 





aC- 


Cs- 
rs, 


il- 


he 
ne 


is 
he 


ns 


an 


zal 
les 
cts 
aCc- 
ne 


49 

















ewes is a hardware ‘“‘bread and 
butter” line. Year after year it 
can be counted on for steady, profit- 
able sales volume. 

That’s why it’s important that you 
keep the subject of chain alive... 
keep chain constantly on display. 

The Cleveland Reel Salesman sells 
chain “right off the reel’. It makes 
many sales that would otherwise be 
delayed or lost. 

Put one of these profit-makers in 
your store today. Your jobber will 


gladly give you full details. 


CLE VELAND [HAIN 





Lhe Cleveland Chain & Vifz Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, 
Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg. 
Co., Bridgeport 1, Conn. ¢ Seattle Chain & Mfg. 
Co., Seattle 8,Wash. ¢ Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J, 






Ce tified ; 
CHAIN INSTITUTE 


Member 






Since pave savas 1869 
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Security In Every Link 
= \ 


































HARDWARE AGE, JANUARY 27, 1949 


T. W. Heimbrook on the men's side of the store. With the exception of 
one glass case, everything is on open display and within easy reach. 





Fast Turnover Merchandise 


Is Heimbrook's Specialty 


FE MPHASIS on_ lines 


which are not pushed by his com- 
petitors, and getting his merchan- 
dise out where customers can see 
and handle it, are things which 
are given much credit by T. W. 
Heimbrook, Chillicothe, Mo., hard- 
ware dealer, for a steadily increas- 
ing volume of business in his store. 

When, in 1945, he rssigned from 
his job as traveling salesman for 
a large tobacco company and 
bought his hardware store Mr. 
Heimbrook admits that he did not 
know a hasp from a rasp. He had 
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Promotes seasona! lines early and closes out 
slow-moving merchandise. Newspaper advertis- 
ing an important factor in ever-increasing sales 


many ideas about merchandising, 
though. 

The business which he bought 
in this town of 8000 had been 
established in 1918, and still had 
its original equipment and fixtures. 
While he planned from the first to 
remodel his store Mr. Heimbrook 
did not jump into this immediate- 
ly, but carried on with the old lay- 
out for a couple of years until he 
could learn from experience just 
what changes were most to be de- 


sired and how the business could 
best be rejuvenated. 

Even before remodeling, he be- 
gan to put modern methods and 
ideas to work, with a resulting 
increase in volume sales. Then, 
last spring, he remodeled the store 
completely and had new fixtures 
built which permitted open display 
of all merchandise. New lighting 
and open backed display windows 
make the interior visible. 

The “grand opening” held fol- 
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AMERICAN 


Sales Off 


HARDWAR 

















PURE MANILA ROPE 


Also a complete line of Twines 
for the Hardware Trade 





AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. - ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 


HOUSTON © NEW ORLEANS = PHILADELPHIA 


Sales Offices: BOSTON *© CHICAGO - 
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This unbroken line of items for the ladies is one of the reasons 
why 60 per cent of the store's trade is with feminine customers. 


lowing the remodeling was really 


a coming out party, for hundreds 
of items in stock which had for- 


merly been hidden away in 
drawers and boxes where they had 


to be dug out on request were now 





Password for Quality — Heimbrooks 





Motors 


Hoover Elec, 


1/3, %, % hp. 
25.95 - 52.95 


So 


Disston 
& 
Atkins 
Hand Saws 


Pipe Wrenches 











8” to 24” Pocket 
$1.25 to $5.98 Watches 
No. 9-12-14 $2.50 


wire 





Liberal trade-in for your old stove— Buy your 
New Perfection Oil Stove Here 











Stainless Dishes Spun Alum. Cake Cover 
Steel k Spun Alum. 
Silverware piaiiiaaeane 3-pe, Range with stay- 
Service for 6 32-pe. set set, red trim | moist humidor 
7.98 & 9.98 10.25 & 12.50 $2.98 $1.98 
2-cup Alum. Keen Kutter Galvanized Griswold 
Dripolator Glenn Allen Wash Boilers Iron 
25 | oer | See | shits 
Dripolator Scissors Canners 3-6-8 & 10 inch 
$2.49 1.50 to $2.98 1,98 79¢ to 1.95 














HEIMBROOK’S HARDWARE 








This typical two-column by 5's-in. ad features a wide variety of 
merchandise. Price is stressed in some instances, brands in others. 
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put out on open display so that 
shoppers could see them and han- 
dle them. 

The result was a pronounced in- 
crease in impulse sales. and cus- 
tomers now browse around to see 
what they can find instead of just 
coming in and asking for some- 
thing and then going on out. 

“Ours is not an exhaustive hard- 
ware stock,” says Mr. Heimbrook. 
“Our leading lines are shelf hard- 
ware and sporting goods. The 
sporting goods department draws 
many men to the store and our 
excellent stock of housewares at- 
tracts the women.” 

Open display is the thing most 
counted on to sell these popular 
merchandise lines. Stocks that are 
well chosen and values which will 
stand comparison are important. 
but Mr. Heimbrook figures that an 
article well displayed is its own 
The value of an 
attractive setting and striking dis- 
play is attested by the fact that the 
store's volume increased 20 pet 


best salesman. 


cent almost immediately following 
the remodeling. and has _ risen 
steadily since. 

“Sporting goods and housewares 
are not only profitable in them 
selves but they act as feeders for 
our general hardware lines.” M1 


(Continued on page 120) 
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Back on schedule, coast te'\coast! _._« 


ae 


The AMERICAN LINE... 


complete in all sizes, all styles of heads 
(BOTH SLOTTED AND PHILLIPS) 











WOOD SCREWS 


These 4 advantages make American the main line for all distributors if 
and dealers in fastenings! 


1. FULL LINE: Wood screws, machine screws, tapping screws and stove 
bolts — either slotted or Phillips — in steel and brass, all sizes and all 
styles of heads. 


2. DELIVERIES NOW: New streamlined plant, with most modern, top- 
speed machines, guarantees prompt delivery. And American’s 
Chicago warehouse and network of stocking jobbers supply the 
American line to retailers and users from coast to coast. 


3. SELECTIVE DISTRIBUTION: American’s policy is to work 
closely with stocking jobbers to win wider acceptance for the 
complete American line. 


4. DEALER HELPS: Full line of four point-of-sale giveaways 
(shown at right) covers the entire American slotted 
line... use these in your own store to help you build 
your sales. How many of each do you want? 


Now — get aboard and ride the American Line to 
bigger business and higher profits. 


AMERICAN SCREW COMPANY, Providence 1,R. 1. 
Chicago Il: 589 E. Illinois St. Detroit 2: 502 Stephenson Buliding 





Here’s the Trade-Tested Package for STOVE-BOLTS! 


Users and dealers alike have put a big OK on this unique partitioned pack- 
age, originated by American. This box keeps bolts and nuts separate... 
helps dealers in stock-keeping ... frees users from chore of turning nuts 
off bolts. 
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Interested prospects watch one of the demonstrations at the Palace Hardware Co. 


Demonstration Increases Sales 


In Power Tool Department 


Three-day event sells 28 multi-purpose power 
tools for Palace Hardware Co. Advertising and 
window display helped promote demonstration 


Wo: awake _hard- 


ware dealers, cognizant of the large 
profits available through aggres- 
sive selling of power tools, have 
found that store demonstrations 
can really increase volume. Dem- 
onstration techniques used so suc- 
cessfully in the merchandising of 
major appliances have been adapt- 
ed by many hardware dealers to 
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add impetus to power tool selling. 

The Palace Hardware Co., 581 
Market St., San Francisco, Cal.. 
used a three-day store demonstra- 
tion last summer to introduce a 
multi-purpose power tool. Prior 
to the demonstrations, a half page 
local newspaper ad called attention 
to the event. A window display 
showing uses of the tool and call- 
ing attention to the time of the 


demonstrations, was also featured. 
Prominent space, in the power tool 
section was devoted to the equip- 
ment, and in three days the store 
sold 28 of these units priced at 
$159.50 ($195.50 with motor). 
Prospect cards distributed to vis- 
itors, during the three days, also 
resulted in later sales of these and 
other lines offered by the Palace 
Hardware Co. 

During the three-day demonstra- 
tion period a factory-trained dem- 
onstrator was on hand, who used 
a flip chart to enhance and back-up 


(Continued on page 112) 
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SUPERIOR VALVE MFG. CO. « Cleveland 15, Ohio 
Attention-compelling wood counter display case free with each order 
for a complete assortment of fast-moving Superior Valve inserts. 

a make selling easy...turn store traffic into EXTRA PROFITS! 


Display Assortment Includes 


Cost Retail Price Profit 
2 DOZ. Standard Model Inserts (brass stem) ..... . $12.00 $18.00 $6.00 


1 DOZ. Deluxe Model (chrome stem)... ... iat on 7.20 10.80 3.60 
1 DOZ. “Special Short” Inserts (for short throat faucets) 6.00 9.00 3.00 
*PLUS DYNAMIC MERCHANDISING DISPLAY CASE NO CHARGE 

TOTAL . . $25.20 $37.80 $12.60 


All models are furnished in 1% right hand and '4 left hand threads. 
*Counter Display Cases are also available without insert assortment @ $2.40 each. 























eet 


This dynamic, hard-selling merchandising aid compels | Date 
ieee, 2 oa > 


attention, boosts sales . . . helps you 6 ways! 


1. Reminds customers of their 5. Reduces sales expense. 
leaky faucets. Product at hand for quick 
2. Introduces Superior Inserts. service without bin or 


. helf king. 
3. Steps up sales. Superiors fit shelf stocking 
95% of all faucets. © Tiss to with antional 


4. Simplifies inventory. advertising. 


@ Handsomely designed...finished ina light blue to complement 
yellow display cards. 6%” wide, 14” deep, 1142” high. Weight, 
fully stocked in sturdy shipping case, 11 lbs. Pocket for PUT SUPERIORS ON DISPLAY 
descriptive leaflets. ... THEY SELL THEMSELVES! 





installed in Sainutes without removing faucet from water line . . . nothing to fit or adjust 
o HERE’S HOW SUPERIORS WORK 








Unscrew cap Remove viasgiie : 
from old faucet old faucet stem Superior insert is a complete new faucet mechanism 


—new stem, new seat, new threads, new compression 


ol shutoff. Floating bronze bearing is forced up by water 
pressure when handle is “on”. . . then forced down as 








eo Q ef handle is turned “off”, sealing water flow. All turning 
i poe — \ action is on bronze float—washer does not rotate. No 
= a 5. 2 & washers to replace or seats to wear or score! New 








handle lock fits any faucet handle. 


x} EF. long-lasting 
Replace old stem| Replace cap Your old faucet 


with Superior Insert is 4 ew inexpensive 


nc asa leak-proof 


coco fits 95% 
of all standard faucets 


SUPERIOR 



































Superior Valve Mfg. Co. ¢ Cleveland 15, Ohio 
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The Hardware Dealer's Liability 
For Defects in Manufacture 


The manufacturer is responsible for damages arising from 
hidden defects in any manufactured hardware. The dealer, 
however, should examine all potentially dangerous articles 


| merchandise sold 


by hardware dealers is manufac- 
tured by others. The dealer has 
no more to do with its production 
than with the smelting of the iron 
ore from which it is made. When 
a customer buys hardware with 
manufacturing defects that do not 
appear until it is used the hard- 
ware dealer, buying from reputa- 
ble manufacturers with intelligent 
selection of his stock. is not. re- 
sponsible, 


Typical Cases 


Such a situation came before 
the New York courts only a few 
months ago in the purchase by a 
wallpaper company of wrapping 
twine from a wholesaler. The 
twine on the order of the whole- 
saler was shipped direct by the 
manufacturer to the paper com- 
pany and was used in the packag- 
ing of its product. Coated with tar 
and oil, when the twine was used 
in the shipment of the wall paper 
it caused serious damage. 

To recover his damages the buy- 
er sued the manufacturer. not the 
wholesaler with whom he _ had 
placed his order. The court held 
the manufacturer liable, irrespec- 
tive of whether or not the sale had 
been made direct by the manufac- 
turer or through another. 

This freedom of a retailer from 
liability for damages from hidden 
defects in manufactured goods 
clearly appears in a Wisconsin 
case where a chain with a proof 


100 


By ALBERT WOODRUFF GRAY 


test of 4,900 Ib. and a safe work 
load of 2.450 lb., broke, killing a 
workman and causing $5,800 in 
damages. 

“It must be a matter of common 
experience, said the Court in this 
instance, “that no matter wha 
care is exercised in the manufac- 
ture of chains or other like articles 
of commerce, there will be occa- 
sional latent defects and when a 
buyer orders goods sold in a mar- 
ket by description, specifies noth- 
ing in regard to the qualities of 
the goods purchased except they 
shall be such as answer the de- 
scription and goods of such de- 
scription are delivered, there is no 
implied warranty that latent de- 
fects. which can be discovered, if 
at all. only by tests, do not exist.” 

Another instance arose in Kan- 
sas where oil well casing pur- 
chased from a retail supply house. 
parted with the consequent loss of 
an oil well. Denying any liability 
existed in the retailer for the de- 
fects in manufacture, the Court 
said: “Where a purchaser buys of 
a retailer a definite machine of 
known manufacture, which has 
heen or is to be made by a builder, 
who is not a vendor, and the ven- 
dee knows this fact. there is no 
implied warranty by the dealer 
either against latent defects or that 
the machine or article will be suit- 
able for the purpose for which 
such articles are commonly used. 
because the purchaser has_ the 
same knowledge of these subjects 
as has the dealer. The vendee 
knows that they both rely on the 


character and reputation of the 
manufacturer.” 

An even more serious result oc- 
curred in another instance where 
a chain used in lowering castings 
into a mining pit had been pur- 
chased from a hardware dealer in 
New York State. The manufac- 
turer represented the chain as hav- 
ing a breaking strain of 25,000 Ib. 
and safely carrying six tons. It 
broke under a strain considerably 
less and three men were killed in 
consequence. The manufacturer in- 
sisted that any liability was on the 
retail dealer who had sold the 
chain. 


Not Relieved of Liability 


Holding that the mere fact that 
goods were purchased from a re- 
tailer did not relieve the manu- 
facturer from liability, the Court 
stated the general rule to be that, 
“Where the article sold is inher- 
ently or imminently dangerous,” 
the responsibility is the maker’s. 
“The term ‘imminently dangerous’ 
does not imply that the article 
must at all times be imminently 
dangerous, such as poisons or ex- 
plosives are known to be. It suf- 
fices if the nature and quality of 
the thing sold is reasonably cer- 
tain to place life or limb in peril 
and was negligently made, for then 
it becomes a thing of danger.” 

Another case of liability from 
defective manufacture occurred in 
a New Jersey apartment house. In 
turning the faucet in a bathroom 
the porcelain handle broke sever- 
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GREATER CUTLERY PROFIT 
MORE CUTLERY BUSINESS 


with 


Write us today or contact your local jobber 
for complete information on 

Xx obtaining this QUALITY line of 

| EN POPULAR PRICED SCISSORS 
=" AND SHEARS 


ct o 
Ss 
* Guaranteed by 
Good Housekeeping 
x $0) oy 
45 apvearisio 1H 
= COMMENDEL 
PARENTS 
MAGAL 


i 


ee ° ” ind WIZ 2 
Griffon (ullery Works Jae. 151 West 19th Street, New York 11 ceed 


“Quality Cutlery Ever Since 1888” 
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When y°¥ sell 


STEWART Products 








@ Send your inquiries for these items 
to Stewart. We handle all details and 
pay you a commission. You carry no 
stock...invest no money. Send for 
Stewart catalogs and when your cus- 
tomers ask for certain items, you’ll 
know who makes them. Scores of 
hardware dealers are doing it. 





Stewart Chain Link Wire Fences are made 
from low lawn style to high industrial type 
with barbed wire overhang. 


you make no 


TehYA=33 114112) 1) 








All Steel Settees 

are made in 

4’, 5’ and 6’ 
lengths. 
Dufable, 
attractive, 
inexpen- 
sive. 











i 











Stoop, Balcony and 
Stair Railings are 
made in a wide sono 

















variety of styles, Wt t 
and are available proper 
in‘ either plain or “= o Ty 4 
ornamental iron. / Eee on 
k TE.” 
ae ae 
\ i oe 







OTHER STEWART PRODUCTS: 
Iron Picket Fences; Wire Mesh Partitions; 
Flagpoles; Steel Folding Gates; Bronze 
Tablets, etc. Write for catalogs today. 
No obligation whatever. 


THE STEWART IRON WORKS CO., Inc. 
1637 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 
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ing an artery in the hand of the 


The bathroom fixtures had 
been purchased and installed in 
the apartment house in the ordi- 
nary course and the victim of the 
accident was merely a tenant, hav- 
ing no contractual relations what- 
ever with the manufacturer of the 
fixtures. 


user, 


said the 
Court, “there have been a number 


“In recent years,” 
of cases in our reports in which 
simple articles have broken with 
consequent injury to the users. In 
several of these cases the plaintiff 
failed of recovery because the ac- 
tion was brought, not against the 
manufacturer, but against the mer- 
had in faith 
bought the article from the manu- 
facturer. Here the suit is directly 
against the 


chant who good 


manufacturer and 


proper] y so.” 


Retailer Not Absolved 


This obligation placed by law 
on the manufacturer 
however, entirely absolve the re- 
tail dealer from responsibility. A 
arose a few years ago in 
South Carolina, in which the dis- 
senting opinion of one of the 
judges suggests the precautionary 
measures that should be followed 
by hardware dealers. 


does not, 


case 


A retail hardware store sold to 
a mechanic a riveting hammer. In 
operating the hammer a particle of 
iron broke from the hammer and 
injured the eye of the operator. 
The opinion of the court was, “It 
seems to me that to hold the (re- 
tailer) liable here would be to es- 
tablish a general principle of law 
very far reaching in its effect. It 
would make retailers of the most 
common, ordinary and 
household other 
articles absolute insurers of the in- 
fallibility of manufacturers, mid- 
dlemen, material suppliers and of 
every process or design as well as 
of every agent and employee di- 
rectly or remotely connected with 
the furnishing of materials, direct- 
ing manufacturing processes, in- 
specting materials or work, pack- 
aging, transporting or in any way 
handling any article he resells. . . . 
It would establish a rule so harsh 
in its application to retail mer- 
chants that its effect can only be 
seen in vague outline.” 


simple, 


most used and 


HARDWARE AGE, JANUARY 27, 


One member of this court, how- 
ever, dissented from the opinion 
with this comment, “If the dealer 
is selling to an inexperienced per- 
son not accustomed to the use of 
a trip or riveting hammer and 
does not know of the danger from 
striking steel on steel, or iron on 
iron, and the dealer does know of 
such danger, it might be that the 
dealer might be liable under an 
implied warranty if he did not 
warn the purchaser of the danger 
in the use of the instrument which 
he impliedly warrants to be suit- 
able for the use for which it is 
intended.” 


Not Always Consistent 


Law is not always consistent. It 
must change with changing condi- 
tions, otherwise it would be inef- 
fectual and dead. Implements of 
today, pressure cookers, acetylene 
torches, electronic first 
saw the light of day years after 
these principles of law were estab- 
lished. Adhering too closely to 
the letter and being too unmindful 
of the spirit might reap troubles 
aplenty that could be readily saved 
by a rubber stamping across a 
sales ticket, “Use with caution,” 
or any similar phrase, thus warn- 
ing the buyer of potential danger 
that might result from careless- 


devices, 


ness. 

An abrasive cutting-off wheel 
exploded while spinning at 4,500 
rpm, seriously injuring the eyes 
of the operator. Referring to this 
type of duties of the retailer, the 
Court remarked in this decision, 
“Should a retail vendor have an 
opportunity to observe conditions. 
which as a competent dealer in 
such commodities should cause 
him to realize that the goods are 
or are likely to be in any condi- 
tions, dangerous for use, his fail- 
ure to inform his vendees that the 
goods are or are likely to be dan- 
gerous is not excused by his igno- 
rance thereof if his ignorance 1s 
due to his failure to utilize his 
special opportunities and exercise 
his special competence for the pur- 
pose of discovering whether the 
goods are or are not safe for the 
use for which they are sold.” 

An outstanding case in_ this 
phase of law was decided a few 
years ago by the Georgia Court of 
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Appeals. A housewife bought from 
a certain hardware company a gas- 
oline cook stove that had been 
manufactured by a company in an- 
other state. Later when she at- 
tempted to light the burners the 
stove exploded permanently injur- 
ing her. She had had no experi- 
ence with stoves of this type but 
had closely followed the directions 
received when the stove was pur- 
chased. 


The General Rule 


Here was pointed out the gen- 
eral rule, “That the vendor or 
dealer who is not the manufacturer 
is under no obligation to test an 
article sold by him, for the pur- 
pose of discovering latent or con- 
cealed defects, but that when he 
purchases and sells an article in 
common and general use, in the 
course of trade, with knowledge of 
its dangerous quality and with 
nothing tending to call his atten- 
tion thereto, he is not negligent in 
failing to exercise care to deter- 
mine whether it is dangerous or 
not. In such a case he may as- 
sume that the manufacturer has 
done his duty in properly con- 
structing the article and in not 
placing on the market a commod- 
ity which is defective and likely to 
inflict injury.” 

Here reference is made by the 
Court to an earlier decision in 
which can be found a common 
sense workable rule for retail 
hardware dealers in the handling 
of merchandise holding possibil- 
ities of injury to a buyer through 
carelessness or ignorance of in- 
herent danger. 

“One holding himself out to the 
public as dealing in such articles 
at least owes to purchasers the 
duty of exercising ordinary care 
in the matter of placing into their 
hands the kind and character of 
goods for which they contract. 
This duty of course exists in a 
higher degree with respect to 
latent dangers which are hidden 
from the eye of the non-expert 
and without the knowledge of the 
uninformed.” 

For damages arising from hid- 
den defects in any manufactured 
hardware, other than articles clear- 
ly free of dangerous features, the 
manufacturer is responsible. The 
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MORE FISHERMEN use these 


two Sunset Cuttyhunk Lines than 
any others in the world . . . means 


FASTER PROPS for DEALERS 


> 


America’s best selling Cuttyhunk—Amer- 
ica’s Biggest Value! Made only of finest im- 
ported Irish linen and hard “‘cable-laid’’ by Sunset 
—originators of this process. Both fishermen and 
dealers recognize the great qualities of Primo 
Cuttyhunk—they know that Primo gives utmost 
satisfaction and dependability. Proof? Year after 


year, dealers sell more Primo Cuttyhunk than any 
other brand. 


World's Standard for 
finest quality Cuttyhunk! When a fisher- 


man Calls for ‘the best,"’ he means Marina—a 
precision -made, Courtrai flax line. No finer 
quality linen exists. Marina consistently tests 
3 pounds per thread when wet, contains an ex- 
act number of turns to every inch. Recently 
developed machinery, exclusive with Sunset, 
produces a line experts call “the strongest, 
smoothest cuttyhunk made.” 





BY LONG ODDS — THE 


Best Sprayer 


LINE TO HANDLE! 
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The Best built — Best performing — Best liked line of 
hand or pressure sprayers are the Best line to handle be- 
cause they are the easiest to sell . . . by long odds. If 
you want increased volume, bigger profits in the Spring 
NOW is the time to tell your jobber "I'm switching over 
to the Universal Sprayer Line!" 

if your Jobber can't supply WRITE DIRECT! 


THE NEW MOBL-SPRA — ‘Most asked for'’ of all 
compressed air sprayers because it works the best 
with the least amount of effort. It's the head man 
of the complete UNIVERSAL LINE of compressed 
air and hand sprayers. 


UNIVERSAL METAL PRODUCTS CO. 





SARANAC MICHIGAN 
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retail dealer buys his goods and 
sells them depending on the repu- 
tation and character of the manu- 
facturer for trustworthy merchan- 
dise. In the sale of goods poten- 
tially dangerous, the hardware 
dealer should at least make a cur- 
sory examination of such products 
to safeguard against ignorance or 
lack of familiarity in his custom- 


ers. 


“Talking Cards" Tell 
Story of Goods 
Handled by Store 


(Continued from page 83) 


ness of these cards,” says Joseph 
I. George, merchandising manager 
of the store. “The consumer in- 
terest they create is still amazing 


g 
to me, and we have been using 
them for a number of years. | 


understand why more 
stores do not use a similar method 


cannot 


to display their smaller items of 
merchandise. 

“The cards create a great deal 
of shopper interest. give the po- 
tential customer all the essential 


product information, and are very 
valuable for 
traffic. 

“We often have some tool fast- 
ened to a descriptive card on one 
of the pillars of the building or 
on one of the counters, together 
with a sign inviting people to 
use the tool on the wood, metal 
or other material for which it is 
intended. This often results in im- 
mediate sales, or at least creates a 
desire on the part of the customer 


increasing store 


to own the tool.” 


Stove Repair Department 
Turns Small Sales 
Into Big Ones 


(Continued from page 74) 


or filtering funnels. In speaking 
of the department’s location, Mr. 
Baron. who also manages the 
store’s lighting and heating de- 
partments, says, “It is in the back 
of the store so that people will be 
forced to go past the rest of the 
main floor displays, and thus see 
other merchandise they will buy. 
One recent customer came in for 
a low-priced repair part. Before he 


left he bought two space heaters 
for $59.90 and then spent another 
$7 for extra accessories and spare 
parts. 

“If a man buys a stove we try 
to sell him stove pipe, stove 
boards, a no down draft cap and 
other parts. If a man buys a man- 
tle for a gasoline pressure lamp 
or lantern, we suggest an extra 
generator and a filtering funnel to 
use in straining his gasoline.” 





Burd Builds Business 
On the Building Boom 


(Continued from page 85) 


ids Gazette carries a Marion news 
and advertising section, and Burd’s 
Hardware is represented in this 
edition each week. The store also 
advertises in several local publica- 
tions. Mr. Burd feels that his ad- 
vertising program reaches about 
90 per cent of the people in his 
trade area. 

Mr. Burd secured his previous 
hardware store experience work- 
ing for his father who operates a 
store at Vinton, Iowa. This ex- 
perience is aiding him greatly now. 





IS THE GREATEST ac. 


; LOW COST PERFORMER ord 
SELL AMERICA’S OF THEM “ae 


bolt 
Complete \INE ope 


Your customers prefer to buy from someone who can install a complete job. The Dempster 
Water Supply equipment line IS complete. For kitchen, bathroom, farmyard and feedlot. Regardless 
of the water supply problem—Dempster has the proper equipment to fit the customer's need. 

With Dempster’s low cost performance, it is now possible for thousands of farm families to 
install and enjoy running water. And your sales future holds big opportunities if you carry Dempster’s 
complete line . . . because every Dempster sale leads to EXTRA profits from accessories as well as 
the initial sale. ONT-1-48 


DEMPSTER MILL MFG. CO. 


BEATRICE NEBRASKA 
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ONE WITH AND ONE WITHOUT 
A KEY 


Pin Tumbler - Extruded Metal Keyless - Sesamee 


Made from a solid block of brass this extra- A personal padlock of forged brass and 10,000 
ordinary padlock with pin tumbler cylinders possible combinations. Sesamee is a quick seller 
lends itself to any padlock requirement. “Roller- with great customer appeal, plus strength and 
bolt” construction. Lock cannot be “rapped” locking security. Combinations can be changed 
open. Can be master-keyed when required. by user. 


pster 
rdless 


Corbin Cabinet Lock 


Division 


THE AMERICAN HARDWARE CORPORATION 


New Britain, Connecticut 
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The Ad-Viser 


How fo Print Effective Direct 
Mail Pieces at Lowest Cost 


Numerous processes have been evolved which afford the 
hardware dealer the opportunity to produce excellent 
direct mail copy at reasonable cost. Read about them. 





= or later, a 


hardware merchant will utilize 
some type of direct mail piece to 
promote business. Sometimes, it 
appears in the form of simple post- 
cards, longer letters, or elaborate 
folders. Nevertheless, its use is 
common among most dealers. 
With the use of direct mail, a 
series of problems arise for a 
store manager, problems which 
range from content to production 
to mailing. Probably one of the 
most difficult to solve, is the con- 
stant specter of rising prices for 
printing the job. Ostensibly, it is 
not possible to achieve a quality 
job at a low price. Consequently. 
the hardware man finds himself 


their capabilities are necessary to 
achieve maximum benefits. 

Let us, then, review some of the 
more important printing processes 
which can be used for your next 
mailing. 


Photo Offset 


Photo offset is short for photo 
offset lithography. It involves the 
printing from a plane or smooth 
surface. Its reproduction process 
is similar to direct lithography, 
except that the offset “plate” trans- 
fers the design first to a rubber 
roller which in turn prints on 
paper. As compared to letterpress 
(printing from a raised surface), 
offset holds certain advantages 
(especially for direct mail) which 
cannot be overlooked. 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


oe of 


used in letterpress is limited to 
comparatively smooth — surfaces. 
Offset, however, can print on a 
great variety of rough surfaces. 
The rubber roller is pliable enough 
to press and fill in the crevices. 
Consequently, offset can result 
in substantial savings on many 
types of jobs. However, this does 
not always follow. Some kinds of 
mailing pieces find greater econ- 
omy in letterpress. It is always 
wise to get estimates from both 





cmmanten with the choice hetween 1. Offset saves engraving costs. _ letterpress and offset printers be- ELEC’ 
quality and eer Usually, Offset uses no engravings or “cuts” fore deciding on a process. OF R 
when budgets are limited, he satis- “nl “1 aa a a 
. ; as In letterpress. Instead, 1t prints nee Because 
fies himself with 7 second best from a smooth surface, the design Multilith and spo 
seeing es _ me cS consisting of a greasy substance, The Multilith Machine is a mini- is alway 
second best” selling. picking up and printing with a ature offset (it is a little larger it work: 
. greasy ink. Water covers the non- _ than a mimeograph). Because of site life 
Opportunity Present printing surface and rejects the __ its size, it possesses some very dis- revolve. 
It is essential for the merchant greasy ink. Hence, only the de- tinct advantages over and above its slows d 
to know that such thinking is not sign prints or transfers. “mother” process. making it a Note th 
necessarily true. It is possible to 2. Offset saves typesetting costs. “natural” for the hardware mer- means 
achieve quality and economy both. _ Letterpress requires the typesetting _ chant. the reel 
Many ingenious machines have _ of all copy. While offset uses type- 1. The Multilith can use paper ual styl 
been developed within thelast few _ setting to make the initial proof, _ plates. A heavy stock paper plate, increasé 
years which afford the hardware it can be photographed many _ especially prepared for Multilith, 1 to 5. 
dealer the opportunity to produce _— times on one plate, permitting can be used in place of the zinc in const 
the finest direct mail material at | speed of printing. Mistakes can plate. The principle advantage of fect per 
costs he can afford to pay. Vari- be corrected easily. paper is that it can be inserted in mode a 
ous facilities are available in most 3. Offset can print on all types a typewriter and with a special about tl 
towns. A knowledge of them and of fancy finish papers. The stock “greasy” ribbon, a message can your Br 
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THE EXCLUSIVE 


“ELECTROMATIC’ REEL 


You who sell fishing tackle! Here, for you, is another 
Bristol “First” ...a bait-casting reel with unfailing 
magnetic breaking action that automatically adjusts 
itself during the cast. It’s an advanced-type, “new 
principle” reel to improve casting distance and accu- 
racy. A reel that practically eliminates backlash! A reel 
to attract new sales and profits wherever it is featured 


in fishing tackle displays! 
SEE IT—SELL IT 


The Bristol Electromatic Reel is available now. See 
it, stock it, at your first opportunity! It’s the last word 
in modern bait-casting reel design and manufacture. 
A marvelous reel to talk about, to demonstrate, to 
help you attract new customers! Just the reel you’ve 
been looking for to “go big” with your trade. 


REVOLVING COPPER DISC 


NEVER TOUCHES 
ALNICO MAGNETS 


EXPLODED-VIEW PHOTO 


ELECTROMATIC BRAKE KEEPS SPOOL 
OF REEL IN STEP WITH THE LINE 


Because there is no physical contact between magnets 
and spool, this type of brake can’t wear out. The spool 
is always in step with the speed of the line. Here’s how 
it works: Copper disc on end of spool revolves oppo- 
site lifetime Alnico II magnets. The faster the spool 
revolves, the more resistance is set up. As the spool 
slows down, the breaking action automatically lessens. 
Note that spool and magnets never touch, a feature that 
means wear-proof control. A little lever on the edge of 
the reel permits various adjustments to match individ- 
ual styles of casting, or particular types of fishing. It 
increases the amount of control as you move it from 
1 to 5. Yes, this new Bristol-developed reel is simple 
in construction. Yet, man, you’ll be amazed at the per- 
fect performance it gives! Here, truly, is a reel to out- 
mode all other bait-casting reels! Why not learn all 
about this new Bristol sales-winner right away? Ask 
your Bristol fishing tackle Jobber, or write us direct. 
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be typed out. This means quick Ply 
and easy duplication of typewrit Ma 
ten material. If desired, a picture 

can be drawn upon the plate with Si 


a Multigraph ink. The printing HE 
results are excellent. Indus' 
2. The Multilith can also use Wacker 
metal plates. For the purpose of calling « 
duplicating halftones, metal plates plumbin; 
can be used (just as in offset). with son 
Color work is possible, although better si 

close registration is comparatively 1948. 

difficult. The c 
Consequently, Multilith is a very reau poi 
inexpensive method of duplica- output i 
tion for letters, folders, circulars. Barring 
etc. Both large and small runs should bh 
are practicable. Speed and ac- the plur 
curacy are possible. Many hard- tries with 
ware advertisers keep a supply of ment in 
paper plates on hand because they care of j 
are inexpensive. From time to Suppli 
time, when a mailing piece or let- soil pipe 
ter is desired, the plate is prepared still insu 
right in the store and then handed mendous 
over to the printer who runs off the manefect 
quantity desired. ond eas 
The prod 
Multigraph come clo 

The Multigraph is a “letter- million, 


volume, 


press” machine, also about the 
a large b 


size of a mimeograph. It con- 





































tains a small metal drum made Most 

' up of grooves or “tracks,” into iron and 
A smart, husky machine which hand set metal type char- readily a 
complete with Safety Head acters are placed. These “char- iators ar 
and many other features .. . acters” simulate typewriter type in immediat 
Another quick-profit item for appearance. To complete — the type bas 
DARRA-JAMES Dealers “look” of a typewritten job, the in ample 
machine prints by means of a new man 
large typewriter ribbon (no ink tered this 
rollers are used). The result is an of cast i 

' exact duplication in appearance plentiful 
> of a typed page. erally he 
MODEL 351 With the Multigraph, it is pos- three mo 
sible to send out letters to cus- Oil bu 
Needle Bearing tomers, each one looking exactly in recent 

oF eerie. like an original. Thousands can be plentiful 
printed. The recipient usually re- sizes ant 
BENCH MODEL 350 acts favorably to this “personal” readily a 
cna rage a | letter and selling is made easier. trols for 
The Multigraph operator can Anticiy 

change the drum to a_ curved demand, 
stereotype, making it a miniature new store 
WATERBURY 91, CONN. | “newspaper” press. This means stores to 

DEPT. H-1: I am interested! | that any letterpress job can be plays of 
duplicated inexpensively on the ing equ 
SORRENTO Wee Fe TRENT Re Multigraph. water so! 


- a ‘ . ances. 
Since it is not possible in one ces. I 


rs coaneceacctsyccaponelaap aaa ; 
crv... silat ———e cesescill 


article to cover all machines which the numb 


the hardware merchant can use to 
advantage, this discussion shall 


ing deale 
per cent ¢ 


. ° . the rar. 
continue in our next issue. war 
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quick Plumbing-Heating 
a Materials in Easier 
“a 
adi Supply for 1949 
inting HE Plumbing and Heating 
Industries Bureau, 35 East 
O use Wacker Drive, Chicago 1. Ill.. is 
nse of calling attention to the fact that 
plates plumbing and heating materials. 
fiset). with some exceptions, will be in 
hough better supply in 1949 than in 
tively 1948. 
The capacity is there, the Bu- 
a very reau points out, for even greater 
iplica- output in 1949 in many lines. 
culars. Barring unforeseen events, 1949 
runs should be another good year for 
d ac- the plumbing and heating indus- 
hard- tries with nearly all types of equip- 
ply of ment in sufficient supply to take 
e they care of anticipated demand. 
ne to Supplies of steel pipe, cast iron 
or let- soil pipe, and water closets are 
pared still insufficient to meet the tre- 
anded mendous demand. During 1947, 
off the manufacturers produced about two 
and one-half million water closets. 
The production in 1948 is likely to | 
come close to three and one-third 
letter- million. Yet despite this record 
- volume, manufacturers still have 
pay a large backlog of orders. 
made Most sizes and types of cast 
into iron and steel heating boilers are H H ° H ; 
» iy ual sea tae tae ek First in the Field and the Last Word in Quality 
“char- iators are now being quoted for 
=" immediate delivery. Convection | EVER SINCE 1856, when the first power loom for weaving wire 
» the type baseboard heating units are | 
b, the in ample supply due to the many | cloth was invented in our Clinton plant, the Hardware Cloth 
hy aa The cobb aon bearing the Clinton label has been a leader in the field. 
t is an of cast iron baseboard is not so | Made of cold-drawn carbon steel wire, Clinton Hardware Cloth 
arance plentiful and manufacturers gen- | ; ; ; é Ai 
erally have a backlog of about | is heavily galvanized after weaving to give it added strength at 
S pos- three months. | intersections. It is available in standard widths and meshes. 
» Cus: Oil burner sales have zoomed ’ 
mactly in recent months as a result of a When you order Hardware Cloth from your jobber specify 
jan be plentiful supply of fuel oil. All CLINTON Brand and give it a prominent spot in your store. Its 
lly re- sizes and types of stokers are 
sonal’ readily available as well as con- | wide field of usefulness will pay off in added sales, increased 
easier. trols for automatic heating. . 2 
: Milde: eitenal in profits, and satisfied customers. 
r can pating continued heavy 
vurved demand, many dealers have built | 
jiature new stores or modernized existing | 
means stores to provide attractive dis- | 
an be plays of calidine fixtures, heat- | WICKWI RE SPENCER STEEL 
n the ing equipment. water heaters. 
water softeners, and home appli- AMERICAN WIRE FABRICS CORP. 
n one ances. It has been estimated that 
which the number of plumbing and heat- 500 FIFTH AVENUE, NEW YORK 18, NEW YORK 
aie ing dealers with stores is now 50 Beten + Gellelo + Cileoge + Dower : ft. Werth + Miledsiphic 
shall per cent greater than it was before Pacific Coast Subsidiary — The California Wire Cloth Corporation, Oakland 6, Cal. 
: the war. Other famous Wickwire Spencer Hardware Products include—Gold Strand Insect Wire Screening, Clinton Hex Mesh 
Netting, Perfection Door Springs, Nails and Brads, Wissco Clothes Lines, Coburn Sliding Door Hardwore. 
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Glassware and Gifts Top Lines 


In Resort Town Store 


Ventnor City, N. J., establishment does fully 40 
per cent of its business in these two lines. 
Big turnover in vacationists increases sales 


"A 
PPROXIMATELY 


40 per cent of our business is from 
our glass and giftware items,” says 
Dave Witten, Ventnor Hardware 
Co., Inc., Ventnor City, N. J., “be- 
cause we have learned how and 
when to merchandise these items. 
In Ventnor, there is a year round 
market for gift and glasswares and 
all that our hardware store had to 
do, was find out when to merchan- 
dise certain items, what type of 
merchandise to promote and then 
to go ahead and do it. 

“Before | decided to really go 
into a large scale promotion of 
these items,” he says, “it was nec- 
essary for me to investigate if it 
was a worth while plan. As [ al- 
ways wanted to make our store the 
headquarters for some type of mer- 
chandise, it took some questioning 
before I knew that glass and gift- 
wares were the two items to try 
to build up.” 


Investigated Lines 

For an entire year, Mr. Witten 
asked his customers what items 
they purchased the most through- 
out the year. The answer was 
glass and giftwares. He then set 
about finding out why these two 
items sold the most and finally 
came up with logical replies. 

As Ventnor City is a year round 
resort area, local residents are al- 
ways renting their properties or 
rooms for various lengths of time. 
As the original owner moves to 
another location for the rented 
periods, the need for glassware 
arises. That is, the new residents 
find that they are in need of 


110 


glassware items for their kitchen, 
living room and for decorative 
purposes. 

This is because the resident that 
rented them their property has 
packed and stored away his glass 
and decorative items and the ten- 





ant has to supply his own. This 
situation creates one customer. The 
second customer is created by the 
same situation. That is, as the land- 
lord has moved and taken over a 
different residence, he has a need 
for glassware items and hesitates 








Customers entering the store cannot miss this showcase of glassware. 
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to use his own that have already 
been packed. This situation is com- 
mon the year round in Ventnor 
City and is the reason for the large 
glassware business done by the 
company. 

“It seems as if glassware bears 
the brunt of the moving in and 
out tide that predominates in our 
locality.” says Mr. Witten, “either 
because people value their glass- 
ware and china items and pack 
them away or because those peo- 
ple moving in don’t think of taking 
glassware along to their new tem- 
porary residence. In either case. 
we are in a good position to sell 
the line to both parties. 


Leads to Other Sales 


As most people taking up tem- 
porary residence in Ventnor City 
are women vacationisis, Mr. Witten 
finds that glassware attracts them 
to his store and they make othe: 
purchases as well. 

“We have to cater to the ma- 
jority of the people in our area,” 
he says, “and as women customers 
are in the majority during certain 
periods of the year, we direct our 
efforts to please them.” 

The store also does a large vol- 
ume business in giftwares. This 
is because Mr. Witten says that he 
sells giftwares at hardware store 
prices, not gift shop prices. 

“We added a large giftware line 
of hammered aluminum ware, 
glass sets, pottery pieces and bric- 
a-brac when glassware customers 
came into our store asking for 
this merchandise. I found that 
many people preferred buying this 
type merchandise in a hardware 
store because they had confidence 
that they would pay hardware 
store and not gift shop prices.” 

The demand for these two lines 
found the company taking steps to 
promote these items. Almost half 
of this 25 by 75-ft. store has given 
way to glass and giftwares. And 
this at the front entrance. 

Glass and giftware items line 
the sidewalls immediately inside 
the store as well as the first. two 
aisle counters. Mr. Witten has in- 
stalled showcases out of the front 
aisle case facing the doorway so 
that customers come face-to-face 
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Where there's moisture — there's rust. Cash 

in on it! 
Nearly every automobile, new or old, has rust 
spots on body and fender . . . and oodles of rust 
UNDER fenders and chassis, steadily eating away metal. 
This applies also to trucks, tractors, trailers, cultivators and 
similar equipment . . . ventilators, stanchions, pumps, pipe 
and fence. 

And as well to stoves, furnaces, spouting, lawn mowers, hand 
tools, boats, motorcycles and bicycles. 

Sell RUST-I-CIDE to the painter, housewife, janitor, garage, 
sportsman, mechanic, farmer, plumber. 4 

Sell RUST-I-CIDE to the apartment house, school, hospital, 
factory . . . the little operator or large all need and USE 
RUST-I-CIDE, lots of it. 


RUST-I-CIDE is inexpensive .. . goes a long way .. . simple 
to use .. . 100% effective. 

Summer or winter . . . RUST-I-CIDE is the prime year-around 
seller. 


RUST-I-CIDE will remove rust . . . RUST-I-CIDE will STOP 
rust . . . Contact your jobber or us for further information 
about your RUST-I-CIDE profits. 


This attractive full color display is 
packed in each case of 4 oz. bottles. * 
Only 7¥2 inches high and 6 inches 
wide, the mighty midget merchan- 
diser sells ‘em on sight. Also free 
envelope stuffers and advertising 
mats available. 





Manufactured only by 


RUSTICIDE PRODUCTS COMPANY 


CLEVELAND 14, OHIO 


3129 PERKINS AVE. * 














TIMES MORE 
POTENTIAL PROFIT 


60% Savings in Space 
Giftwares of many kinds are to be found along the sidewalls. 


with glassware if they should walk passers-by as well as customers. 
directly into the store. “Hundreds of gift items are pur- 

Both show windows are always chased from us throughout the 
stressing glassware and gift items year to be sent home by these 
for Mr. Witten believes in making temporary visitors.” Mr. Witten 
such displays in his windows as adds, “and we are never ques- 
will interest the largest number of tioned about price. 


Demonstration Increases Sales in Power Tools 
(Continued from page 98) 
his sales talk and handed out bro- visual film prior to the demonstra- 
chures and other circular matter. tion. and received other instruc- 
The store personnel saw an audio tion in the use and demonstration 


mone 


Ss 


MANUFACTURING CORP. 
2909 S$. Wabash Ave.,Chicago 16. Iil 


Fuorte CA et 5.6269 


| MAUREY manuracturine corr. , 


2909 S$. Wabash Ave.,Chicege 14, Iii. , 
Please send us further information 
regarding Maurey-Made Interchange- { 
able V Pulleys and Bushings. | 
FiRM Se Se ee | 
ae ollinmaail 
ciTy. ; ZONE_ STATE { 
NAME a a 


ee a se mm A section of the store's tool department. 
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of the equipment. A store salesman 
worked with the demonstrator 
during the three-day period, in 
order to further absorb demon- 
stration and sales technique and to 
close sales on the spot. Because a 
major unit of sale was concerned. 
the demonstrator emphasized that 
purchases could be made on a time 
payment basis by those possessed 
of good credit standing. 

The Palace Hardware Co. had 
two qualified demonstrators in its 
staff by the time the demonstration 
period was completed. They fol- 
lowed up leads developed during 
the demonstrations and closed 
many sales on the featured equip- 
ment and other homeworkshop 
needs. 


Hardware Sales Up 
20 Per Cent 


(Continued from page 73) 


the paint shelves at least once a 
day. and for items which are de- 
pleted, removing the tab from the 
channel. Depending on the num- 
ber of cans needed for replace- 
ment, the tab is placed between 
the fingers corresponding to the 
number of cans. A dozen or more 
tabs can thus be held in the hands 
without inconvenience. These are 
taken to a shelf in the back room 
and placed in the appropriate 
square on the chart shown here. 
Replacement cans from stock are 
then taken out to the display 
shelves. and the tabs re-inserted in 
the channel. 

As will be apparent, this not 
only eliminates many additional 
trips from the stock room to the 
display area, but saves the time of 
writing down the necessary infor- 
mation as well. Warehouse stock 
is easily maintained by placing the 
tab on the outside of the chart as 
shown, and the paint is reordered 
when convenient. 


High Employment 

N essential condition of high 

employment and stable 
prices, says CED, is reasonable 
stability of total demand at an ade- 
quate level—which means a stead- 
ily rising level of demand as our 
productive capacity grows. 
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Wisco officers J. R. Bennett, Madison, Wis., second vice president; Darwin Follett, Coloma, Wis., first 
vice president; Victor H. Lanning, Madison, secretary; John A. Fitschen, Madison, president and general 
manager (seated); Joseph Pfeiffer, Madison, assistant treasurer; Roy Beat, Mt. Horeb, Wis., chairman of 

the board, and Henry Kozelka, Prairie du Chien, Wis., treasurer. 


Wisco’s 22nd Merchandising School 
And Trade Show Attracts 859 


REGISTRATION of 664 
A dealer-owners of the Wisco 

Hardware Co., Madison, 
Wis., and members of their fam- 
ilies or store staffs, and 195 manu- 
facturers representatives attended 
the 22nd annual Merchandising 
School and Trade Show, which 
was held Jan. 10, 11 and 12, in the 
enlarged establishment of the 
wholesale firm. 

Among the speakers on the 
three-day program were the Gov- 
ernor of Wisconsin, university pro- 
fessors, economists. editors, agri- 
cultural experts, sales managers 
and advertising agency men. 

John A. Fitschen, president and 
general manager, reported that the 
company is now owned by 635 
stockholder firms, each of which 
operates a hardware, lumber, 
plumbing and heating or kindred 
business. He also announced that 
the membership has been growing 
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will have an additional 75 dealer 
members by the end of 1949. The 


company is planning to increase 


at the rate of one new member 
each week. since 1938. Mr. Fit- 
schen told that he expects Wisco 





Directors of Wisco sat for their photograph following the annual meeting 
which concluded the 22nd annual Merchandising School and Sales Show. 
Left to right, front row: Roy Beat, Mt. Horeb, Wis.; John A. Fitschen, Madi- 
son, president and general manager; Darwin Follett, Coloma; Henry Kozelka, 
Prairie du Chien; rear row, F. E. McKichan, Fennimore; Robert R. Baker, 
Hancock; Col. F. H. Himes, Crandon, and Seward Lincoln, Dakota, Ill. Ab- 
sent at the time the picture was taken was the newly elected director, 

Jerome Schueth, New Hampton, lowa. 
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N 0 W ™ Priced to meet the demand for a de- 


\ \ | pendable, low-priced power mower 


¥ stock the Savage POWER CHIEF (Model 85). Display this sensa- 
\ 


New Value \ tionally priced SAVAGE VALUE .. . point out its many superior 






Where there’s a lawn there’s a red hot prospect for YOU when you 


features. Get your share of profitable, volume power mower business 


with the new, low-priced Savage Power Chief. Place your order now. 


New Features \ \ 
\ 


| ‘ 


LOWER PRICE Plus NEW FEATURES 


Powered by the new 1949 Power Package engine, the Savage Power 





Chief is a lightweight, streamlined, dependable grass-cutting 
unit. Its compactness, low center of gravity, ease of storage 
and maneuverability are combined with features of instant 
starting, simplicity of operation and trouble-free service. 


Cut 18". 54"--24”" height. 







*Model75 available with 
Briggs & Stratton en- 
gine. $119.50 retail, 

F, O. B. Factory. 
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K-D No. 30 Socket Screw Key Set— 
A necessity for every mechanic, every 
day. Set contains 1] hex keys packed in 
rust-proofed metal kit with hinged re- 
taining clamp—plus extension handle to 
use on short end of key when long end 
must be used to turn screw. Quick read- 
ing bolt-cap-wrench size chart stamped 
into container. Keys accurctely forged, 
correctly tempered. 
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K-D No. 90 Nail & Staple Puller— 
small, extra leverage hand tool for 
general use by carpenters, electricians, 
plumbers, etc. Pocketsize. Fig. 1: Driving 
jaws under nailhead. 2: Pulling. 3: Puilirig 
wire fence staples. 12'' long, rust- 
proof finish. 








K-D 99 Saw Frame...all steel, one 
piece frame with quick blade change 
ayer gee " 
feature for 3'’, 4%2'', 6'', 8"',10'",12"" 
blades. Only saw of its kind. 
" CUTS AROUND CORNERS” 
With 3 or 412° blades, obstruc- 
tions and projections are easily 
spanned. For easy sawing in 
places impossible to reach with 
c tional saw frames. 


*KD* TOOLS 
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LANCASTER , PA. 
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its efforts to include new dealer- 
owners in lowa, Illinois, Minne- 
sota and Michigan, as well as in 
Wisconsin, in which it now has the 
great majority of its membership. 
\t the annual meeting the di- 
rectors voted authorization to in- 
crease the company’s capitalization 
by an additional $400,000, which 
will bring it up to about $114 mil- 
lion. In 1925 the company was 
capitalized at only $25,000. 


Sales Increase 


President Fitschen reported a 
sales increase of 12.3 per cent in 
1948 over the previous year and 
anticipates that the sales volume 
will be still greater this year. 

All of the 
chandising school sessions were 
held in the first floor and basement 
of the new 


well-attended’ mer- 


warehouse addition 
which was finished only last sum- 
mer. Half of the merchandising 
exhibits were located on the sec- 
ond floor of the addition which is 
now used as a permanent. mer- 
chandise display hall. 

The new fireproof, two-story 
and basement building provides 
15,000 additional square feet of 
space for display and warehousing. 

\ full schedule was maintained 


At the 


conclusion of the trade show. on 


from & am. to 10 p.m. 


the third day, open house was held 
and Madison people were invited 
lo inspect the modern plant and 
warehouse and see the merchan- 
dise that is handled by Wisco. 

lor the first time there were 
member-owners in attendance from 
Ilinois. lowa. Michigan and Min- 


nesota. At the start of the con- 


cern only hardware dealers held 
stock but in the course of growth 
lumber, implement and plumbing 
and heating dealers were enrolled. 


Officers Re-elected 


The officers of the company were 
reelected at the directors’ meeting. 
They are: Mr. Fitschen, president 
and general Darwin 
Follett, Coloma, 1st vice-president; 
J. R. Bennett, Madison, 2nd vice- 
Victor H. 
Madison, and Joseph 
Pfeiffer. Prairie du Chien, trea- 


manager; 


president: Lanning. 


secretary; 


surer. 

Jerome Schueth, J. G. Schueth 
Hardware, New Hampton, Ia., was 
elected to the directorate, other 
members of which are: Roy Beat. 
Mt. Horeb, chairman: F. E. Me- 
Kichan. Fennimore; Darwin Fol- 
lett, Coloma; Henry Kozelka. 
Prairie du Chien; Mr. Fitschen; 
Col. F. H. Himes, Crandon; Rob- 
ert R. Baker. Hancock: and Sew- 
ard Lincoln. Dakota, III. 

Four well-known economists 
participated in an economics for- 
um on the subject “Forecasting 
Future Business Conditions,” at 
the opening session of the mer- 
chandising school. They were gen- 
erally agreed that the business 
prospects for the hardware and 
implement trades, especially in the 
Midwest this year, are most prom- 
ising. 

These speakers were: Prof. E. A. 
Gaumnitz. assistant dean of the 
School of Commerce. University of 
Wisconsin: Miss Louise A. Young. 
Home Economist. 
Extension Div., University of Wis- 


Management 








Governor Oscar Rennebohm, of Wisconsin, (center) was one of the many 
speakers at the three-day merchandising school and sales show. With him 
are President Fitschen, left, and Roy Beat, chairman of the board. 
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consin; David Dillman, managing 
editor, Chicago Journal of Com- 
merce, and Prof. Walter W. Wil- 
cox, professor of Farm Manage- 
ment and Agricultural Economics. 
University of Wisconsin. 

The Monday evening session 
was opened by the Cardinals. 
champion barbershop quartet of 
Wisconsin. J. R. Hutchinson. gen- 
eral manager of Allied Kem-Tone 
Products, Sherwin-Williams Co.. 
spoke on “New Sales Opportu- 
nities for 1949.” “That Heart of 
Yours.” was the subject of Dr. 
Chester M. Kurtz, Assistant Pro- 
fessor of Medicine in charge of 
the Heart Department, Medical 
School, the University of Wiscon- 
sin. Charles J. Heale. president 
and general manager of Harp- 
WARE AGE, gave a brief review of 
general business conditions and 
told that prospects for another 
good hardware year appear to be 
excellent. 


Sales Clinic 


An inspiring clinic on “Selling 
and Salesmanship” was held Tues- 
day morning. with the following 
participating: Henry Flarsheim. 
executive of Ruthrauff & Ryan. 
Inc. advertising agency, of Chica- 
go; Al Herr, Milwaukee advertis- 
ing agency head; Les Falk. sales 
manager of the Wisconsin Ice & 
Coal Co., Milwaukee: Jim Dornoff. 
sales manager of the Automotive 
Division of the Pate Oil Co.. Mil- 
waukee. 

Gov. Oscar Rennebohm greeted 
the Wisco members at the Tuesday 
evening session. Other speakers 
m the program were Walter H. 
Gardner, general sales manager of 
the Keystone Steel & Wire Co.. 
Peoria. Ill, and Arthur A. Hood. 
editor. American Lumberman. 
Chicago. 

Two dealer forums were held 
simultaneously, Wednesday morn- 
ing, with hardware men and lum- 
ber men meeting separately for 
discussion of problems peculiar to 
their own lines of trade. 

At the hardware dealers forum 
on “Better Business Methods,” the 
speakers were: Clarence Mielke, 
Markesan Hardware, Markesan. 
Wis.; Norman Peplinski, Peplin- 
ski Hardware Co., Pulaski, Wis.: 
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with this ACO 





FLOOR BRUSH 


DISPLAY KIT 











LACO ““NU-PAC”’ 


DISPLAY PACKAGE 















@ Put floor brushes on display 
with a Laco “Nu-Pac” display kit 
—sell every home, factory, store, 
office and institution—watch sales 
. sweep in the profits. 








climb . . 
Kit contains six LACO quality 
14 inch floor brushes packed in the 
"Nu-Pac” self selling display box 
shows 3 brushes at a time. 
Dense, heavy Tampico filller is 
dyed green for greater sales ap- 
peal. Handles are clear varnished 
and 54 inches long. 







Ask Your Jobber or Write 


A\INED 
RUSH Cones 0 


kiye 
900 Bra NUEACTUE 
$ 
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Elroy Gromer, Gromer & Gholson 
Hardware, Hampshire, IIl.; Herb 
Schenk, H. C. Schenk Hardware 


1949 Marks 
Diamond 


HE Blackstone Corp., James- 
town, N. Y., celebrates its 75th 
1949. For 
three-quarters of a century, Black- 
stone has specialized in designing 


anniversary during 


and building laundry appliances 
for the home and during that time 
has contributed many types of 
washing machines to the billion- 


dollar industry which exists today. 


First Washer in 1874 


It was in 1871 that the company 
started by making corn planters. 
This device punched holes in the 
ground and laid the seeds to rest. 
In 1874, William A. Blackstone, 
then a successful merchant in the 
small town of Bluffton, Ind., built 
his first washer. 

His original washer was a box- 
like tub with a hinged lid to which 
the simple operating mechanism 
was attached. The “Western 
Washer,” as Mr. Blackstone named 
his original machine, met with im- 
mediate acceptance from house- 
wives who had long been hoping 
for some means of escaping the 
drudgery of washing clothes by 
hand. Merchants flooded the mod- 
est factory with orders for this 
machine which sold then for the 
sum of $30 per dozen. 

Soon the demand became so 
great that William Blackstone 
found it necessary to expand his 
manufacturing facilities. In 1879, 
he moved to Jamestown, N. Y.. 
and constructed a new and much 
larger factory. Here he continued 
the manufacture of the “Western 
Washer,” shipped them to all parts 
of the world, and further expan- 
sion of the business very shortly 
required the building of another 
and still larger plant. 

In those days. manufacturing 
were slower and far 
more costly per unit. Until the 
turn of the century. the basic de- 
sign of William Blackstone’s first 


pre cesses 


Co., Madison, Wis.; Jerome 
Schueth, J. G. Schueth Hardware. 
New Hampton, Iowa. 


Blackstone 
Jubilee 


washer continued to be the mode! 
for all “Western Washers,” though 
they were eventually built in three 
different sizes. Small refinements 
were added, but they did not alte: 
the appearance or the operation. 
An outstanding improvement, at 
this time, was a basket rack which 
slid back beneath the tub, and 
practically all other features in- 
troduced in this period were of a 
similar nature. 

With the beginning of the 20th 
century, the home washing ma- 
chine started on the period of swift 
development that has continued 
almost without interruption ever 
since. One of the first notable im- 
provements introduced in “West- 
ern Washers” was the round tub 
which offered the same capacity 
with less bulk. 

Soon after the round tub ap- 
peared, a new system of gearing 
was devised to operate the agitator 
by means of a flywheel. This not 
only made hand operation easier 
and faster but permitted the ap- 
plication of power, a real advance. 
Though electric motors and prac- 
tical gasoline engines were not 
available as yet, this new machine 
could be operated by a belt from 
a steam-driven shaft. Treadmills. 
too. were less work than hand op- 
eration, and could even be oper- 
ated by a pony or a large dog as 
well as by members of the family. 


An Electric Washer 
In 1904, Blackstone introduced 


its “water motor” washer. This 
was quickly followed by an electric 
washer. The first electric machine 
had a wooden tub with the motor 
bolted to a board beneath and con- 
nected with the flywheel by an un 
guarded belt. It was equipped 
with a wood-frame wringer, rigid 
ly bolted to the tub and operated 
entirely by hand. 

While the washing machine had 
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AND BE SURE OF REPEAT SALES 


Genuine hide glue that makes joints 
stronger than the wood itself has al- 
ways been the fine craftsman’'s choice. 
Franklin Liquid Hide Glue tests average 
3000 pounds and more per square inch. 
Always shows wood failure. Such 
quality glue — as easy to use as any 
ordinary glue — has proved a consist- 
ent repeat sales item! 


that’s ready to use 


% 


NO ODOR 


* Actually has no offensive 










6 sizks: 


TUBES, %-PINTS, 
















\ odor. Welcome in every 
| home. 
NO HEATING 


All the qualities of ‘hot glue 


Y.-PINTS, PINTS, 
QUARTS AND 
GALLONS 


without the disadvantages. 

Ideal for schools. 

extra-large tube 
retails for 


NO MIXING 
ld 
Ready to use and no waste makes oC 
it best for small repair shop. 





TEST IT FREE: 


Write for sample on business 
letterhead. Test it yourself or 
give to your best home-crafts- 
man customer. 


Hit 
STRONGER THAN THE WOOD ITSELF 


Used by finest furniture manufac- 


turers and woodworking industries, THE FRANKLIN GLUE COMPANY 


the highest recommendation a glue 
Columbus 15, Ohio 


ORDER FROM YOUR JOBBER 
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SPIRAL FLUTED 
CARBIDE TIPPED 
MASONRY DRILLS 


Faster! 
Better! 
Safer! 


Your customers will want this new 
improved drill. Show it to them, tell 
them about it—They'll reorder 
“Super Twist.” 





SUPER TOOL COMPANY 


21650 HOOVER ROAD ° DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 


National Distributors 
NEW YORK ° CHICAGO 
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millions of 
women because it did away with 


cen welcomed by 


one of the most laborious tasks 
of housekeeping, the early ma- 
chines were hardly : 
Blackstone 


functional beauty in washer de- 


objects of 
beauty. introduced 
sign with the “Arrow” model, in 
1929. This machine had a tub of 
highly polished nickel. and was 
finished in smooth white enamel. 
The acceptance of this improve- 
ment in appearance was so imme- 
diate and so lasting that the Ar- 
row remained top model for sev- 
eral years without any basic 
changes in appearance. 

While constantly adding to the 
heauty and eye appeal of home 
washers, the engineers and re- 
search departments have given 
even greater attention to mechan- 
ical improvements. The models of 
today have come a long way in 
appearance and compactness since 
the awkward looking Blackstone 
wooden tub and electric model of 
1906, but the mechanical advances 
are even more impressive. 

From its meager beginning, the 
washing machine has become an 
accepted standard for the home. 
creating an industry which pro- 
duced nearly 414 million units in 
1943. In 1940, the evolution of 
the washing machine construction 
was revolutionized by the advent 
of the automatic washer—a ma- 
chine which incorporated an auto- 
matic operating cycle, during 
which it accomplished the various 
operations of wasting, rinsing, and 


damp-drying without attention o! 
an operator. This achievement 
changed the entire process of hom. 
laundering to one of greater efh 
ciency and Black 
stone was one of the pioneers o| 


convenience. 


automatic washers, introducing, in 
1940, its agitator-type machine. 
Next, in 1945, Blackstone intro- 
duced the combination laundry 
comprising three matching units 
of streamlined design, including 
the automatic washer, an auto- 
matic dryer and a foldaway auto- 


matic ironer. 


The Source of 
America's Strength 


URING the past century, the 
real output produced by an 
hour’s work in the United States 
has approximately doubled in each 
generation. This unparalleled 
growth of productivity, as the 
Committee for Economic Develop- 
ment points out, has been a major 
source of America’s strength. It 
has meant more than a continuous 
improvement of the material wel- 
fare of the American people. 
Every sector of the population 
has been able to look forward to 
further simultane- 
ously with other sectors, and not 
at the expense of other groups. 
Moreover. America’s lead in pro- 


improvement 


ductivity on two occasions has en- 
abled a non-militarist democracy 
to overcome the armed challenge 
of militarist dictatorships. 


Fast Turnover Merchandise Heimbrook's Specialty 


(Continued from page 96) 


Heimbrook says. “That's where 
the new fixtures prove their worth, 
for, now that everything is dis- 
played openly, when people come 
into the store they seldom go out 
without buying something besides 
the thing for which they came.” 
Mr. Heimbrook had his fixtures 
built locally. All the old fixtures 
were cast out and replaced by new 
ones. with the exception of some 
sturdy solid oak fixtures on one 
side which were restyled, and re- 
finished to match the new ones. 
The sporting goods department 
is to the right of the entrance, at 
the front of the store. and extends 


right up to the backed 
Men passing the store 


open 
window. 
get an eyeful of the tempting hunt- 
ing and fishing equipment and 
other sporting goods featured. This 
brings many of them into the store 
to get the feel of a rod or gun, or 
look at some other equipment, and 
when this happens the urge to 
buy gets in its work. 

Beyond the sporting goods, on 
the right wall. are open displays 
of hardware, tools, and other lines 
a man buys. When he purchases 
something at the sporting goods 
section the chances are that he 
will see something else he wants 
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as he strolls back to the wrapping 
counter. 

On stepped-back islands down 
the center of the room and on wall 
fixtures at the left are featured 
gifts, housewares, small appliances 
and other things which appeal to 
women. 

“Women account for about 6) 
per cent of our business,” Mr. 
Heimbrook says, “and we con- 
stantly strive to find new items 
which will please women customers 
and attract them to the store.” 

One of Mr. Heimbrook’s em- 
ployees is a woman who has been 
with the store a number of years. 
He depends much on her judgment 
in selecting and merchandising 
women’s wares, and she is thor- 
oughly familiar with other hard- 
ware lines, too. “I have no desire 
to expand my business so that | 
will have a lot of sales clerks to 
oversee,” Mr. Heimbrook explains. 
“I had enough of high pressure 
selling in my days on the road. 
My thought now is to establish my 
security solidly with a small busi- 
ness where I can have a minimum 
of help and overhead but build 
substantial volume through fast 
turnover.” 


His First Objective 


During the years when he was 
calling on retailers Mr. Heimbrook 
firmly resolved that, when and if 
he had a store of his own, rapid 
turnover of stock would be his 
first objective, and that he would 
never permit unwanted merchan- 
dise to accumulate and gather 
dust on his shelves. As a part of 
this plan he consistently makes 
early promotion of seasonal mer- 
chandise and, rather than carry 
such goods till the following sea- 
son, he reduces prices substantially 
to move out anything left on hand 
near the end of the season. 

“As an example,” he says, “I 
stock a large line of Christmas 
toys. I first display these toys in 
August. and thus have the whole 
fall and winter season to promote 
them. By early December my toys 
are pretty well picked over and | 
then reduce prices drastically on 
the remaining stock. When Christ- 
mas actually arrives | have little 
carryover to worry about.” 
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Sun Ray Layer Built Pads may be 
used to the last layer. Use one 
surface, fold back this layer and 
you have a new, fresh surface. 
Every square inch can be used. 


From Sun Ray’s un- 
surpassed line of steel 
wool, the right grade 
can be picked for any 
particular need— 
from extra coarse to 
super fine. But every 
grade has only one 
quality—the highest. 


You can cash in throughout the year on SUN RAY Steel Wool 
products. The longer, stronger strands are graded and cut with 
scientific precision and do not crumble or break up. Fine craftsmen 
and good housekeepers everywhere, choose and use SUN RAY 
products and pronounce them consistently high quality. 


IMPROVED Sun Ray Woolers are 
standard accessories for disc type 
floor machines, which keep floors 
safer, cleaner and more beautiful 
in thousands of buildings. The 
radial strands work faster and 
better. 





The Williams Company 





JEX Steel Fibre scouring pads 
are known to millions as speedy, 
handy kitchen and house serv- 
ants. Théy are so economical they 
can be “used a day and then 
thrown away.” 





London, Ohio 


Without obligation, please send complete information on SUN RAY Steel Wool Products. 


NAME 


COMPANY 


ADDRESS 


CITY a 


STATE - 
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121 




















“Ast. « « 


AMERICA’S NEWEST... 
MOST COMPLETE LINE| yy 
of SEAMLESS DRAWN 
BATHROOM CABINETS 


The only seamless line made in a complete range 
of 4 cabinet sizes in 30 models. Available begin- 
ning March 1st to jobbers and dealers who are 


fed up with slow deliveries, high prices for medium ], promine 


quality with small profits. window . . 


This stand 
sizes in the 
of the country’s leading lines of bathroom cabinets [30” x 30” 


PACKARD has come to the front producing one 


with a real merchandising plan . . . a modern floor 
display stand on which can be mounted any 4 
models in the line. Customers are invited to see 
for themselves because the display stand invites 
“point-of-sale” investigation. The stand has an 


all important place in the sale of the PACKARD 





line of Bathroom Cabinets. It is yours FREE with 
the PACKARD line. 
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Modern Portable Display 
FREE with the Packard ] 


designed to merchandise ... 


This New and Beautiful ,. 
LINE of SEAMLESS 
BATHROOM CABINETS 


Here is the only way to sell and merchandise Bath- 
room Cabinets . . . here is a line that has genuine 
customer appeal because of styling and price. 


Now PACKARD offers you the merchandising 
method proven most profitable. Obtain one of 
these gleaming new display stands . . . place it in 
4 prominent spot in your show room or show 
window ... and watch your sales climb! 


This stand holds 4 cabinets . . . 1 each of the 4 
sizes in the PACKARD line. . . is 72” high. . . 
30” x 30” at the base. Sturdily constructed of 18 
suuge furniture tubing, and 


Formed Steel recess panels. 
Shipped knocked down. Easy 


to assemble. 





REVERSE SIDE 
OF STAND 
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PLUMBING AND HEATING SUPPLIE 





ELECTRICAL GOODS 

















= == LAWN AND GARDEN SUPPL 





‘Speedy’ Garden Shovel 


Union Fork & Hoe Co., 9 Buttles 
Ave., Columbus 8, Ohio, offers the 
“Speedy” garden shovel, 7% by 10 in. 
blade, 34 ft. handle, that is designed 
to appeal to home gardeners. Low 
handle lift is ideal for digging in beds 
and setting out or transplanting plants 
and shrubs, says maker. One of the 17 
light “Speedline” tools which are all 
finished alike with metallic blue handles 
and gold bronze trim. 


Electric Flare 


“Electric Flare” molded of red ethyl 
cellulose with black lens ring formed 
of same material to which is added a 
clear lucite rod tinted red on the out- 
side except at the end. Lighted by 
standard flashlight battery cells the unit 
acts as a safety light for meeting high- 
way emergencies as well as a powerful 
flashlight for directing traffic. At back 
of case is a heavy rubber suction cup 


which can be secured to a fender o1 


stood in the road. Packed in heavy 
box, No. 788 retails for $5. Gits Mold- 
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ing Corp., 4000 W. Huron St., Chicago 
44, Ill. 


'Flexie’ Household Mop 


Hancock Quickie Mop Co., division 
of Hancock Tool Mfg. Co., 1605 N. 20th 
St., Philadelphia 21, Pa., is making a 





Flexie household mop with plastic, 
Miracle Sponge, which is a chamois-like 
material with close woven texture. Rub- 
ber block eliminates the use of a drainer 
because water can be squeezed out by 
folding mop in two. Mop head may be 
used for general cleaning without the 
handle attached and because of the 
flexible head, it will follow the contour 
of a bathtub, sink, pedestal or other 
rounded surfaces. Equipped with a 
baked enamel metal handle. 


Narda Trade-In Guide 


Narda Guide Co., 20 N. Carroll St., 
Madison 3, Wis., has issued the 1949 
official Narda trade-in guide which cor- 
relates under one cover, pertinent infor- 
mation on trade-ins on refrigerators. 
washers, vacuum cleaners and electric 
ranges. Pocket-size with stiff cover, it 
has 100 pages. Furnished to every mem- 
ber of the National Appliance & Radio 
Dealers Association, the guide is also 
available to others upon request for $5 


each. 







‘Red Devil’ Electric 
Paint Paddle 


Red Devil Tools, 130 Coit St., Irving- 
ton 11, N. J., is introducing a new tool, 
known as “Red Devil” No. 31 Junior 
Paint Mixer. It is a pocket-sized replica 
of the No. 31 paint mixer which has 
been mixing paint in from five to 50 
gal. cans. Said to be most useful in 
handling cans of one gal, or less, it 
should not be used for thoroughly mix 
ing pigment or oil or as a general paint 
conditioner. Tool is driven by a frac- 
tional horse power motor. Motor oper- 
ates on 110-volt, AC current and is di- 
rectly connected to the drive shaft, 
which is equipped with adjustable pad- 
dle and patented action. Mixing parts 
can be snapped apart from the motor 
for carrying and cleaning, by twisting 
the baffle plates and removing the agi- 
tator. Upper blade on mixing shaft is 
adjustable. Splash plate prevents ma- 
terial in can from getting out of hand. 
Set screw clamp comes with tool to hold 
mixer in position in the can. but tool 
can be used without clamp if preferred 
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EXCLUSIVE / 


leial prneren-sive COMBINETS 


AT POPULAR P RICE §S — available for immediate shipment 


big volume bulldet's 











New Titanium* 
Enamel 


Exclusive! 


STRAIGHT hitest 
PANELED on 


SIDES . white 


718) 3 TWO SIZES 
FLAT ‘ No.12 and No.10 
BOTTOM 





Exclusive! 
STRAIGHT 
PANELED 
AVAILABLE in 
ALSO IN OUR 
BLUESTONE 
WARE 





FEDERAL ENAMELING & STAMPING COMPANY 


PITTSBURGH, U.S.A, 
World’s Largest Manufacturer of Enameled Kitchenware 
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The all-round superior qualities 
built into these items make them 
fast sellers for you and insure 
long and satisfactory use by your 
customers. 
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No. 4120—Wrought Steel Rim 
Screen and Storm Door Catch 


Cast Allumaloy, rust proof levers. One 
piece drawn steel case. Bolt equipped with 
two easy compression springs. Packed 1 
in a hox, 4 dozen in a case. 


+5 


Tubular Screen and Storm Door Latch. 
No. 4150—Wrought Steel 

No. 4155—Wrought Brass 

Packed 1 in a box, 4 dozen in case. 





Screen Door Hardware is available in 
plated finishes. 


Winning Sales 
Features 





1. Superior Quality. 
2. Easy Installation. 
3. Double Spring Action. 


4. Priced to sell to the 
largest number of pro- 
spective buyers 





Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 


The 
CHAMPION HARDWARE (0. 


GENEVA, OHIO 
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WHAT'S NEW 








Improve Eveready 
Igniter No. 6 Dry Cell 


National Carbon Company, Inc., 30 
FE. 42nd St., New York City, 17, has 


announced improvements in the “Ever- 


i TERMINAL IS 
EVEREADY 


IGNITOR 


FOR RADIO P 
“TIQN-BeLes: Bur?" 
k ¥S 
_ “ECTRic Games! 


t pa 
RNS AND OTHER 
OPERATED pevicf? 





ready” “Ignitor” No. 6 dry cell, giving 
it approximately 20 per cent longer 
service on the heavy intermittent test of 
the American Standards Association, 
and about 25 per cent increase on their 
light intermittent test. The “Eveready” 
“Ignitor” No. 6 dry cell, has been used 
for years in many applications, includ- 
ing doorbells, alarm systems, ignition 
systems, lanterns, testing instruments, 
automatic controls, toys, and for other 
purposes by hobbyists and experi- 
menters, 


Vacuum Suction 


Lawnmower 


1949 “Hurricane” power lawnmower 
features a fan-end blade that creates a 
vacuum like suction which lifts flat 
lying grass up to the mower’s cutting 





edge, says maker. At the same time 
this action picks up cut grass and dis- 
tributes it throughout, eliminating win- 
drowing. Throwout is provided by 
Hurricane’s safety side guard which is 
‘et down while the engine is started- 
then folded during the mowing opera- 
tion to permit a convenient safe outlet 
for cut grass. Other features are the 
Hurricane carriage that is designed to 
follow natural contour of the ground 
and the full floating handle. It is a 
sturdy rotary type mower which is re- 
ported to slash its way with ease 
through high grass and tough weeds. 
Blade tips are replaceable, at 80 cents 
per pair. Aluminum alloy carriage is 
mounted on four fully ball bearing 
wheels with tires claimed to be punc- 
ture proof. Four cycle gas engine with 
inbuilt automatic governor develops 2 
h. p.; silver plated centerless ground 
bronze drive shaft; 20 in. cutting swath: 
tempered steel, broken-back blade with 
replaceable fan-end tips: % to 3% in. 
adjustable cutting height. National 
Metal Products, 2722 Cherry St., Kansas 
City, 8, Mo. 


Jiffy Window 
Control Springs 


Leidgen Specialty Co., Oconomowoc. 
Wis., is offering the improved Jiffy win- 


MORE THAN 5.000.000 IW USE 





















WINDOW CONTROL SPRINGS 
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dow control springs which are dis- 
tributed by Dodge Sales Co., 4217 
Wanetah Trail, Madison 5, Wis. They 
are curved strips of hard spring bronze. 
Placed between sash and frame, they 
are said to provide perfect window con- 
trol. Newest development in_ Jiffy 
springs is their return to hard spring 
bronze construction and the 1% in. 
width, now available for plain rail sash. 
Both are suggested to retail for 30 cents 
and are packed 24 pair to display 
carton. 
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Jual Purpose 


a 


x 


BURKS 


— 


WATER SYSTEM 


ONE PUMPING UNIT FOR 
EITHER SHALLOW OR DEEP WELLS 


By simply adding an inexpensive BURKS Educer to the famous BURKS Super 
Turbine Water System, it is changed from a shallow well to an efficient deep 
well system. Does not require any mechanical pump change. It's a feature every 
dealer can cash in on because it means increased sales and additional profits. 
It means security to customers with shallow wells that get below 28 feet in dry 


 “LIFE-LOK’ 


ADDS 40% LONGER LIFE TO BURKS PUMPS 


“ 


THIS 
PART, 
THE EDUCER, 
IS NOT 


REQUIRED 
FOR SHALLOW 


Only BURKS Super Turbine Systems have the LIFE-LOK feature that enables WELLS 
these quality systems to outlast any other by as much as 40%. LIFE-LOK is 


the greatest sales clincher in the Water System Business today. BURKS 


Dealers are cashing in on it. 


NO 


We back all dealers with national advertising, store display, local news- ‘ MECHANICAL 
paper, radio and direct mail advertising. - PUMP CHANGE 


Your inquiry is invited. 
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WHAT'S NEW 








Period Furniture 
Trim Assortment 
Vational Lock Co., Rockford, ILL, is 


introducing the Period Furniture Trim 
Assortment N-63. All items included in 
this assortment are claimed to be au- 





thentic reproductions. Assortment con- 
sists of one doz. each of 10 items. Indi- 
vidually packaged for quick identifica- 
tion and conveniently carioned for han- 
dling ease. Knobs and pulls making up 
the line are finished in French Gilt and 
Antique English. Accompanied by a 
walnut display board that suggests ac- 
tual application and provides point-of- 
sale emphasis. 


Rolle 'Sportseet' 

Rolle Development & Sales Corp., 
Lansdale, Pa., is introducing the “Sport- 
seet” of cast aluminum alloy, highly 





buffed and polished with magnesium 
tubes and turf tip in cast aluminum. 
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Rubber tip for smooth surfaces. Simu- 
lated leather case, $1.50 additional. 
Ideal for walking stick, golf, shoppers, 
commuters, shows, picnics, skaters, and 
wherever the SRO sign hangs, says 
maker. Suggested to retail for $9.95, 
fair traded. Individually boxed, 12 to a 
carton. 


Electric Pia Pack: 


West Bend Aluminum Co., West 
Bend, Wis., is offering a finely styled 
electric percolator which features an 
easy pouring spout, molded plastic table 
legs and plastic handle. Has a ca- 
pacity of eight cups and is made of 
durable 14-gage aluminum. It is a 
cold water type percolator with a 
double-wall pump; starts to perk in 
less than a minute, according to maker. 


Recessed socket in the base gives 
smoother lines and protects heating unit 
terminals. The 400 watt heating unit is 
completely enclosed in the base. Sug- 
vested to retail for $9.95, it uses AC 
or DC 


Pruning Booklet 

A “Handbook of Practical Pruning,” 
by E. L. D. Seymour, horticultural 
editor of The American Home, is being 
offered, without charge, to consumer 
purchasers of Seymour Smith pruning 
tools. A coupon packed with each 
tool is sent to the manufacturer, Sey- 
mour Smith & Son Inc., Oakville. 
Conn., who mail the handbook directly 
to the purchaser. For those who do 
not purchase a tool, the handbook is 
available at 25 cents per copy, from 
the company. Forty pages of text, with 
14 drawings and photographs, are re- 
ported lo provide expert advice on the 
pruning of plants, flowers, roses, hedges, 
shrubs, vines. lawns, fruit trees and 
shade trees. Written in a non-technical 
style, this handbook is an authoritative 
guide for both layman and professional 


grower. 





‘Hose Master’ 


Jane Francis, Inc., Somerset, Pa., is 
offering a non-corrosive, specially al 
loyed metal “Hose Master.” Precision 
tooled all brass valve arrangement, said 
to be leak-proof. Automatic shut off 
conserves water and eliminates faucet 
trips. Streamline in design, the hose- 
master features a pistol grip. Handy 
lock for keeping nozzle adjusted to one 
type of spray for an extended period of 
Packed six to a 


time, when desired. 





display box in assorted colors, four 
boxes to a carton, shipping weight 16 
lbs. Suggested to retail for $1.50. 


Four-Tone — 
Liberty Chime 


Sealed mechanisin plays friendly four- 
note Westminster Chime melody for 
front door; a single note for the back 
door. Smartly designed case finished in 
ivory with polished brass trim. Four 1 
in. special alloy brass tubes are claimed 
to produce warm deep tones. Adjust- 
able volume control. Model E-4, sug- 
gested to retail for $19.95, size 42% in. 
long, 7% in. wide and 3% in. deep. 





Shipping weight 10 lbs., packed one to 
carton. Liberty Bell Mig. Co., Minerva. 
Ohio. 
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NO DUPLICATION 
OF SIZES 


NO OBSOLETE OR 
SLOW-MOVING NUMBERS 
“Bglanced”’ 
of the finest 


d for extra 


There's real quality in Metco 


Wrenches 


Metalite tool steel, 
nished in gleaming, rust 


precision-made 


heat-treate 


strength and fi 


resisting nickel-chrome- 
broaching and scientifi 


ravi gehi= 


yne to ment at stress points give gre 
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Tapered design, ac- 


c reinforce- 


ater Weld Mote 


There’s tremendous sales power in 


this metal dispensing display rack. At- 
tractively lithographed in 3 ‘colors. Contains 
76 fast-moving Metco Wrenches in the most 
y. From coast-to-coast hardware deal- 
ch sales fast with this stream- 


elf-service selling easy 


popular sizes onl 
ers are stepping UP wren 
lined assortment that makes § 


1s $6720 254 30° fon 23" 


PRICE 
om your JOBBER or write to 


Tce 


METAL ENGINEERING COMPANY 


LE STREET ° CHICAGO 2 


Order today fr 


DIVISION 


134 NORTH LA SAL 





There’s a pile of profit 


WAREHOUSES: 


in the back of your store 


Take a normal assortment of slotted wood screws. Piled up, they 
occupy less space than two gallons of paint . . . or a kitchen stool. 
But figure the profit . . . 

And while you're figuring, forget about lighting and dusting 
and demonstrating and all those fancy front-of-the-store frills 
that are necessary to sell high unit merchandise. Remember — 
wood screws fit into a hole in the wall, in the back of the store 
at that. They're “no overhead” items your customers can’t do 
without, like prescriptions in a drug store . . . 

Corbin Wood Screws cost less to sell because your Corbin 
Selector Card takes over the selling job, helps customers pick 
out what they want, prompts them to buy more screws and stove 
bolts while they're at it. If you haven't received yours, ask your 
distributor or write direct. 

And when you sell Corbin Wood Screws, you know you're 
selling satisfaction. Every Corbin product has passed the famous 


Corbin uniformity test before it reaches your shelves. 


Gu CORBIN SCREW 





DIVISION 





The American Hardware Corporation 
NEW BRITAIN, CONN. 


NEW BRITAIN e NEW YORK e CHICAGO 





WHAT’S NEW 


Darwin's Bicycle 
Direction Signal 

Darwin Products, Inc., 1126 W. 18th. 
St., Chicago, IIl., offers a “turn” signal 
for bicycles which points to the right 
and left and provides a constant light 





for night cycling. 
switch unit that fastens to handlebar. 
Both the directional signal with a 
fingertip control lever and the constant 
tail light switch are located in this 
unit. Case finished in chrome or baked 
white enamel, bolts to rear fender and 
is connected to switch unit by rubber 
insulated wire. Two standard D cell 
flashlight batteries illuminate three 
bulbs located behind red, unbreakable 
plastic lenses. 


Power Snow Plow 
Attachment 


Reo Motors, Inc., Lawn* Mower Divi- 
sion, Lansing 20, Mich., offers a 24-in. 
snow plow attachment for the Reo Trim- 
alawn. Powered by a 1% h.p. four 
cycle gas engine. Has a five-blade reel, 
“Magic Touch” control. Snow plow 
easy to attach and remove. Claimed to 
clear snow from walks and driveways or 
mow the lawn with equal efficiency. 
Trimlawn is available in 21 or 25 in. 
cut, self-propelled. Flexible “Knee Ac- 
tion” cutting unit is another feature of 
this mower. Maker says unit mows up 
to four acres per day. 
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Portable Paint 
Sprayer 


Sellco Corp., 815 Andrus Bldg., Min- 
neapolis 2, Minn., is introducing a com- 
pact, portable sprayer said to handle 





any small industrial painting job. Com- 
pletely self-contained, it operates with 
a built-in compressor. Weighing four 
lbs., sprayer is equipped with a qt. 
container. Motor operates from any 110 
volt electrical outlet, AC or DC at a 
speed of 10,000 RPM, producing over 
50 Ibs. pressure, claimed to be enough 
for complete atomization of any paint or 
liquid. Interchangeable nozzle provide 
a spray pattern of either cone or fan 
shape. Die-cast parts. Payswell sprayer 
will handle deodorants, disinfectants 
and insecticides, fire proofing, liquid 
waxes, liquid plastics, rust inhibitors, 
wood preservatives, etc. Used for sten- 
ciling and small maintenance jobs,: auto 
body re-touching, sanitation and pest 
control and interior decorating. 





E-Z-Do Over Season 


Storage Line 
E-Z-Do, 261 Fifth Ave., New York 


City 16, is introducing a line of ward- 
robes, chests and cabinets, created for 
over-season storage. Protection against 
textile destroying household pests is 
provided by a spray of five per cent 
DDT on all inside surfaces of each 
piece in the line, says maker. Inside 
surfaces are also treated with a mildew 
preventative and the exterior surfaces 
are plastic treated for cleaning with a 
damp cloth. Line consists of 10 ward- 
robes, 12 chests, three draftless screens 
and smaller items as a four drawer cab- 
inet and a pair of tuckaway boxes. 
Finishes are in grained blond maple and 
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in a dark knotty pine pattern with a 
lining in a cedar effect. Construction 
three-ply gator-hide kraftboard, said to 
have a tensile strength of 200 lbs. and 
nickle-plated hardware. Two-piece Set- 
o-Matic construction with Invisa-Grip- 
pers is used in the wardrobes and 
chests. Wardrobes range in price from 
$19.98 for the King, 66 by 42 by 22 in. 
with two doors and full-length center 
mirror to $7.98 for the Nuview, 66 by 
29 by 21 in. 


Duo-Pivot 
Miter Box 


The Patentry Co., Inc., 93-03 Sutphin 
Blvd., Jamaica 2, N. Y., offers a Duo- 
Pivot miter box which 
and cuts compound miters. Made of 
gray iron, cold rolled steel and heat- 
treated aluminum alloy. Table size: 
18 by 51% in. covering about 100 sq. in. 
of table area. Has large adjustable dials 
for accurate setting and reading. Suit- 
able for both back and hand saws. Cuts 


miters, bevels 





stock up to 5 in. thick and of any width 
at all miter settings, according to maker. 
Fair trade retail price is $24.95, 





Orvis Impregnated 
Manchester Rods 


Charles F. Orvis Co., Inc., Manches- 
ter, Vt., offers impregnated Manchester 
rods suggested to retail for $65, the 








spinning rod and the fly rod. Man- 
~ — 














chester is made of Tonkin bamboo and 
is said to be superbly balanced, of deli- 
cate action and strong and durable. 
Trout, Bass, Grilse or Steelhead action 
all single grip. Supplied with extra tip, 
packed in poplin sack and aluminum 
case. Each rod is labeled with serial 
number of rod, together with other in- 
formation such as length, weight, fer- 
rule size and line test. Reel seat is full 
metal screw locking type of aluminum 
alloy, stain finish, specially treated to 
prevent corrosion. Cork grip cigar- 
shape made from Spanish cork. Fer- 
rules are of precision drawn 18 per cent 
nickel silver, water-proofed and hand 
welted. 











That's Why 
You'll Sell More 


BRADFORD 
Wldboasler 
WOOD-SAWS 


Your customers can feel the differ- 
ence in design that makes a Bradford 
Wood-Saw easy, effortless to operate. 
No other popular make of power 
saw is as accurately balanced. The 
fine balanée, light weight, and com- 
pact, streamlined design of Bradford 
Wood-Saws makes them first choice 
of craftsmen everywhere. 

Start your power saw profits today. 
Sell the new Bradford 
Wood Saws — they’re built to last, 


Metalmaster 


and are popularly priced. Distribu- 
ted through leading 


Write today for illustrated bulletin 


wholesalers. 


and complete information. 


THE 
BRADFORD MACHINE 
TOOL CO. 


661 Evans St., Cincinnati 4, Ohio 


Precision Since 1840 





YOUR best fan line »$- 
for a profitable 49! 


LO-LEVEL 
CIRCULATORS 


Truly beautiful. 

Exquisitely designed and 

finished. This FASCO air 

circulator enhances the decor of both offices 

and homes. Sturdily built. Efficient air de- 

livery. You'll agree when you see it... that 
it’s absolutely tops in the field. 


STYLED! i 


FASCO 
DESK FANS 


Adding new successfully- 

tested sales appeals year- 

after-year keeps the 

FASCO ArcticAire line of fans ahead in 
quality, performance, and sales. Now the 
complete line has the new improved guards, 
and Duo-Tone Gray. 


ai 


| Te-IW 
SALES! 


: é FASCO 
AUTOMATIC KITCHEN VENTILATORS 


A “natural,” easy, quick tie-in sale with 
every kitchen equipment order you get. A 
fast seller alone, too, when displayed in 





windows, and on counters. Can’t be beat on 


quality ...on price ...on buyer appeal. 


SEE THEM ALL IN BOOTH No. 228 AT 
THE NATIONAL HOUSEWARES SHOW 


ASCO 


INDUSTRIES, 


Formerly F. A. Smith Manufacturing Co., Inc. 
ROCHESTER 2, N. Y. 
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WHAT'S NEW 





1949 ‘Launderall' 


F. L. Jacobs Co., 1043 Spruce St., 
Detroit 1, Mich., is introducing the 1949 
model “Launderall” featuring an im- 
proved outside appearance and major 
mechanical changes. 
time has been decreased by four min- 
utes. Added to the cycle is a two gal. 
spray rinse to eliminate soapy water 


between the wash and the rinse period. 


Complete cycle which consists of wash, 
spray rinse, two deep rinses and the 
final spin dry, requires 36 minutes. 
Features console styling and an Electro 
Cycle drive. The three parts of the 
power unit, consisting of the transmis- 
sion, motor and pump have been built 
as an integral one-piece unit. Formerly 
pump and transmission were made as 
one unit and the motor as a separate 
unit. Entire power unit is said to be 





readily accessible and easily removed by 
taking off front panel, loosening two 
bolts and disconnecting the wiring cable 
and drain hoses. Machine is operated 
by an electric timer which controls the 
completely automatic cycle of opera- 
tion. Timer also automatically controls 
the reversing action of both motor and 
clothes cylinder with the motor itself 
changing its direction of rotation. 


Steam Radiator Valve 


Heat Timer Corp., 160 Fifth Ave., 
New York City, is making a steam 
radiator valve which is reported to auto- 
matically control the temperature of 
each radiator on which it is installed, 
permits room-by-room variation in heat. 
Etched on the cylindrical side of the 
valve is a scale of temperatures, ranging 
from 55 to 80 deg. Valve is installed in 
place of the ordinary air valve. Movable 
indicator is rotated until it points to the 
desired temperature reading on _ the 
scale. Valve will auomatically discharge 
air only when the temperature within 


Washing cycle 


the room falls below the indicated set- 
ting. Maker says this valve may be in- 
stalled on any one-pipe steam system, 
whether hand-fired or automatically 
fired, and with any fuel, according to 
Heat Timer. 


Libbey Tumbler Promotion 


Libbey Glass, Division of Owens-llli- 
nois Glass Co., Toledo 1, Ohio, is offer- 
ing a merchandise packet for Libbey 
heat-treated tumbler with newspaper 
mats, radio scripts, window and store 
display details, demonstration plans, 
sales training material, pictures of suc- 
cessful store displays, etc. 


Provincial Radio 
Phonograph Combine 


The Magnavox Co., Building 15, Fort 
Wayne, Ind., offers a complete enter- 
tainment unit for the whole family. 
Concentrated in one cabinet is an AM- 
FM radio, a phonograph equipped to 
play four hours of continuous music and 
television. Provincial has undistorted 
power output of 10 watts, a 12 in. high 
fidelity speaker, Duomatic record 
changer which plays both conventional 
and long-playing records and a Magna- 
scope television tube. Cabinet is finished 
in distressed fruitwood. Suggested to 


retail for $695. 
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MORE 
PROFIT 


Masonry Drills 
Be 


Increase sales to: 
masons, building contract- 
ors, electricians, plumbers 


The Kennametal masonry drill has 
a sapphire hard Kennametal cutting 
edge that will stay sharp up to 100 
times as long as ordinary metal. It 
will drill up to 5 times faster. Holes 
are smooth and true. Turbine action 
in the blade keeps the cuttings out 
and the hole clean. Sticking, binding, 
and stalling are prevented. The bit 
drills stone, marble, cement, asbestos, 
porcelain, asphalt. Sizes 44” to 1¥2”. 
Used in rotary drills, drill presses, 
and hand braces. Sell Kennadrills— 
write for Bulletin KH—today. 


To help you sell we advertise in trade papers, 
Popular Mechanics; and supply dealer helps 





Dealers Wanted! 


KENNAMETAL Arc vatrose. PA 





AN AMAZING LIQUID WOOD SWELLER 


17 eve ((( TIGHT LOOSE FURNITURE 


dealenrs-sEND FOR FREE SAMPLE 
THE CHAIR-LOC COMPANY, Freeport, N.Y. 
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WHAT'S NEW 








Long Eraser Pencil 


Russell Pencil Co., Gardena, Cal., 
offers a mechanical pencil of average 
length that has an unusually long 
eraser. Pencil employs a collet which 


: 
———— 


holds the eraser firmly down to the last 
\% in. says maker. Uses .046 short leads 
and has an extra large storage space for 
spare leads. Maker claims this pencil’s 
parts are all precision made. Pencils 
are mounted 12 to a three-color card; 
are suggested to retail for 98 cents each. 





‘Decto-Stick' 
Furniture Repair Kits 


Decto Products Co., Salem, Mass., 
offers a furniture repair kit consisting 
of one stick of each color, dark and 
light mahogany, walnut and maple, a 
scraper and a sheet of instructions. 
Packed in cellophane and stitched 12 on 
a brightly colored heavy eyeleted dis- 
play card. Under each bag is a short 
message printed on the card which give 
a few of the product’s uses. Applica- 
tion is simple; just rub across damage. 
Claimed to set firm at once. Elasticity 
makes it adhere while wood shrinks and 
swells with weather. Finishes can be 
applied on top of it. 





Allen Princess 
‘Dual-Duty' Range 
Allen Mfg. Co., Nashville, Tenn., is 


announcing its Allen Princess “Dual- 
Duty” range which presents the benefits 
of electric cooking in the summertime 
and coal-wood cooking and heating in 
the winter. Seal-Tite oven is literally 
surrounded by flame, top, bottom side 





and back, says maker, to insure even 
baking. Three Cutler-Hammer, Pyro- 
flex, five speed non-warping surface 
units provide fast electric top cooking. 
Outer and inner two way current flow 
is said to provide an even distribution of 
heat. The 24 by 22 in. coal-wood 
“Duro” cooking top is ribbed to prevent 
warping and buckling. Two covers are 
placed at the hottest part of the cook- 
ing top for direct heating of utensils. 
Dual oven and broiler element is claimed 
to afford speedy heat with precision 
control for fast broiling or slow barbe- 
cuing. Anti-scorch beaded oven bottom 
is designed to prevent foods from scorch- 
ing or burning when cooking with coal 
or wood. Finished in white porcelain 
enamel. 


Self-Charging 
Portable Radio 


General Electric Co., Electronics 
Park, Syracuse, N. Y., is offering a self- 
charging portable radio suggested to 








retail in the east for $79.95. Model 160 
weighs about 17 Ibs., has streamlined 
maroon plastic cabinet with a_ brass 
speaker grille and features a two volt 
rechargeable storage battery and a 
built-in charger. Other features include 
a built-in Beam-A-Scope antenna and a 
514 in. Alnico five dynapower speaker; 
equipped with five tubes. Claimed to 
run from 12 to 15 hours when battery is 
fully charged. Battery may be re- 
charged by plugging set into an AC 
house power. Built-in indicator indi- 
cates when charging is needed. 


Academy Automatic Plug 


Academy Electrical Products Corp., 
1849 Broadway, New York City 34, is 
making an automatic electric plug. To 
use merely insert wire and squeeze 
prongs. Features built-in wire locking 
device, all-angle finger grip and is 
molded of Urea plastic. Each is 
mounted on a simplified instruction 
card and packed 36 to a self-selling dis- 
play box. Available in pearl, light yel- 
low, light blue-green, medium blue 
green, blue-gray and brown. 
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Bulldog Coil Chain —Hodeu 
Bulldog Coil is always a popular 
leader in weldless chain. It is good 
looking, flexible, light and strong. 
The center tie in the Bulldog link has 
a grip that won’t let go—the wire will 
part before the knot unties. These 
features, plus its low cost, make 
Bulldog Coil the multipurpose chain 
for home, farm and industrial uses. 
15 sizes to fit every need. Sold in bulk, 
on reels or in cartons, also hardware 
specialties such as halters, tie-outs, etc. 








My father, Henry H. Hodell, founded this company in 1886 

as the Cleveland Galvanizing Works ... later, from 1922 to 1936, 

The Chain Products Company. His high regard for integrity of prod- 

uct has been the basis on which my associates and I have continued 

working to build a lasting reputation for Hodell Chain . . . as the 
chain that serves the best. 

Now, merged with our neighbors for 62 years, The National Screw 
& Manufacturing Company, whose reputation for quality products is 
world-wide ... we are more completely equipped, by experience and 
with facilities, to make more Hodell welded and weldless chains. We 


expect to do a better job for you than ever before . . . to serve you best. 


F. G. Hodell, President 
Hodell Chain Company 


¢ Hodell is the name for dependable chain! « 


react romp, unery me fg LOD? A BME NS co) UY YN Sb 


chine, Proof Coil, Liberty Coil, 


Passing Link, Bulldog, Samson, 
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Established 1886 « CLEVELAND 3, OHIO 


Flat Link, Register. A division of — THE NATIONAL SCREW & MANUFACTURING COMPANY 
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SHELBY 'S MONTHLY FEATURE 


MODERN CABINET 
PULLS 


Series 6-00-10 
Series 6-00-11 








BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 
builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


7 Since 1898 
THE yi i) SPRING HINGE CO. 
aL é SHELBY, OHIO 





























Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 


Witt NOT SHRINK} SELLS BETTER because 








STICKS AND STAYS pur 
iT 


it WORKS BETTER. 
a, * 


(om 






Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard. 
Water Putty keep 
re year after 

ear.” What's more, 

urham’s Rock- 
Hard Water Putty 

ives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many ane materials may shrink 
fall out or c ip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-Ib. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 

ustrial usérs, 
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The PLASTIC Repair Material 
in POWDER Form 


















WHAT'S NEW 








Kisco Circulair 
Models 


Kisco Co., Inc., 39th & Chouteau, St. 
Louis 10, Mo., is offering a line of four 
Circulair models. Washed-air cool-circle- 
ator washes and circulates fresh cool 
air in the summer and in winter it be- 
comes an effective humidifier by adding 
the proper amount of moisture to the 
dry air, says maker. May also be used 
as a deodorizer by adding a deodorant 
to the three-gal. water reservoir. Unit 
said to circulate 25,000 cu. ft. of vital- 
ized fresh air per hour. Streamlined 
cabinet is 23 by 15 by 15 in. and is 
finished in soft gray. Adjusto-Air Cir- 
culair utilizes a patented adjustable 
tilting deflecto to direct a greater 
volume of air into one area. Designed 
to meet the demand for increased ca- 
pacity, it has a %th h.p. motor and 14 
in. vairified air impeller. Volume of air 
circulated can be controlled with three 
speeds provided. Said to be ideal for 
use in drying clothes in home laundry. 
Handi-table model combines an occa- 
sional table with 360 deg. room wide 
circulation of the cool floor level air. 
Has three speed control. Finished in 
gray chrome with alcohol and heat re- 
sistant beige linen-weave plastic top 
and shelf. Stands 30 in. high and top 
is 13 by 13 in. Equipped with %th 
h.p. motor and a 14 in. vairified air im- 
peller blade, the executive table-air cir- 
culair is said to provide increased circu- 
lation of the cool floor-level air. Finished 
in mahogany, unit is 18 by 18 in. 





The Starrett Story 


Starting with a man and an idea, The 
L. S. Starrett Co., has grown from a 
modest beginning nearly 70 years ago 
to an institution which is highly re- 
spected in its field. “The Starrett 
Story,” a 32 page booklet just issued by 
the company, traces the story of the 
origin, growth and development of the 
company from the inspiration of the 
founder, Laroy S. Starrett, through 
wars, depressions, disasters and pros- 
perity to its present position as one of 
the largest manufacturing plants de- 
voted exclusively to the production of 
hand measuring tools and precision 
instruments. The booklet is profusely 
illustrated and is dedicated “to all who 
know and love fine tools.” Free copies 
are available from The L. S. Starrett 
Co., Athol, Massachusetts. 


Master Hasplock 


Master Lock Co., Milwaukee 10, Wis., 
is making a locking unit which com- 
bines a strong safety hasp, sliding bolt 
and Master laminated padlock, all in 





one. Entire unit is constructed of hard 


wrought steel and plated throughout 
with pure cadmium to prevent rusting, 
Features include a pinless hinge. re- 
cessed and reinforced screw (head) 
seatings, modern safety hasp that is 


ribbed for maximum sirength and a 
heavy flanged padlock eye. Laminated 
padlock is permanently attached to the 
bolt and swings freely, permitting use 





of the 450-B unit on either right or left 
doors. All screws are covered when 
the hasp is closed. Each is individually 
packaged in a colorful box complete 
with screws. Six are packed in a car- 
ton which can be folded easily to make 
a sale-compelling counter display. 


‘Floating Action’ 
Bicycle Spring Fork 

The Westfield Mfg. Co., Westfield, 
Mass., is introducing the “floating 
action” spring fork which is available 
on the top delux models of Columbia 
and Columbia-Built bicycles. Maker 
says with the suspension spring, the 
weight hangs, giving a free, guided 
floating action. Spring fork is said to 
suspend the front wheel from the 
spring. In order to provide for both 
heavy and light riders, two different 
tensions of spring are available for 
standard or heavy duty use. Another 
new feature is the trailing hub design 
which causes the front wheel to advance 
toward the bump whereas the trailing 
action causes the wheel to float upwards 
and back from the bump so that the 
wheel floats up and over any obstruc- 
tion with a free easy motion. Columbia 
floating action spring will correctly take 
the front brake, speedometer, cyclo- 
meter or braced basket. Three Duo- 
Tones are available in the new line. 
Decorations are maroon and vermilion. 
two tones of blue and two of green. 
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‘Cheftanette’ 


Cheftan Corp., 20 Cross St., Woburn, 
Mass., is making a year round barbecue 
for indoor and outdoor use. May be 


used with gas or electric kitchen ranges 





or under a broiler in the range oven, 
over andirons or in grate of fireplace or 
over outdoor fireplace or charcoal stove. 
Unit is automatic, wind the motor and 
it turns itself for about 20 minutes. 
Sears meat quickly according to maker. 
Suggested to retail for $16.95. 


Lightolier Booklet 


Lightolier, Inc., 11 E. 36th St., New 
York City, has issued an attractive book- 
let illustrating and describing the Deco- 
ralite lighting device. Brochure, mailed 
in answer to inquiries or supplied to 
dealers, tells how this combination of 
painting and wall-illumination, was de- 
signed to provide light for reading in 
bed and to add unique decorative 
touches to the bedroom or any room in 
the house, says maker. Eleven different 
Decoralite are shown, each designed by 
a noted painter or muralist. Final two 
pages include a few examples of the 
company’s line of lamps and lighting 
fixtures. 








House Marker 

Made of cast iron, finished in black, 
size 15 by 13 in., weight 5 lbs., %4 in. 
thick. Packed one to box, which has 
point of sale promotion data on cover. 





*pbteme a. 
Unit may be used as a house marker or 
foot scraper. Suggested to retail for 
$4.50. Jack Carpenter, 277 Baliviere 
Ave., St. Louis 12, Mo. 
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Sig Features 









~ MAKE THE 
PEERLESS FREEZER 
A STAND-OUT 
AND A 
PROFIT MAKER 








Through constant re - designing, 
Peerless Freezers continue to hold 
<a first place in modern, artistic ap- 
pearance; in quality; and in ease 
of operation. 


2 to 10 qts. 
12 to 20 qts. 


Household Sizes: 
Hotel Sizes: 











1 R CO 
THE PEERLESS FREEZER ; 
; ae *\* =) 









STREAMLINE DESIGN EASY TO LOCK 


ASK YOUR JOBBER 


PEERLESS DASHES 
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DROP FORGED HEAVY 
& SHELF HARDWARE 


Whatever you may need — Drop Forged 
Hooks, Shackles, Wire Rope Sockets, 
Chain Connecting Links, Turnbuckles, 
Eye & Ring Bolts, Swivels, Blocks or 
Pulleys — Wilcox-Crittenden is prepared 
to take care of your needs! All items are 
made in a variety of styles and sizes. Drop 
Forged goods are weld- 
less. Galvanized items 
are thoroughly coated 
— even the threads — 
by the Hot Dip Gal- 
vanizing Process. 

Our new 1949 Catalog 
“G” will give you all 
the information you 
need. If it isn’t at your 
’ fingertips, write for a 
free copy today. 


WILCOX-CRITTENDEN 
‘A CENTURY OF DEPENDABILITY” 
77 SO. MAIN STREET, MIDDLETOWN, CONN. 
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Coleman Heads Remington Arms Sales; 
Godfrey Assistant Sales Manager 


The appointment of R. H. 
Coleman as director of sales, | 
Remington Arms Co.,  Ine., | 


He is well known 
skeet shooter and has competed 
in national skeet shooting tour- 
naments from coast to coast. 


1918 1923, Mr. God- 


years. as a 


From to 


| frey was in the hardware busi- 





R. H. COLEMAN 


| American Trap 


Bridgeport, Conn., has been an- | 


nounced by C. K. Davis, presi- | 
dent 


and general manager. | 
Dewey Godfrey, western regional 
sales manager, has_ succeeded | 


Mr. Coleman as assistant direc- 
tor of sales. These changes were 
brought about by the recent 
death of Bernard Earl Strader, 
who in addition to being director 
of sales, was also a Remington 
vice-president. 


Shortly after graduation from | 
college in 1929, Mr. Coleman 
joined the advertising depart- 
ment of E. I. du Pont de Ne- 
mours & Co., Wilmington, Del., 
and served as advertising mana- 
ger of various du Pont products | 


including smokeless powder and | 
later anti-freeze. In 1936, he | 
was appointed manager of the 
du Pont Exhibit at Texas 
Centennial, Dallas. Jan., 
1937, Mr. Coleman trans- 
ferred to the Remington Arms 
Co., as advertising manager. He 
was later made director of pro- 
motion and until his recent ap- 
pointment, was assistant director 
for the past several 


the 
In 
was 





of sales 
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; ness in Orange, Tex., and then 


became a sales representative of 
the Peters Cartridge Co., Kings 
Mills, Ohio. In 1935, after the 
Peters company had 
division of Remington Arms Co.. 
district 


become a 
he was named assistant 
manager for Remington at Dal- 
las, and district manager in 1940. 

Mr. Godfrey is known, 
not only in Texas and the south- 
but in national 
circles. as an outstanding field 


well 


west, sporting 


shooter, and big game hunter. 
He has been instrumental in the 
promotion of trap and _ skeet 
shooting throughout the country. 
For many years he was head 
| representative of Remington 
Arms Co., Inc., at the Grand 


Championships 
held each summer at Vandalia. 
Ohio, and the National Skeet 
Tournaments held annually in 





DEWEY GODFREY 


various sections of the United 
States. 
was made Western regional sales 
manager of Remington at Bridge- 


port. 


| 








In 1945, Mr. Godfrey | 





Vv. C. 


HAVENS 


Vv. C. HAVENS MADE 

CROSLEY ASSISTANT 

GEN. SALES MANAGER 

W. A. Blees, vice president of 
Aveo Mfg. Corp., Cincinnati, 
Ohio, general sales manager of 
the Crosley Division, recently an- 
nounced the appointment of V. 
C. Havens as assistant general 
sales manager. 

Mr. Havens comes to Crosley 


from Consolidated Vultee Air- 


craft Corp., where he was assis- | 


tant to the vice president in 
charge of sales. 

For 18 years, he was with the 
Cadillac, Buick - Olds - Pontiac, 
and Oldsmobile divisions of Gen- 
eral Motors. Prior to joining 
Convair, he was in charge of ad- 
promotion and 
for the Oldsmo- 
bile Division. He was also an 
account executive with the 
Campbell-Ewald Advertising 
agency in Detroit. He will make 
his headquarters at the Crosley 
Division main offices in Cincin- | 


vertising, sales 


public relations 


nati. 
| 
NAT’L SPORTING GOODS | 
SHOW, JAN. 29-FEB. 4 


The National Sporting Goods | 
Association is holding its Sport: | 
ing Goods Show from Jan. 29 to | 
Feb. 4, at 428-430 Ambassador 
Hotel, Atlantic City. John 
Lawlor is president of the or- 
ganization. 


| of 





| 
| 





F, | the 


McILHENNY MADE 
WARING VICE-PRES. 


James P. Mellhenny has been 
elected vice-president in charge 
sales of Waring Products 
Corp., 545 Fifth Ave., New York 
City 17. This new post is in 
addition to his duties in a similar 


| capacity for The Winsted Hard- 
| ware Mfg. Co., Winsted, Conn. 
| Both companies are subsidiaries 
| of Claude Neon, Inc. 


Mr. Mcllhenny has had a wide 


| range of experience in both inde- 
| pendent and chain distributing 


channels, including over 10 years 
with General Electric Co., his last 
assignment being manager of 
sales of the air conditioning de- 
partment of that company. Mr. 
MclIlhenny will direct the sales 
of both organizations from the 
Waring Offices at 545 Fifth Ave- 
nue, New York. 


COROAIRE NAMES ASS’T 
SALES MANAGER 


A. W. Conley, president of the 
Coroaire Heater Corp., Cleveland, 
Ohio, and its wholly owned sub- 
sidiary Hot Boy Inc., has recently 
announced the promotion of 
T. G. Leonard to the position of 
assistant sales manager. 





T. G. 


LEONARD 


Mr. Leonard has been asso 
ciated with Coroaire Heater Cor- 
poration since his release from 
A.A.F. three years ago, in 


the sales and advertising depart- 


| ment. 
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Plan Sporting Goods Session 
At Joint Southern Convention 


A new feature of the joint 
convention of the Southern 
Wholesale Hardware Association 


ciation, will be handled through 
the Palm Beach Hotel, 
will also be available at 


rooms 
the 


and the American Hardware} Whitehall, Mayflower and Palm 
Manufacturers Association, at} Beach Hotels. Not more than 
the Palm Beach Biltmore Hotel,}| three bedrooms and a_ parlor 


will be assigned to any one com- 
pany at the Palm Beach Bilt- 
more. Recreational _ facilities 
sion, the April 4.| will be provided by the Sun and 
The traditional opening Monday | Surf Club, the new _ Biltmore 
evening held | Beach Club, the Beach Club of 
that evening at the headquarters | the Palm Beach Hotel and the 
hotel. | the Palm Beach Country Club. 


Palm Beach, Fla., April 4-7, in- 
clusive, 1949, will be a full half 


day special sporting goods ses- 





morning of 


session, will be 





\lthough all hotel reservations| T. W. McAllister, Southern 
for the joint session—the 96th | Hardware. 814 Metcalf Bldg., 


semi-annual gathering of the| Orlando, Fla.. is managing di- 

American Hardware Manufac-| rector of the S.W.H.A. and Dr. 

turers Association and the 58th | Arthur L. Faubel, 342 Madison 
| 


is secre- 


Ave., New York City, 
Asso- | tary of the A.H.M.A. 


annual convention of the South- 
ern Wholesale Hardware 








C. FRED LUCAS GENERAL | 17 years’ experience in sales man- 
SALES MANAGER FOR | agement and promotion with 
FLORENCE STOVE CO. | Florence and with Westinghouse 


C. Fred I a | Electric Corp. He joined the 
ee ‘ at al — * Florence organization in 1940 as 
lt = é =S 7 | . . . 
pointed genera! sates manager OF | clectric range sales supervisor in 
Florence Stove Co., Gardner, | eos 
| the southern division. In 194] 
Mass.. to succeed Robert H. Tay- | . 
?~ | he was appointed southern sales 
lor who was recently elected | . : 
ition it Bin ho h | manager with offices in Atlanta, 
es e ° ° Ss . . 
ag sal ee ae a | Ga., and has served in this post 
ee § . } . . 
2 eS €' up to the present time, with the 
Florence Southern division, has | s i ‘ , 
. | exception of one year in which 
established headquarters at the | wT 
| he was New England sales man- 
Gardner, Mass., plant. 


| ager. 
Mr. Lucas, a graduate of the | & 


University of Pittsburgh, has had | Edwin A. Bailey, who has been 


Florence sales representative in 
the North Carolina territory, will 
succeed Mr. Lucas as southern 
division sales manager with head- 
quarters in Atlanta, Ga. 


NEW SALES DIRECTOR 
FOR PERFECTION 
RANGE, HEATER SALES 
C. H. Foulds, Perfection Stove 
Co., Cleveland, Ohio, vice-presi- 
dent in charge of sales, has an- 
nounced the appointment of L. 


Bushfield as sales manager of 
the company’s range and heater 
division. 





ager of Perfection’s Atlanta, Ga., 


C. FRED LUCAS 
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For the past four years man- | 


| district, Mr. Bushfield succeeds | 


district manager for Perfection. 
a post he left to become chief 
| clerk in the company’s newly 
|organized Atlanta District in 
1925. He was named Atlanta dis 
| trict manager in 1944, 

| A veteran Perfection salesman. 
| C. C. West will replace Mr. Bush 
field as manager of the Atlanta 





district. 
Mr. West joined Perfection 
Stove Company in 1920 as a 
|salesman in Denver, Colo. Pre 


viously, he had been a salesman 
for the Beck & Gregg Hardware 
Co., Atlanta, Ga., and a salesman 
for an Atlanta Men’s furnishing 
business. 





N. E. HOUSEWARES CLUB 
SPACE SOLD OUT 

A record sellout of more dis- 

play space than in any previous 

show has already been indicated 


L. BUSHFIELD 


O. H. Larimer, who is retiring 
after 30 years as a member of 


the company’s sales division. 


Mr. Bushfield started as a clerk | for the 16th annual New En- 
with Perfection Stove Co. of| gland Housewares Show, Feb. 
Canada in 1920. He had held | 21-25, at the Hotel Bradford, 
only one previous job, that with} Boston, it was announced by 


the Grand Trunk Railroad one 
year before and one year fol- 
lowing his service with the Cana- 
dian Army. 

Successively promoted, Mr. 
Bushfield finally became Ontario 


Jack R. Hildreth, New England 
district manager for the Cory 
Corp., and general chairman for 
| the event under the sponsorship 
| of the Housewares Club of New 
England. 











H. Lee Murphy Appointed 
Richards-Wilcox Sales Manager 


H. Lee Murphy, formerly presi- 
dent and general manager of 


Eagle Industries, Inc., division of 
Bowser, Inc., 110 N. Franklin St., 
Chicago 4, HL, has _ joined 
Richards-Wilcox Mfg. Co., Au- 
rora, Ill., as sales manager. 


Mr. Murphy was previously 
with Sager and Barrows Lock 


Works, division of Yale & Towne 
Mfg. Co., in the capacity of gen- 
eral manager. Following his con- 
nection with Yale & Towne he 





went to Terryville, Conn., as 
| president and general manager 


of the Eagle Lock Co., and re- 
| mained at that position until the 

Eagle Lock Co. was acquired by 
| Bowser, Inc., at which time the 


executive offices were moved to 
Chicago and a separate division 
| called Eagle Industries, Inc., was 
created whose purpose was to sell 


Eagle Mr. Murphy 


was named president and general 


products. 





H. manager of this division. 


LEE MURPHY 
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ELECT NEW PRESIDENT || president of the Binghamton, | companies and technical adviser M. J. STEFFES MADE 

FOR TELECHRON, INC. N. Y. firm. to the third. He also served on GEN. SALES MANAGER 

The hoard of Gseetens of Tile-|. With _many years’ experience the board of directors of all three SUPER TOOL COMPANY 
|in engineering, manufacturing, | companies. 


chron, Inc., Ashland, Mass., an- 


Milton J. Steffes has recently 
nounced recently that it had ac- 


Immediately previous to his : 
been appointed general 





sales, and advertising in the mill 
sales 


cepted the resignation of I. W. 





| supply, hardware, und automotive 
| equipment fields, Mr. Schulte 
| comes well prepared to his new 
| job of selling flexible shafts and 
flexible shaft equipment. 

Mr. Schulte’s first employment 
was in engineering and engineer- 
ing sales in the power plant field. 
The major part of his working 
experience has been with the 
Rawlplug Co., Inc., and its sub- 
sidiaries, Die Cast & Forge Corp., 
and Grip Expansion Bolt Co. He 





appointment at Stow, Mr. Schulte 
was employed in a sales and ad- 
ministrative capacity at the Key- 
stone Bolt & Nut Corp., New 


| York City. 





TWO SALESMEN 


Perfection Stove Company’s 
Kansas City District has added 
George William Smith to its sales 
staff. He will operate in 35 Texas 


PERFECTION STOVE ADDS | 





manager of Super Tool Co., De. 








Counties and will make Austin | 
his headquarters. 
Mr. Smith is a_ veteran of | 
World War II, having served - « 
41%5 years with the Army Air rec 
| Forces. 
| Before joining the Perfection 
Stove, Mr. Smith worked as a 
sales engineer, selling laboratory 
A. F. FISHER furniture to schools, universities 
and industrial concerns in Texas. MILTON J. STEFFES ama 


Kokins as president of the cor- 
poration. 

Mr. Kokins resigned because 
of ill health. He recently com- 
pleted 35 years’ service with the 
company. He will continue as a 
director of Telechron and will 
serve in an advisory and consult- 
ing capacity. 

The board of directors has 
elected A. F. Fisher as president 
to succeed Mr. Kokins. 

Mr. Fisher joined Telechron in 
1945 as manager of manufactur- 
ing and engineering. A year later 
he was elected vice-president in 
charge of manufacturing and en- 
gineering. On Sept. 1, 1947, he 
was elected executive vice-presi- 
dent in charge of the company’s 
over-all operation. 

Prior to joining Telechon, Mr. 
Fisher was vice-president in 
charge of manufacturing and en- 
gineering for the Northam War- 
ren Corp., in Stamford, Conn., 
where he operated the war con- 
tracts division of that company. 
He was vice-president in charge 
of manufacturing and engineer- 
ing at Schick, Inc., Stamford, 
Conn., before joining Northam 
Warren. 

After serving in 
Army, Mr. 


the U. S. 
Fisher joined the 








SCHULTE 


M. J. L. 


was vice-president in charge of 
sales, secretary-treasurer and gen- 
eral manager of the first two 


P. W. Clemens has joined the 
sales staff of Perfection’s St. Paul 
District. He will make his head- 
quarters in Billings, Mont., and 
cover the state of Montana, the 
western part of North Dakota 
and the northern part of Wyom- 
ing. 

Prior to coming with Perfec- 
tion, Mr. Clemens had spent his 
entire business career as North 
Dakota representative of the 
Dakota Hardware Co. in Fargo, 
N. D. During World War II he 


served three years with the Army 





Air Corps. 








The Central States Hardware 
Club, Inc., 359 La Salle Hotel,, 
Chicago 2, according to Ben 
Leve, secretary, will again hold 
an informal dinner dance and 
entertainment for its members 
and guests attending the South- 
ern Hardware Convention to be 
held April 4 to 7th, on April 3rd, 
in the Fiesta Room of the Palm 
Beach Hotel, Palm Beach, Fla. 





The club will also sponsor a 





Central States Hardware Special Train 
Schedule to the Palm Beach Convention 


special train on the Pennsyl- 
vania Railroad, from Chicago to 
Palm Beach with the connections 
shown below. 

All train reservations from 
Chicago must be made through 
L. G. McSteen, Passenger Rep- 
resentative, Pennsylvania Rail- 
road, 16 S. LaSalle St., Chicago 
3, Ill. Mr. Leve suggests that 
return reservations also be made 
at the same time. 





troit 13, Mich., having served the 
company for seven years as field 
engineer and lately as director 
of the carbide tool research pro- 
gram. 

Mr. Steffes has spent his entire 
business career in the develop- 
ment and application of tung- 
sten carbide cutting tools. Gor- 
don J. Birgbauer, president of 
the company, in making the an- 
nouncement, explained that as 
Mr. Steffes has spent many years 
creating user and consumer de 
mand for tungsten carbide cut- 
ting tools, he will now concen- 
trate his activities on assisting 
the hardware trade to supply user 
demand, using the national trav- 
eling sales staff of Surpless, Dunn 
& Co., manufacturers’ represen- 
tatives, 74-76 Murray St., New 
York City 7, who has represented 
the Super Tool Co. nationally for 
the past 10 years. 





L. R. DIMMIG, EUREKA 
EASTERN SALES MGR. 


Eureka Williams Corp. has 
appointed Lloyd R. Dimmig as 
its eastern sales manager. For- 
merly in charge of “Filter Queen” 





Robeson-Rochester Corp. as plant | Ly. Chicago Fri. April 1 11.30 p.m. | operations in New Jersey, Mr. 
manager. He served in various | Ar. Cincinnati siscsi'se loin corwip dog, AMMEN cab 7.30 a.m, | Dimmig will supervise the distri- ‘ 

management capacities before his | Ly, Cincinnati ................... Sat. April 2 8.00 a.m. | bution of Eureka Vacuum Clean- 

election as executive vice-presi- | [.y, Knoxville ..Sat. April 2 3.00 p.m. | ers and Dispos-O-Matics in the 

dent of the Rochester company. | Ly. Atlanta ster. 0°4- 9:0 a Seer, a 9.05 p.m. | eastern area which comprises the 

Ar. Palm Beach bdninsi 6 6 0isie eae. San 2.30 p.m. New England, New York and 

Washington regions. His _back- 

SCHULTE IS NEW Connections will be made at Cincinnati as follows: ground includes experience with 

STOW SALES MGR. Maytag and Altorfer Bros., as 

Ly. Fort Wayne Joonvev ls Ate 2 2.20 a.m. | well as heading his own distrib- 

The appointment of M. J. L.| Ar. Cincinnati .. Licnisinc ae See 2 7.30 a.m. | uting company in Philadelphia. 

Schulte as general sales manager | Ly. Cleveland ..... ............. Fri. April 1 9.30 p.m. For the time being, Mr. Dim- 
of Stow Mfg. Co., has been an-| Ly. Akron ..Fri. April 1 10.50 p.m. | mig will headquarter in Lans- ZIPPO 

nounced by C. F. Hotchkiss, Jr.,| Ar. Cincinnati ................... Sat. April 2 7.35 a.m. | downe, Pa. 
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When you sell a Z-ro you make a trend! 





That’s the Zippo Story—past, present, and future 


Let Zippo owners say it their way! Let them tell you what it means to 
own a lighter so mechanically perfect it is guaranteed for life—has 
never cost anyone a penny to repair! Here are voluntary statements 
taken from a few of many unsolicited letters to us. 





































* “| want to thank you... . It certainly proves that ° “... you have developed an even strong- 
there is one company that is sincere in its operations.” er booster than the lighter itself did.” 
¢ “|... itis a pleasure to buy a product whose company * “Your service policy is one of the most commendable | have ever 
really backs its products and serves its customers.” heard of.... My hat is off to a fine product and a fine house.” 
y p Y P 


Yes, Zippo owners always have been—and always will be—satisfied 
customers ... the kind of customers who come back to you for more! 

















—_ e.\ ZIP goes z 
Oh you daling! | | ZHPPO ta FF. 


Here’s the first of Zippo's 





Put your Valentine sentiments in writing 
engraved on o famous Zippo fyter 


+i) x ; 

You't! be o double dorlingt First for moking ' / ‘oak ss wo i é > . f: 
gift more cherished becouse it’s 

perionolired. Second for giving a Zippo— 


~ @£ i big, i 
thot k so mechanically ZEFEOO swomee — } ? if fi a Mpressive national 
lighter worms R ? 2 . es 
sail i's quaronteed for lite —will never tei j j magazine advertising to 


your 


ea Lo een we erkeee sell more and more Zippos 
for you. This Valentine's 
Day ad will be seen by 
nearly 36 million when it 





appears in Life, Saturday 
Evening Post, and The 
New Yorker. 





NOTE: Zippo Lighters are Fair Traded! 








ZIPPO MANUFACTURING COMPANY, BRADFORD, PENNSYLVANIA 
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YOU'RE RIGHT AS RAIN WITH ROSS 






e square sprinkler 


h 


SENT THE NEW 


TheO 


PRE 


ROSS 


SQUARE SPRAY 












NO. 52 square 
portable. 


with Swivel 
coupling 


It's only natural that the originators of the square 
head sprinkler, after twenty-five years of experi- 
mentation, should be the first to adopt its principle to 
fill a long felt need and pepular demand by developing a portable 
square spray that may be concentrated on a square area one to thirty 
feet. Not only will this new square spray sprinkler saturate the desired 
grea right to the corners without going “out of bounds,” thus saving 
quantities of water, but its swivel hose coupling is a feature that makes 
it easy to connect and a pleasure to use. Then, too, it is sturdy and be- 
cause of its unbreakable base and no moving parts it will give years of 
dependable, trouble-free Service. 


This new Ross portable Square Spray sprinkler, No. 52, offers you the 
greatest opportunity to cash-in on a sales appeal for garden equipment 
since the introduction of the ROSS square head back in 1924. Among 
the many other items in the Ross line are the outstanding ROSS Star 
Sprinkler Heads. 


THE ROSS STAR HEAD 


Star heads have been designed to offer a complete 
line of all brass construction Ross quality 
sprinkler heads at low cost. These heads, 
which carry the Ross guarantee of op- 

‘s, eration are offered to give full, three- 
quarters, half, third and quarter 

circle action. Also made in park- 

ing strip sprays. Easily taken apart 

for cleaning without removing from 
pipe. Screw adjustment from the top. 
Threaded for 2 inch standard pipe. Ca- 
pacity up to 2% G. P M. at 30 pounds pressure. 


YOU SELL QUALITY WITH CONFIDENCE WHEN 
YOU SELL ROSS 


THE ROSS SPRINKLER CO. 


PASADENA 3, CALIF. 





34 ROBERTS ST. 
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Truslow Becomes General Sales Manager 
Of Corning Glass Consumer Products 


Corning Glass Works, Corning, | he was appointed general sales 
N. Y., recently made organization | manager of the technical prod- 
changes to further carry out its | ucts division. 
previously announced plans for Mr. Bredfeld has been 
jcoordinating the ‘activities of its | ciated with CGW since 1942 when 
consumer and technical products | he was employed as a sales rep. 
divisions. As a result of these| resentative for the Consumer 
changes, Thomas H. Truslow, Jr.,| Products Division. When the 
general sales manager of the com- | Atlantic District was formed in 
pany’s technical products divi- | 1947, he became its first mana- 
ision, has also been made sales| ger. For 18 years prior to join- 
manager of the consumer prod-| ing the company, Mr. Bredfeld 
lusts division. Mr. Truslow suc-| had been a sales representative 
lceeds Robert T. Beattie, who re- | for Aluminum Goods Mfg. Co. 
lcently resigned. Mr. Tumpane, a 25-year em- 

At the same time, it was an-| ployee, was a member of the sales 
nounced that John M. Bredfeld, | department of the Macbeth-Evans 
manager of the Consumer Prod-| Glass Co. prior to its 
ucts Division’s Atlantic District, | with CGW. He became mana- 
joins Corning to fill the newly | ger of commercial sales for the 
created post of manager of the products division in 
division’s distributor sales. assistant 

In a further organization 
change, James P. Tumpane, sales 
manager in charge of operations, 
becomes manager of the division’s 
direct sales, also a new position. 

After nearly three years of 
military Mr. Truslow | 
joined Corning Glass as adver- 
tising and sales promotion man- 


isso- 





merger 


consumer 
1943, was made 
manager in 1945, and later be- 


sales 


came sales manager in charge of 
| operations. 

Mr. Beattie came 
Glass in 1941 as a sales repre- 
sentative with the consnmer prod- 
ucts division. In 1942, he en- 
tered the U. S. Army. After four 
years of service, he returned to 
CGW in 1946, and shortly there- 


to Corning 


service, 


ager of the consumer products 


division. In 1947, he was made | after became assistant general 
assistant to C. D. LaFollette, vice- | sales. manager of the consumer 
president and director of sales,| products division. In 1947, he 


was appointed general sales man- 


later becoming assistant director | 
ager of that division. 


of sales. In Sept. of this year, | 











Mr. Boehm has been with the 
Youngstown sales department 
since 1946. In his new post he 
will serve as assistant to M. L. 
Ondo, regional sales manager in 
the territory including metropoli- 
tan New York, Newark, Harris- 
burg, Philadelphia, Washington, 
and Hagerstown. 


D. R. BOEHM, ASS’T 
REGION SALES MGR. 
YOUNGSTOWN KITCHENS 


The appointment of Daniel R. 
Boehm, Jr., as assistant regional 
sales manager for Youngstown 
{Kitchens with headquarters in 
|Washington, D. C. has been an- 
nounced by Charles A. Morrow, 
ivice-president in charge of mer- 
|chandising for Mullins Mfg. Co., 
|Warren, Ohio. 








EUREKA WILLIAMS 
NAMES CHICAGO MGR. 


Effective January 1, Charles 
G. Mason became manager of 
the Eureka Williams Corp’s., 
Chicago Branch. To his new 
post, Mr. Mason brings sales 
and promotion know-how  ac- 
quired in experience with Kel- 
vinator and, most recently, with 
Radio Equipment Co., Inc., of 
| South Bend and Cincinnati. He 
| will operate from the Eureka 
Williams Corp., Bloomington, 
| Ill, Branch office, 1161 Mer- 
chandise Mart, Chicago. As 
Branch Manager, Mr. Mason 
will supervise the promotion and 
| sale, in the Chicago area, of Eu- 
| reka vacuum cleaners. Dispos- 
| O-Matics and other Eureka prod- 
ucts. 








D. R. BOEHM 
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FRANK DRAKE HEADS 
SALES HEATING DIV. 
TENNESSEE ENAMEL 
W. B. Evans, president of 
Tennessee Enamel Mfg. Co., 
Nashville, has announced the ap- 


William Seymour, Jr., vice-presi- 
dent, C. L. Hardy, assistant vice- 
president, and Thomas G. Miller, 
secretary. 

Mr. Seymour has been with 
the Ryerson organization 31 
years, engaged in plant opera- 
tions and labor relations work. 
He was made assistant vice-presi- 
dent in 1945. In his new post he 
will be in charge of plant oper- 
ations and service for the entire 
group of 13 Ryerson steel-service 
plants. 

Mr. Hardy joined Ryerson in 
1927 at its Boston plant, and was 
appointed manager of the com- 
pany’s Philadelphia plant in 1945. 
As assistant vice-president, he 
will serve as an executive in the 
procurement department. 

















FRANK DRAKE 


pointment of Frank Drake as 
sales manager of the company’s 
gas heating division. 

Mr. Drake started his career 
with Temco in 1941 as general 
accountant and was advanced to 
the sales department in 1943. 
During the war he made an out- 
standing contribution as a vital 
part of the Temco defense effort. 
In 1946 he was promoted to as- 
sistant sales manager and served 
in this capacity until his present 





Cc. L. HARDY 


appointment. 
As sales manager, he will 
supervise the distribution of{ Mr, Miller joined Ryerson in 


Temco heating equipment to 120 | 1938, and was made assistant sec- 





wholesalers serving more than | retary of the company in 1946. 
10,000 retail outlets in the United | 





States, Canada and Mexico. 





ROY C. SCHMIDT HEADS | 
HARDWARE TRADE ASSN. 


| 
Roy C. Schmidt, district sales | 
manager in New York, for Stan- | 
ley Tools, New Britain, Conn., | 
. | 

has announced the election of | “** elected president | of the | 
Hardware Trade Association of | 
New York, at its Jan. 18 meet- | 





RYERSON ANNOUNCES 
EXECUTIVE CHANGES 


Joseph T. Ryerson & Son, Inc., 
Chicago, Ill, steel distributors, 


ing, succeeding J. C. Stites, 
Cleveland Twist Drill Co., who 
resigned because of a bunsiness 
transter. Forty-nine members 


and guests attended the meeting. 
Announcement was made that 
A. C. Flamman, legal counsel for 
the association will discuss Fair 
Trade legislation at the Feb. 15 
meeting. The association’s an- 
nual dinner will be held on 
| March 31 at the Downtown Ath- 
| letic Club, New York City. 
| President Schmidt appointed 
| Ralph S. Allen, Diamond Expan- 
| sion Bolt Co., as chairman of the 
entertainment committee and 
| Robert Mueller, Minnesota Min- 
ing & Mfg. Co., as chairman of 
the golf committee. 














WILLIAM SEYMOUR, JR. 
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SHOPLIFTERS 
HATE THIS! 
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It’s the Amazing New ® 


WONDER 








... the portable lock that is 
saving retailers millions 
of dollars every year! 


Now, at last, you and your customers can cut your losses from shop- 
lifters and petty thefts with this wonderful new portable lock. Slips 
on or off show-cases and display cases in only 8 seconds! Simple to 
install, tamper-proof. Requires no tools, no screws, no holes to drill! 
It's flexible too, protects all types of show-cases—has adjustable 
ratchet for varying thicknesses—never mars woodwork, never chips 
glass. Highly polished rustproof chrome. It's sturdy, fool-proof. 


$100,000,000 LOST TO PETTY THIEVES ANNUALLY! 


Losses to shoplifters and petty thefts has reached an all time high of 
over $100,000,000 annually! AND losses are mounting steadily. The 
time is ripe NOW for us to bring home the amazing story of the most 
effective protective device ever developed. Thousands are now using 
this lock—many thousands more will become confirmed users when 
our new series of hard-hitting ads are released in these publications: 
“National Jeweler 
Jewelry 


Department Store Economist 
N.A.R.D. Journal 


Esquire 
American Druggist 


Stock and display this profitable new Wonder Lock. Cash in on the 
demand this national advertising will be creating in your locality. Use 
our point of sale literature, envelope stuffers, pass-outs, mats and 
electros—they're all FREE! 


WRITE TODAY FOR FULL PARTICULARS 


Be in a position to cash in on the sales we create for you. Stock the 
Wonder Lock. Get our FREE promotional material. With this ammu- 
nition, see how easy it will be to sell these profitable new portable 
Wonder Locks! Don't delay. It's urgent—write NOW! (In addition 
to showcase locks we have other locks too — we'll send you full 
particulars when you write.) 


Here are a few users of the famous Wonder Lock: 


Marshall Field & Co. 
Sears Roebuck & Co. 
U. S. Gov't. Agencies 


WONDER LOCK (0., 


Walgreen's 

Montgomery Ward & Co. 
Hibbard, Spencer, Bartlett & Co. 
53 W. JACKSON BLVD. 
CHICAGO 4, ILLINOIS 
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Help yourself to 
BIGGER 





TAPE PROFITS! 
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GET AN 


ACCURATE LINE 


on money-making tape sales now! 


Tape is a year-round, consistently good 
seller you can’t afford to neglect. And 
when you feature ACCURATE tapes 
you’re offering quality made merchan- 
dise that is always fresh. Both friction 
tapes and rubber tapes are available in 
a choice of roll sizes and packaging. Let 
ACCURATE put you into the tape 
business. Get an accurate line on prof- 
itable tape sales by getting the com- 
plete story on ACCURATE tapes, to- 
day. Just call or write us for the name 
of your nearest distributor. Address the 
Accurate Mfg. Company, Garfield, N. J. 


= 


ACCURATE TAPES 


25 YEARS MAKING TAPES EXCLUSIVELY 


\, 
Na 
yo 


PROTECTIVE PACKAGING 





NON- DETERIORATING 








| his 50th year of unbroken ser- 


H. J. FERRIS BOARD 
CHAIRMAN FOR 
STARLINE 


Starline, Inc. of Harvard, IIL, 
and Albany, N. Y., recently an- 
nounced the resignation of its 
president, Howard J. Ferris. Mr. 
Ferris has assumed the newly 


| created position of chairman of 


the board. 





H. J. FERRIS 


Mr. Ferris is just completing 


vice with the firm, which his 
father helped to found 65 years 
ago. Mr. Ferris’ father, inci- 


dentally, is credited with the in- 
vention of the first hay carrier as 
well as other barn equipment 
manufactured by the company 
today. Of interest is a fact that 








was brought out at a banquet 
given in Mr. 
the 260 persons 


Ferris’ honor—of | Tools; 
employed at | Sobel advertising plans. 


| Jan. 


Starline, over 81 had been with 
the organization over 25 years, 
H. B. Megran, executive vice. 
president of Starline, will step 
into the presidency of the organ. 
ization. He, too, is a Starline 
veteran, of 35 years’ standing, 
From the position of salesman 
he subsequently became sales 
manager, adding the titles of as- 
sistant secretary, secretary, and 


| then executive vice-president. 





STANLEY TOOLS HOLDS 
SALES FORCE MEET 


A meeting of the entire sales 
force of Stanley Tools, New 
Britain, Conn., was held from 
3 to Jan. 6. Sessions were 
held at the plant on Elm Street. 
R. M. Parsons, general sales 
manager, G. H. Story, assistant 
general sales manager, and H. €. 
Pease, assistant general manager, 


| presided at the various meetings. 


At the opening session, sales- 
men were addressed by R. E. 
Pritchard, J. C. Cairns, R. W. 
Chamberlain, M. A. Coe, and 
H. C. Pease. Others who covered 
various sales angles of Stanley 
Tools, “Yankee” Tools and Rus- 
sell Jennings Bits are as follows: 
F. J. Gross, educational depart- 


ment; H. L. Connor, customer 
displays; G. M. Coholan, export 
sales; W. R. Fletcher, special 


sales; E. J. Weierstall and E. A. 
McKenna, “Yankee” Tools, W 
Whitney, Russell Jennings Bits; 
J. Clawson, steel squares; C. A. 
a, and F. A. Schadt, Atha 
. M. Fletcher and D. E. 








Eastern Hardware Golf Assn. 
Plans Tournament, May 18-20 
At Shawnee-on-Delaware, Pa. 


The Eastern Hardware 


Golf | somes for 18 holes of match 


Association has announced that} play on May 19. At the end of 


| 
its 13th annual tournament will | 


be held May 18 to 20th, 

sive, 1949, at the Shawnee Coun- | 
try Club, Shawnee-On-Delaware, 
Pa. Members of the association 


are requested to make their 
reservations directly through the | 
management of the Shawnee | 
Country Club. 

On Wednesday, May 18, all | 


players must qualify at 18 holes | 
Medal Play, players selecting | 
their own parties for the quali- 
fying round. The tournament 
committee will watch players 
on the basis of their qualifying | 
scores in flights of eight, and | 
the eight players having the low- | 
est medal scores will constitute | 
the Championship Flight, which | 
is the same procedure as that | 
followed last year. All other! 
flights will be paired in four- 


the round, the cards of the two 


inclu-| winners will be matched against 


each other to determine the 


| finalists for 18 holes of play on 


May 20. The cards of the losers 
will be matched to provide final- 


ists in the defeated fours. On 
May 20 there will also be 
matches provided for all _ play- 


ers of 18 holes, prizes being of- 
fered for winners and runners- 


up. There will also be conso- 
lation rounds in all flights. 
Special programs are _ being 
arranged by the Entertainment 
Committee for the evenings. 
The final dinner, May 20, will 
include election of officers and 


distribution of golf awards. H. 
L. Gilliam, Wood Shovel & Tool 
Co., 30 Rockefeller Plaza, New 
York City, is secretray of the 
association. 
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R..L. PERIN NAMED 
GEN. SALES MANAGER 
CONTINENTAL CAN 


Rk. L. Perin, formerly central 
division sales manager of Conti- 
nental Can Co., 100 E. 42nd St., 








R. L, 


PERIN 


New York City, has been named 
general sales manager, with re- 
sponsibility for the sale of metal 
containers in all three domestic 
metal container divisions of the 
company, T. C. Fogarty, vice- 
president in charge of sales, has 
announced. 

Mr. Perin joined Continental 
in 1928, and after field sales 
work, he became the Cincinnati 
district sales manager, and, in 
1942, the Pacific Coast sales man- 
ager. In 1944 Mr. Perin was ap- 
pointed Central Division sales 
manager. 

In his new capacity as general 
sales manager, Mr. Perin will 
shortly transfer to the company’s 
head office in New York; in the 
meantime he will make his head- 
quarters in Chicago. 





HONOR PRESIDENT OF 
DETECTO SCALES 


Although the past year was 
probably the greatest in dollar 
volume, businessmen should not 
conclude that it has been the 
best year for them, Aaron J. 
Jacobs, president of Detecto 
Scales, Inc., Brooklyn, N. Y., 
warned a group of business asso- 
ciates at a special gathering held 
at the Hotel Granada. The busi- 
ness associates met to honor Mr. 
Jacobs with a bronze plaque, 
dedicating the new Detecto 
Building at 540 Park Ave., Brook- 
lyn. 

Manufacturers, particularly 
makers of consumer durable 
goods, if they have made proper 
preparation, have every reason to 
anticipate as good or even a bet- 
ter showing in 1949. 

For 1949, there seems little 





question that prices may ease, 
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raw materials will become more | 


available, and the hardships 
which supply and demand created 
will be eliminated. However, 
many other problems now face 
manufacturers, Mr. Jacobs point- 
ed out. 

Predicting that competition 
will become more intense, Mr. 
Jacobs said that there is now the 
opportunity and the time to put 


| into operation the many other 
factors that are important in cre- | 


ating, building and maintaining 
a successful and profitable busi- 


| ness. 


There will be more aggressive 
merchandising, better — styling, 


improved products, all designed | 


to complete a line of merchan- 


dising at a wide selection of 
prices. 
A scroll was presented in 


absentia to Harry M. Jacobs, re- 
tired, treasurer of Detecto. Max- 
well E. Jacobs, present treasurer 
of the company, accepted the 
scroll honoring his father. 

The following officers of De- 
tecto Scales, Inc., and guests 
were present at the luncheon. 

From Detecto: David S. Ham- 
merman, executive vice-president ; 
Samuel Jacobs, Maxwell Klein, 
Richard E. Marx, Jack Goldner, 
Mack Rapp and Maxwell E. 
Jacobs. 


APPOINT TEXTILE MILLS 
DIV. VICE-PRES. TO 
HEAD EASTERN SALES 


Arthur L. Groo has been ap- 
pointed divisional vice-president 
in charge of eastern sales, for the 
Textile Mills Co., of Chicago, ac- 
cording to a recent announce- 
ment. Mr. Groo has been the 
company’s New York representa- 
tive since he joined Textile Mills 
Co. in August, 1946. His New 
York headquarters, at 200 Fifth 
Avenue, have been expanded to 
provide space for a complete ex- 
hibit of the Textile Mills line. 
Mr. Groo will also supervise the 
export sales of the Tex-Knit 
products, which are now sold in 
several foreign countries. 





A. L. GROO 
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w PRODUCT 


It’s the STAPL-ON, amazing new 
hammer stapler that does any job 
tacks and hammer can do with 


SPEED 


... drives home SIX sturdy staples in 
the time it takes to put in ONE tack 
the old way...which means 


SALES 


because your customers can’t afford 
NOT to do their tacking jobs this time- 
saving, money-saving way... bringing 


prorits 


to YOU on this wonderful, all-purpose 
tacking tool that looks right, that’s 
built right, that’s PRICED RIGHT! 








WEIGHT DOES THE WORK 
Drives 20 staples in 5 seconds... because 
perfectly balanced weighted head of 
STAPL-ON takes 90% of the man-power 
out of tacking... .automatically feeds 
staples at machine gun speed. Easily 
loaded with 140—50 guage 3” shear 
point staples in 10 seconds... built of 
steel to take a beating, give uninterrupted 
service. 





INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 
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—AND POLISH 


Saves Time—Saves "Elbow Grease!" 


Here’s the lightest, most practical and lowest 
priced electric sander on the market—the only 
one of its kind! ‘‘Moto-Sander’”’ is so easy to 
handle, all you do is guide it—a child can use 
it. Does a beautiful job of sanding... de- 
livers 7,200 strokes a minute . gets into 


MOTO - SANDER 








corners and places other sanders can't reach. 
Straight-line action (non-rotary) eliminates any 
possibility of wood burns or scratches. Moto- 
Sander has only two moving parts . .. never 
needs oiling . . . weighs only 214 lbs. Rubber- 
cushioned sanding pad measures 24%” x 514”. 
Uses No. 2/0 Garnet paper or finer. Cam-type 
clamp paper holder permits changing sandpaper 
in seconds. Operates on 110-120 volt, 60 cycle 
A.C. Comes complete with 8 ft. (Underwriters’ 
Approved) rubber cord, plus 6 sheets assorted 


EASY FOR 
AWKWARD PLACES 





— 





grade Garnet paper, plus felt pad and sheepskin 
for wax polishing. 


GREAT FOR 
AUTO POLISHING 


POLISHES WAXED SURFACES! 


The new Dremel Moto-Sander may also be used 
polishing of waxed furniture, automobiles and other s 
that highly desired luster. 
sight. 
Polisher because it takes the 
housekeeping easier. 


hard work out of so 
Write today for details. 


for speedy, 


Your customers will want 
Wherever displayed or demonstrated, housewives buy Moto Sander- 
jobs—makes 


urfaces .. 


many 


effortless 
. giving 
Moto-Sander on 





MOTO-TOOL 
THE ‘‘POCKET-SIZE MACHINE SHOP’’ 


Moto-Tool is packed with more 
convenience and long life features 






EP PSR than any other hand grinder .. . 

more popular than ever for grind- 
MOTO-TOOL ing, engraving, carving, drilling, 
KIT No. 2 routing, polishing, and dozens of 


other operations. High-speed steel 
cutters and other Accessories bring 
steady repeat business. 
ae 
PORTABLE 
DRILL PRESS 


ONLY $9.95 (LESS 


$23.50 


Electric 
MOTO-SAW 


This sturdy elec- 


Dremel’s new 
precision driil press 
tails at an amazingly 


only $5.85/ for off-hand use. 





FOR STILL MORE PROFIT! 


MOTO-TOOL) 
portable 


tric scroll saw ONLY price. Moto-Tool owners 
works like magic. are snapping it up — for 
Blade travels $5.85 only $9.95/ Great for han- 
7,200 strokes per dling fine work—creating 
minute ! Write (COMPLETE costume jewelry, model 
today for infor- WITH making, etc. Utilizes 
mation on Moto- 3 SAW Model 2 Moto-Tool which 
Saw. Sells for BLADES) can be quickly removed 





No. 2 


$16.50 


re- 
low 







MOTO-TOOL 








DREMEL MANUFACTURING CO. 


DEPARTMENT 159-A e 


RACINE, WISCONSIN, U.S. A. 
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RUNDLE, UNIVERSAL 
SANITARY MFG. MERGE 


Merger of two of the country’s 
pioneer manufacturers of bath- 
room and kitchen plumbing fix- 
tures to form a single integrated 
firm named  Universal-Rundle 
Corporation, effective February 


1, 1949, was announced today. | 


The two merged companies are 
the Universal Sanitary Mfg. Co., 
New Castle, Pa., with auxiliary 
plants in Camden, N. J., and 
Redlands, Calif.; and the Rundle 
Mfg. Co. of Milwaukee, Wis., 
with a subsidiary plant also at 
Camden. Headquarters of the 
new corporation will be at New 
Castle, Pa. 

Universal Sanitary is one of 
the country’s largest producers of 
vitreous china plumbing fixtures. 
The Rundle company, produces 
vitreous enameled cast iron 
kitchen and bathreom fixtures. 

In announcing the merger, W. 
Keith McAfee, chairman of the 
board of Universal Sanitary Mfg. 
and of the newly formed corpora- 
tion, stated, “The merger serves 
to complement the production of 
each of the two companies, and 
makes them part of a five-plant, 
coast-to-coast organization. The 
new company will concentrate on 
producing a modern ensemble of 
bathroom fixtures and kitchen 
equipment, including lavatories, 
bathtubs, water closets, kitchen 
sinks and related items. No 
change in sales policy or distri- 
bution is contemplated. 

In addition to Mr. McAfee, 
officers of the new corporation 
are: Clyde M. Whittaker, presi- 


dent; H. J. Held, Stanley S. 
Backner, George FE. Crawford 


and Ray G. Caruthers, vice-presi- 


dents; and G. Ward Whittaker, 
|secretary and treasurer. All 
officers held management posi- 
| tions with one or the other of the 
companies before the merger. 
} 
| 


SCHULTZ, VICE-PRES., 
| SEC., HAMILTON METAL 


Herbert Piker, president of 
The Hamilton Metal Products 
Co., Hamilton, Ohio, has an- 


nounced the election of William 
L. Schultz as vice president and 
secretary of the 
Mr. Schultz has been engaged 
in the manufacture and distri 
bution of tackle and tool boxes 
|for the past 40 years. He 
| formerly connected with Stratton 
|& Terstge Co., Louisville, Ky., 
| hardware wholesalers, as_ vice 
| president in charge of the metal- 
ware division. 
| Mr. Piker also announced elec- 
| tion of Myron Piker to the posi- 
ition of executive esident 
|in charge of sales. 


organization. 


Was 


vice 








| WILLIAM L, SCHULTZ 








Sylvania Lifts Restriction On One 
Year Fluorescent Fixture Guarantee 


Two changes in its one-year 
fluorescent lighting fixture guar- 
antee have been made by Syl- 
vania Electric Products Inc., 
New York City, Fred W. Fulle, 
merchandising manager of the 
company’s Lighting Fixture Di- 
has announced. 


vision 

The guarantee, which was 
previously limited to orders of 
100 or more lighting fixtures. 


now applies to purchases of 25 
or more fixtures. Also, Mr. Fulle 
revealed, the limitation requiring 
that fixtures be installed in one 
location has been removed. 

The latter revision will permit 
customers who buy in_ large 
quantities to install fluorescent 
fixtures in their various branches, 
but for the guarantee to be ef- 
fective, individual guarantee ap- 


plication forms must be filled 


out and signed by the respons 
ible party in the particular lo- 
cation where the fixtures are in- 
stalled. It will also be necessary 
for such be 
through the central purchasing 
office of the 
the order, so that both the com- 


forms to cleared 


company placing 


pany and Sylvania Electric can 





records. 


Introduced March. th 
| original guarantee applies to all 
parts of Sylvania fixtures, 1- 
cluding fluorescent lamps, start- 


necessary 


keep the 


last 


one year of the date of i stalla- 
tion. 


ers, ballasts, lamp-holders, © 
| flectors, glass shields and metal 
oem. By its terms Sylvania 
agrees to replace any pals 
which become defective unde! 
normal conditions of use within 
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MERTON GILLIES 


M. J. GILLIES JOINS 
NAT’L SILVER’S 
CHICAGO SALES OFFICE 
National Silver Co., 295 Fifth 
Ave., New York City, recently 
announced the appointment of 
Merton James Gillies to the Chi- 

cago sales office. 

Before joining the National 
Silver Co., Mr. Gillies was asso- 
ciated with the Stainless Ware 
Co. of America, in the capacity 
of regional sales manager. 

Mr. Gillies will service as- 
signed accounts in the city of 
Chicago and in the state of IIli- 
nois under the direction of Harry 
R. Tyler, Midwestern sales man- 
ager. 

ARTHUR W. GADD OPENS 
HIS OWN AGENCY 


Arthur W. Gadd has resigned 
from John H. Graham & Co., 
manufacturers’ agents, to enter 
business in his own name, con- 
tacting the wholesale hardware 
trade for a limited number of 
manufacturers. For the past six 
years he was in charge of the 
Chicago office of John H. Graham 
& Co., previous to which he was 
in the Texas and St. Louis ter- 
Titories. 

Mr. Gadd is now representing 
General Hardware Co., Milwau- 
kee, Wis.; Illinois Lock Co., Chi- 
cago, Ill., and Warren Tool Co.. 
Warren, Ohio, and will cover the 
states of Towa, Nebraska, Mis- 
souri and Kansas. He is interested 
in contacting one or two other 
fon-competing manufacturers de- 
sirous of representation in his 
territory. He may be reached at 
1250 W. Gregory Blvd., Kansas 
City 5, Mo. 

ELECT NICHOLS PRES. 

PARADIZE PRODUCTS 
Charles W. Nichols, Sr., was 
recently elected president of the 
Paradize Products Corp., Fair- 
view, N. J., which plans to manu- 





facture and market a 


preventative. 


Nichols Copper Co. He has been 
long associated with the Allied 
Chemical & Die Co. as a major 
| stockholder. 

| — 





| BLACK & DECKER MOVES 
CHICAGO BRANCH 

| The Black & Decker Mfg. Co.. 
Towson, Md., has announced the 
moving of its Chicago sales and 
service station to a completely 
new building locaied at 1100 W. 
Jackson Boulevard. The building 
was designed and _ constructed 
especially by the company to 
double the facilities of the Chi- 
cago branch to give faster, more 





convenient service on Black & 

Decker, Van Dorn and Home- 

Utility products. 
STEWART-WARNER 


ALEMITE DIV. HANDLES 

HEATER DISTRIBUTION 

The distribution and service of 
Stewart-Warner Corp., 1826 Di- 


division of the company in Chi- 
cago, according to F. A. Hiter, 
senior vice-president of Stewart- 
Warner. Aircraft heaters, home 
heaters and other products of 
South Wind division in Indian- 


shift, -he said. 
John R. Reilly, Jr., car heater 


of five men, will join the Alemite 
retail sales division, headed by 
Gus Treffeisen. Mr. Reilly has 


distributor and small 
standardizer sales.' All Alemite 
distributors presently handle 
South Wind heaters and no 
change in marketing pattern is 
contemplated, Mr. Hiter added. 


ager for 








JOHN R. REILLY, JR. 
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moth | 
Among his former 
enterprises are the founding of 
the Nichols Chemical Co. and the 


versey Pkwy., Chicago 14, IIl., | 
will be handled by the Alemite | 


apolis will not be affected by this | 


sales and field service supervisor | 
in Indianapolis, and a sales force | 


been appointed heater sales man- | 


ANGST ON 


ROLLER SKATES 


IN THE POPULAR 
PRICE MARKET ! 




























THE 
MOST COMPLETE LINE 
OF QUALITY BUILT 
ROLLER SKATES 


GEE attows DEALERS 


AN ATTRACTIVE 
MARGIN OF PROFITS 


Write for 


Complete Information 
and Illustrated Literature 


SALES OFFICES 


@ New York 10, 200 Fifth Ave. 
Bldg. Room 554. Phone Oregon 
5-4521 

Chicago 4, 209 S. State Street. 
Room 1821, Phone Webster 7853 
Omaha 3, 3325 North 42nd St. 
Phone Kenwood 4274 

Atlanta 3, 70 Houston St. N. 
E. Phone Jackson 5295 

Los Angeles 15, 730 West 10th 
Place. Phone Richmond 2171 
Seattle 7, 2840 West 93rd Street. 
Phone Hemlock 2426 

Export Office—112 East 19th St., 
New York City 3. Phone Gram- 
ercy 3-6958 

Canada — Montreal, 4932 Sher- 
brooke St. W. 
Canada—Vancouver, B. C., 
W. Pender St. 


_ fh 
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KINGSTON PRODUCTS CORPORATION 


Kokomo, Indiana, U.S.A. 








Emerson Head Says Demand for Large 


Screen TV Set Will Keep Prices High 


Distributors and _ representa- 
tives of Emerson Radio & Phono- 
graph Corp., 111 Eighth Ave., 
New York City, 11, from states 
along the Atlantic Seaboard, at- 
tended a one day convention at 
the Waldorf-Astoria Hotel, re- 
cently, where a range of 30 new 
1949 models, including six tele- 
vision sets were presented. The 
radio and_ television models 
range in price from $16.95 for 
a table model radio to $599.50 
for a 16 in., direct view console 
model television set. 

In addressing the gathering at 
lunch Benjamin Abrams, presi- 
dent, indicated that on an aver- 
age higher prices would prevail 
in 1949, in the television field, 
as a result of the manufacture 
of larger picture sets in increas- 
ing quantities. He pointed out 
that this marks the first year in 
which large picture tube 
would predominate. “While some 
lower prices will prevail in the 
present 52 the 


sets 


sets 


in. sereen 


greatest interest will be evinced 
in the larger screen modeds,” he 
explained. 


“It is expected that this large 
type receiver will be in short 
supply throughout all ef 1949. 
Such competition as may de- 
velop in will be in 
small screen sets. 

He indicated that the 
very near future Emerson Radio 
will release a table model incor- 
porating a 16” tube which will 
sell for approximately $400.00. 

Mr. Abrams remarked, “The 
number of television sets which 
will be produced in 1949 will 


television 


within 





exceed by two and a half times 
the number of units produced in 
1948 whereas the dollar volume 
is expected to be three and a 
half times greater than 1948. | 
am of the opinion that by 1955 
the industry will do a velume of 
five billions of dollars and will 
rank as one of the six largest in 
the country.” 


CALORIC STOVE NAMES 
FLORIDA SALESMAN 


Caloric Stove Corp., Philadel- | 


phia, has announced the recent 
appointment of Johnzey Keeth of 
Tampa as district sales represen- 
tative in the state of Florida. 
Mr. Keeth, who has been asso- 
ciated with the heating appliance 
field since 1937, brings to his 
new position varied experience. 
Prior to the war he was a dealer 
in liquefied petroleum gas. From 
1942 to 1944 he worked as heat- 
ing engineer on Government 
projects, and since then he has 
been identified with both whole- 
sale and retail sales of gas ranges. 


E. J. SCHELL ASS’T 
SALES MGR. MUNISING 
WOODENWARE DIVISION 


Munising Wood Products Co., 
Inc., 666 Lake Shore Drive, Chi- 
cago 11, Ill, has recently ap- 
pointed Edward J. Schell as as- 
sistant manager of -its 
woodenware division. Mr. Schell 
will handle sales in the Chicago 
area in addition to his other 
duties. 


sales 


Manufacturers’ 


photograph was takeg, 
general manager, 





Elected Vice-Presidents of the American Washer & Ironer 

Association—Oscar A. 

Blackstone Corp., Jamestown, N. Y., left, and C. G. Frantz, 

president, Apex Electrical Mfg. Co., Cleveland. Absent when 
Neal Gallagher, 

Automatic Washer .. 


Lenna, president, 


president and 
Newton, lowa. 








MOTOROLA APPOINTS 
TWO VICE-PRESIDENTS 


Following the recent appoint- 
ment of Robert W. Galvin as ex- 
ecutive vice-president of Motorola 
Inc., Paul V. Galvin, president, 
announced recently that he has 
named Walter H. Stellner vice- 
president of merchandising and 
Elmer H. Wavering vice-president 
of product design. Mr. Stellner 
was formerly vice-president in 
charge of home radio and tele- 
vision set design and Mr. Waver- 
ing was vice-president in charge 
of automotive product design. 

Under the new organizational 
structure, Mr. Wavering will be 
responsible for eonsumer product 
engineering: home radios, auto 





| radios, television sets and car 











Individual honors recently were bestowed upon 62 veteran employees of James Heddon’s 
Sons, Dowagiac, Mich. The special ceremony also marked the 50th anniversary of the 
firm and the official opening of its new factory addition, which adds more than 15,000 
sq. ft. of oor space. President John Heddon made the presentations which were sterling 
silver miniatures of the Heddon leaping bass with jeweled eyes designating each service 
division. Eighteen employees received the diamond awards, over 25 years with engraved 
watches going to Mrs. Rose Miller and John Jurgenson, each with 41 years of association 


with the company. 
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heaters. Mr. Stellner will super- 
vise all merchandising, including 
sales, advertising, market re 
search, and service. 

The object of these changes is 
to strengthen the organization at 
the staff level, says Mr. Gavin. 

Mr. Wavering joined Motorola 
ig 1930 as an engineer. Later he 
became product manager of the 
car radio division, and during 
the war he headed the company’s 
Quartz Crystal Division. 

In 1937 Motorola entered the 
home radio field, at which time 


Mr. Stellner was named adver 
tising manager for the home 


radio division. A year later he 
was appointed product manager 
of that division and in 1942 
headed the company’s Washing 
ton, D. C., office. 


REVERE LICENSED BY 
WEST BEND TO MAKE 
TEA KETTLES 

A. C. Kieckhafer, president of 
West Bend Aluminum Co., West 
Bend, Wis., and J. M. Kennedy, 
vice-president of Revere Copper 
& Brass, Inc., have concluded an 
agreement to make trigger-oper 
ated whistling tea kettles under 
the West Bend patents. 


ELECT CONTINENTAL 
CAN BOARD MEMBER 


George P. Edmonds, president 
of the Wilmington Trust Co.. 
Wilmington, Del., recently 
elected a member of the board of 
directors of Continental Can Co., 
100 E. 42nd St., New York City 
17, according to Carle C. Con- 
way, chairman of the board. Mr 
Edmonds formerly was president 
of the Bond Crown & Cork (o.. 
Wilmington. 


was 
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Campaign Gets Under Way to 
Collect Heavy Steel Scrap 


New drive aims to collect scrap in order to maintain 
mill capacities and to build emergency stockpiles | 


The Business Paper Advisory 
Committee of The Advertising 
Council, Inc., 11 W. 42nd St., 
New York City has set into mo- 
tion the new campaign to salvage 
steel scrap from industrial 
sources. The campaign, requested 
by the U.S. Department of Com- 
merce and approved by the Coun- 
cil’s Public Policy Committee, is 
designed to accelerate the domes- 
tic flow of heavy steel scrap in 
order to maintain steel] mill capa- 
cities and to build an emergency 
stockpile. 

Industries will be asked to 
investigate their inventories of 
obsolete machines, and to scrap 
and sell those which are not 
absolutely necessary for conduct- 
ing their operations. Those who 
contribute will be paid for all 
scrap iron and steel at current 
price levels through existing sal- 
vage channels. The steel indus- 
try itself is presently conducting 
a program to obtain all salvage 
scrap possible from the general 
public. However, the Department 
of Commerce feels that a need 
exists for a larger campaign to 
reach selected industrial groups. 

Secretary of Commerce Charles 
Sawyer, in explaining the urgent 
need for ferrous scrap stated, “I 
am convinced that without an 
increased supply of scrap our 
domestic economy and _ foreign 
aid requirements will not have 
the badly needed benefit of maxi- 
mum iron and steel production. 
During 1947, the iron and steel 
industry consumed approximately 
two million tons more of pur- 
chased scrap than any previous 
year. 

“Despite this, the mills could 
have produced an_ additional 
three million tons of ingots and 
the foundries could have pro- 
duced an undetermined tonnage 
of castings if more scrap had 
been available. The average 
monthly consumption of scrap to 
date this year indicated that the 
rate of 1948 consumption will be 
more than three million tons in 
excess of the record-breaking 
1947 tonnage. 

“It is hoped that the industrial 
scrap drive to be conducted by 
the Department of Commerce 
will at least bridge the gap until 
German and other foreign scrap 
starts to flow into the country 
in substantial tonnage. From 
past experience and a spot check 


doubt that a determined and 
systematic combing of industries 
which are large users of ma- 
chinery and other equipment 
made of iron and steel that be- | 
come obsolete will produce a 
substantial scrap tonnage over | 
and above the quantities normal 
ly processed. 


CLEVELAND CLUB 
HOLDS PARTY FOR 
NEEDY CHILDREN 


The Cleveland 


children of the Cleveland Good 
Will Industries. Organized about 


six months 
housewares, 


ago by buyers of 
manufacturers and 
those connected with housewares 
industries, the club agreed unani- 
mously to donate the money for 
this party. There were gifts of 
toys, clothing, and candy, a 
magician to entertain the youngs- 
ters and Santa Claus. Chair- 
man of the fund raising com- 
mittee was Vice-president of the 
club, John E. Naumann, 1229 
Hird Ave., Lakewood, who was 
assisted by Morton H. Sinsk, 


Housewares | Ave:, 
Club recently held its first Christ- 
mas celebration for the 100 needy 


.| 18416 Winslow Rd., Shaker 
Heights; Louis G. Miller, 141 
| E. 213th St.; Henry C. Linse- 
| meyer, 1194 Cranford Rd.; Julian 
| Cale, Epping Rd., Gates Mills; 
| Alvin L. Newman, 2496 Derby- 
|shire Rd., Cleveland Heights; 
|D. O. Shaffer, 1434 Westwood 
Lakewood; George W. 
| Betke, 13433 Detroit Ave. Lake- 


| wood. 


UNITED WIRE GOODS 
UNDER NEW OWNERS 


It has been announced that the 
United Wire Goods Mfg. Co., 
Garnerville, New York, will be 
operated under new ownership, 
as Jacob Postal, former secre- 
tary-treasurer of the company, is 
assuming complete control of the 
business. Mr. Postal has been 
active for the past 30 years in 
the manufacture and sale of 
household wire goods and hard 
ware tools. His son; Seymour 
Postal, will be in charge of sales 
and Charles S. Hefter will be 
production manager. 

The United plant will continue 
to operate with the same factory 
personnel. The present sales or- 


ganization will be maintained. 
All items heretofore manufac- 
tured will be retained in the 
line, but Mr. Postal has an 


nounced that several new items 





will be introduced shortly. 








OBITUARIES 








ERNEST K. STALONS 


Ernest K. Stalons, 74, who be- 
fore his retirement several years 
ago served as a sales representa- 
tive in Shelby County, Memphis, 
Tenn., for Orgill Bros. & Co., 
wholesale hardware dealers, 
Memphis, Tenn., died recently 
after suffering a heart attack. Be- 
fore joining Orgill, he was asso- 


ciated with Hi-Speed Piston 
Rings as a salesman, during 


which time he acquired the nick- 
name of Hi. Even after his re- 
tirement he enjoyed good health 
and made periodic visits to his 
former customers and associates. 
Mr. Stalons is survived by a 
daughter and a son. 


EDWARD POLACHEK 
Edward Albert Polachek, 69, 


sales manager for the Schwabach- 
er Hardware Co., Seattle, whole- 
salers, prior to his retirement, 
died in Seattle. He was a member 
of Richmond Lodge 248, F.&A.M., 
the Seattle Consistory, Scottish 
Rites and the Northminster Pres- 
byterian Church. Mr. Polachek 
is survived by his widow and two 
daughters and a son. 





ELMER E. McNIGHT 


Elmer E. McNight, 87, who 
operated a hardware store in 
Madrid, N. Y., for 40 years, died 
recently after an illness of 10 
days. He opened the store in 
partnership with Ellis Lewis and 
in 1913 bought Mr. Lewis’ share. 
In 1945 Mr. McNight sold his 





that we have made there is no 
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| GAYLORD L. JONES 


Gaylord L. Jones, sales repre- 
sentative for the brush division 
of the Osborn Mfg. Co., Cleve- 
land, in the southeastern states, 
died at his home in Orlando, 
Fla., on New Year’s Day. Mr. 
Jones had joined the company 





GAYLORD L. 


JONES 


|in 1932 and was widely known 
throughout the southeastern states 
which he covered for 16 years. 
He is survived by his widow and 
two children. 


ARTHUR G. BROWN 


Arthur Gibson Brown, 63, 
president and founder of A. G. 
& A. L. Brown Co., hardware 
manufacturers’ agents, Montreal, 
Canada, died at his home there 





GUY H. KNOWLTON 


Guy H. Knowlton, 66, manager 
of the retail store of Root Neal 
& Co., Buffalo, N. Y., mill sup- 
ply firm, died recently after an 
illness of six months. He joined 
the company in 1909 as a power 
engineer and three years later 
became manager of the retail 
store. 


ADOLPH M. KRAKAUER 


Adolph M. Krakauer, 73, presi- 
dent of the Krakauer Hardware 
Co., Chihuahua City, Tex., died 
at the home of his daughter in 
El Paso. Mr. Krakauer and his 
father established a hardware 
business in Chihuahua City in 
1896. Ten years later he helped 
to organize the firm of Krakauer, 
Zork & Moye, El Paso. The part- 
nership dissolved in the 
1920’s. 


was 


GEORGE G. BUFORD 
Buford, 52, 


George Gillespie 
president of the Buford-Jessup 
Hardware Co., Plainfield and 
Mooresville, Ind., died at his 
home in Plainfield. He was a 
World War I veteran and was 
active in the Amer:can Legion at 
Indianapolis. 


ARTHUR C. GREGER 


Arthur Charles Greger, 71, 
operator of a hardware and seed 
store in Brownstown, Ind., since 
1899, died recently at his home 
in Brownstown, afler suffering a 





| recently. 


heart attack. 
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You can know all the answers with 
this attractive wall chart showing 
the complete line of products 
manufactured by NATIONAL. It’s 
21x37 inches in size and every 
product is clearly illustrated, 


named and numbered. 


Display this handy chart where 
your trade can become acquainted 
with the many products designed 
to serve practically every require- 


ment for builders’ hardware. 


The familiar name NATIONAL has 
become a “buy word” for dis- 
criminating purchasers of hard- 
ware. Your trade will appreciate 
how the care and precision em- 
ployed in manufacture is reflected 
in the superior service perform- 


ance of this fine hardware. 








Here’s the complete National Line 
Fe A ready answer to every hardware quiz! 
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Write for your free wall chart today! 


MANUFACTURING COMPANY - Sterling, Illinois 
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REPUBLIC 
UPSON 
pull lie ! 


«-. and cash in on the ecopomies of 





buying from one dependable source of supply. 
Republic Upson headed and threaded prod- 
ucts go together easily, stand up in heavy 
service and meet exacting requirements 

every time. Your choice always is right 

when it’s Republic Upson — backed 
by almost a century of manufac- 


turing skill and experience. 


REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION 

CLEVELAND 13, CHIO AND GADSDEN, ALABAMA 

Export Department: Chrysler Building, New York 17, N. Y. 


EDU BUNe ag 
30S AND WKS 








P 





Other Republic Products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
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ADVANCES 


Some electrical apparatus. 


Some electrical motors. 


Feed water heaters. 


One line linoleum floor covering, wall covering. 


DECLINES 


Steel scrap. Extras on some stainless steel products. 





Advances on _ linoleum—Be- 
cause of incregsed costs, particularly 
raw materials and labor, over the past 
year, Armstrong Cork Co. recently an- 
nounced an advance of 3 per cent in 
prices of its linoleum and _linotile. 
Prices of most other major products 
will remain unchanged at least for the 
time being. 

- > * 

Changes in stainless steel 
~Reduction in some extra charges of 
stainless steel products was announced 
Jan. 4, by Allegheny Ludlum Steel 


Corp., and applying to all grades of all 
products except stainess tubes and cast- 
ings. R. M. Allen, vice-president, said 
quantity reduced by 
amounts ranging from 5% cents to 1% 
cents per lb., depending on the size of 
the individual order. Some stainless 
steel sheets gage extras were reduced,, 
gages 23 to 26, inclusive, by 2 cents per 
lb. and gages 21 and 22 by 1 cent per 
lb. A slight cut was made in packag- 


ing extras for stainless steel strip. 
* * * 


extras were 


Some general electric ad- 


vances—General Electric Co. has an- 
nounced price increases for some motors 
and turbine-generators. Motors rated 
50 horsepower and above were advanced 
about 5 per cent; large turbine-gener- 
ators of 20,000 kilowatts and higher 
went up 10 per cent. At the same time, 
G. & 
amount its contract prices on heavy 
electrical equipment can be increased, 
to 10 per cent, modifying the 20 per 
cent limit in effect during 1948. A 


disclosed it was reducing the 


year ago, the company abandoned its 
“firm” price policy on such products in 
order to protect itself against cost in- 
creases. It then restricted any price 
advances under its revised policy to 20 
per cent. The new 10 per cent price 
ceiling applies to all apparatus, except 
large power transformers above 15,000 
k.v.a.’s, water wheel generators and 
synchronous condensers. 

ca ” * 

Steel scrap prices—The price 
of steel scrap, a basic cost factor in 
metal products from tacks to automo- 
biles, is beginning to “give” under the 
weight of increasing supplies. In Chi- 
cago, open hearth (steel-making) scrap 








Wholesale Hardware Inventories ‘° 


GEOGRAPHIC 
DIVISION 
Number 
of 
Firms 
UNITED STATES TOTAL...... 178 
New England............. 11 
Middle Atlantic... . 2% 36 
East North Central a F 33 
West North Central... .. : 28 
South Atlantic. . Lonnenaeds 27 
East South Central.......... ‘ 7 
West South Central. ..... ae 14 
Mountain. peer 
Pacific... : 17 








By Geographic Divisions, for November, 1948 





End of Month Inventories (Cost) 


Stock-Sales-Ratios b 











Weeks’ Supply 














| 
| 
Percent Change | of Inventory 
November 1948 Amount (Add 000) | | on Hand* 
vs. | | 
| 
! j 
Nov. Oct. Nov. | Nov. Oct. Nov. Nov. Oct. | Nov. | Nov. 
1947 | 1948 1948 | 1947 1948 1948 1947 1948 | 1948 «| 1947 
+22 | +1 | $102,149| $83,891 | $101,494| 198 170 | 178 11.3 | 9.7 
-14 1 2,228| 2,885| 2,490| 235 280 | 253 | 13.4 | 15.9 
+1 0 11,644} 10,491 | 11.661| 163 168 | 150 9.3 9.6 
414 o% 19,298 | 16.969| 19,473| 186 156 159 10.6 8.9 
+23 | 0 25.553 | 20,800| 25.537| 193 167 175 11.0 9.5 
+39 +9 "445 | 7.491| 9.543| 215 178 | «(178 12.2 10.0 
an | +4 ; 3,208| 3.546, 1 46 | 130 | 89 8.3 
417 | 0 10,804; 9/268 | 10:857| 205 16 | am | 11:7 10.6 
“| +38 1.410; 1,204| 1.386| 238 233 226 13.5 | 13.3 
+44 | +1 17,091 | 11/877| 17,001; 249 172 | (236 | 142 | 98 
} } 











U. S. Bureau of the Census. 


a Includes 21 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
* Calculated by a inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 
jf 
a 


Sales include direct 


Current Wholesale Trade. 


pments and consignment business. Weeks supply are lower than if based on cost of sales from owned stocks. 
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CARRIAGE BOLTS 


FULL SIZE BODY 





ELIMINATE SEVERAL HEADACHES 


RB&W’s consistent effort to help 
you make more money, is typified 
by the new, attractive package 
developed for RB&W bolts, nuts, 
screws and rivets. 


Your first glimpse of the pack- 
age shows the label information to 
be clear and complete. Big black 
type on a white background and 
the product pictured on the label 
save your men time and error in 
selecting from stock. 

This box is designed to give 
maximum opening for accessibili- 
ty of contents. It is labelled up- 
side down purposely to prevent 
bottom dropping out while han- 
dling . . . it ends all problems of 
dropping and spilling. 





QUICK IDENTIFICATION. Picture of FUMBLE-PROOF COVER. Boxes are STURDIER, MORE CONVENIENT 


contents plus clarity and 





Pp 


d with covers underneath. No BOX. Brightwood construction, 


ness of label information make se- danger of box slipping from under sturdy as metal-edged. No flaps. 


lection quick and accurate. 


And closer examination shows 
the construction strong, yet light 
—abuse resistant, convenient to 
handle. 

Already, the new RB&W pack- 
age has been called the most sen- 
sible—and most attractive—in 
the fastener industry. 


cover, spilling contents. 


Opens on flat side, won't tip. 


« 
THE COMPLETE cS 

2 
QUALITY LINE 





1 wo 





¢ 
4hiieD gas 


Plants at: Port Chester, N. Y., Coraopolis, Pa. 
Rock Falls, Ill., Los Angeles, Calif. dditional 
sales offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Oakland, Portland, Seattle. Distrib- 
utors from coast to coast. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
404 Yeaw Making Shong the Things That Make America Shong 
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All 3 just 
naturally Sell 
together. 





. . . but you can't make those 
VIGORO*® gardening line 
profits if you don't have these 
products in stock. 


@ That's exactly why you should 
place your order now for Amer- 
ica’s 3 great gardening aids—Vig- 
oro, EndoPest and EndoWeed. We 
don’t want you to miss those early 
sales and profits that should be 
yours. The 1949 national advertis- 
ing program for all 3 products 
starts in February and will be 
highlighted by 2 double-page ads 
(both in full color) in Life maga- 
zine at the top of your selling sea- 
son. So get your order in early. 
Plan window and inside product 
displays. Remember—nothing sells 
Vigoro like Vigoro. 

Complete material, including 
colorful window posters, mailing 
pieces and newspaper mats 
available without charge. Write us 
direct for your needs. 


are 


Presented by 


SWIFT & COMPANY 


Plant Food Division 
U. S. Yards Chicago 9, Illinois 


*Vigoro is the trade-mark for Swift & 
Company's complete, balanced plant food. 

















is being purchased from dealers at $40, 
down $2 a ton from the quotations which 
have prevailed since late last summer. 

Open market scrap during the 
years of extreme shortage went up in 
price at a much faster rate than the 
finished steel into which it is made. In 
O.P.A. days, No. 1 heavy melting scrap 
was pegged at $20 a ton—the preferred 
kind for open hearth. Before the recent 
weakening, No. 1 scrap, quoted at $42, 
was up 165 per cent from the pre-war 
1939 level. The average price of finished 
steel, meanwhile, has risen only 65 per 
cent since 1939. Scrap is one of the 
two main ingredients used in steel mak- 
ing. Steel can be, but normally isn’t, 
made without it. Scrap is the raw ma- 
terial recovered from anything that is 
In the “open hearth” 
steel-making process, which accounts for 


made of steel. 


about 90 per cent of total production, 
scrap is charged into the furnace along 
with pig iron, usually in a 50-50 ratio. 
Behind the present price weakening, say 
metal men, are several factors. One is a 
Metal that 
“went to war” in Europe is coming 


sharp climb in imports. 


home, especially from Germany. Then, 
too, the great post-war flood of new 
metal products—such as autos—into 
public hands is stepping up the march 
of old metal products to the junk heap. 
New diesel railroad engines are heading 
old steam locomotives for the scrap 
yards. Another price-depressing factor, 
important but less fundamental, has 


been good weather for scrap collecting. 


* * * 


Many prices give ground — 
1948 ended with post-war prices easing 
front. The year’s farm 
price drop was steeper than 


on a_ broad 
product 


generally realized. Grain prices have 
been slashed a third from the year ago 
level. Cotton values 
nearly 20 per cent since early summer 
Livestock are worth 10 per cent less 
than last winter. Bran for feed, worth 
$93 a ton early last year, new costs 
But price faltering has by 


have been cut 


around $55. 
no means been confined to the farm. 
Rubber for the nation’s tires was worth 
25 cents a pound as recently as August; 
the present price is 19 cents, down 24 
per cent. hides and skins 
have dipped nearly 25 per cent in 12 
Some building materials are 


Prices on 


months. 
giving ground. Prices on lumber, for 


example, have been dropping since 
shortly after mid-year, with production 
outstripping orders. In the final half 
of 1947, by contrast, lumber prices were 
briskly 
may not be far from their peak. Still 


the strongest spot in the price structure, 


climbing. Even metal prices 


the average cost of all metals and metal 
products has climbed nearly 15 per cent 


in 1948. Demand is still huge. contract 
prices are still firm. But “gray market” 


prices are being pared. Cold-rolled 
steel sheets bring around $170 a ton in 
the “gray market” today. That is $70 
or $80 above the mill prices in Pitts- 
burgh, but it is only about $70 below 
“vray market” quotations of only a few 
weeks back. The Bureau of Labor Sta- 
tistics index of all commodity prices, 
slowly slipping for four months, has 
eased off nearly 4 per cent from the 
post-war peak of August. In the last 
half of 1947 this index had risen more 
than 10 per cent. 


& oe * 


Outboard motors — Outboard 
motor makers, displaying their latest 








Wholesale Hardware Sales° 


By Geographic Divisions, for November, 1948 


SALES REPORTED 


| 
| 
| Percent Change | 


GEOGRAPHIC November 1948 
DIVISION vs. 
Number 
of 
Firms Nov. Oct. 
c 1947 1948 
U. S. TOTAL | 261 + 4 — 8 
New England 17 +7 - 2 
Middle Atlantic 64 +9 4 | 
East North Central 40 —1 —14 | 
West North Central 34 +6 —-9 | 
South Atlantic 33 +12 —-9 
East South Central 17 + 6 — 8 | 
West South Central 21 +2 —6 | 
Mountain. ... 9 +7 —7 | 
Pacific 26 -—1 - 65 | 


U. S. Bureau of the Census. 


SALES YEAR-TO-DATE b 


Amount (Add 000) 
Percent 

Change | Eleven | Eleven 
from | Months | Months 
11 mos. 1948 1 
(Add 000) (Add 000) 


Nov. Nov. Oct. 
1948 1947 1948 1947 





$67,430 $64,657 $73,425, + 8 | $775,771 | $721,641 
| | 
1,249; 1,171; 1,279; +5 | 16,996| 16,222 
11/858} 10,844| 12340| +7 | 124,409] 116,293 
11:972| 12,040| 13,932) +4 | 135,292] 130.220 
13,722| 12,943| 15,149/ + 9 | 158,062| 145,627 
5,389| 4827; 5,946| +13 | 59,925| 53,133 
4919| 4657| 5,342| +10 "703 | 44,301 
6.965; 6839| 7,.400| +9 | 89,093] 81.687 
2,158 2.013; 2309; +12 | 26,453| 23.672 
9,198; 9,323) 9.728; +6 | 116,838| 110,486 


Current Wholesaie Trade. 


a Includes 24 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 
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models at the annual Motor Boat Show 
at New York, talked of eliminating 
“frills,” cutting prices, and increasing 
advertising budgets. Last year their 
sales topped the $100 million mark, but 
for 1949, they foresee a “growing 
buyers’ market.” H. F. Larson head of 
the Outboard Boating Club of America, 
estimates industry sales may drop to 
around $80 million this year, with unit 
sales off to about 450,000, from a peak 
of 625,000 in 1947. That would still be 
about three times the pre-war high. 
Outboard prices are up over pre-war, 
but not as much as many items. A 
motor which cost about $100 then, on 
the average, now brings around $130 to 
$145. Most popular are the 5 horse- 
power models, but the 2% horse-power 
units also sell well. 
* * ” 

Price changes by Westing- 
house—Price increases ranging from 
5 to 10 per cent on some electrical appa- 
ratus lines were announced by Westing- 
house Electric Corp., effective Dec. 30. 
The company also has reduced from 20 
to 10 per cent the limit on the amount 
“adjustable” prices on some of its lines 
may be increased, between the time of 
order and time of delivery. Raises of 5 
per cent were made in the prices of 
steam condensers, feed water heaters, 
and evaporators, AC motors over 50 
horse-power, and integral horse-power 
DC motors. Turbine generators, 20,000 
kilowatt and above, were raised 10 per 
cent. Westinghouse said the reduction 
in the ceiling on adjustable prices, un- 
der escalator clause contracts, was made 
“primarily because of much lower back- 
logs on most lines of products.” The 
lower ceiling limit applies to all appa- 
ratus with the exception of waterwheel 
generators, frequency changers, syn- 
chronous condensers, stokers, and power 
transformers above 15,000 kilovolt- 
ampers. Prices of other Westinghouse 
products are being analyzed, and “it is 
hoped that additional price increases 
will not be necessary at this time.” 

+ * or 


Back to a competitive normal 
Although the electrical appliance in- 
dustry has returned to its historically 
normal position, characterized by sharp 
competition, 1949 will be a year of good 
profit opportunities, for dealers who 
step up their sales efforts to match in- 
creasing resistance. So said L. C. Trues- 
dell, vice-president of Hotpoint, Inc., 
recently. The industry is as sound as 
at any time in its history, he added, but 
the application of proven selling funda- 
mentals, frequently unnecessary in the 
post-war period, must be resumed to 
maintain a high level of sales. Record 
production in 1948 satisfied the pent-up 
demand for nearly all major appliances, 
and brought satisfactory inventories into 
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No wasted shelf or delivery 

space. Folds down to 3134” x 

28” x 1%". Easy to deliver or 
carry home. 


ORDER NOW TO INSURE 
PROMPT DELIVERY 


HL 


WITH THESE 
FAST-MOVING ~YEAR-ROUND 


PROFIT MAKERS 


PULL ANY LOOP — PUSH ANY LOOP — 


‘ 


Customers see it—handle it—and want it! 
Only rubbish burner with non-losable “push- 
pull” top... AND sag-proof “Volcano” bottom 
that speeds burning. Bottom is 300% stronger 
than flat bottom. Conical shape provides 
powerful draft for complete burning. Display 
this proved volume seller and it sells itself. 
Shipped nested, a dozen to a bundle. 

Heavy Duty — HW 303... Extra-heavy rust-resisting galvan- 
ized wire, 1” mesh. 28” high, 19” top diameter. Wt. 90 Ibs. per 


dozen. Price Leader —HW 1270. Rust-resisting, galvanized 
finish 2” mesh. 26” high, 19” top diameter. Wt. 65 Ibs. per dozen. 


IT’S OPEN! IT'S CLOSED! saG-PROOF BOTTOM 
etd 4 oe stronger — 
speeds burning 


Little “sales talk” needed when you sell “Fold-Flat” 

It’s making real “folding money” profits for dealers dis- 
playing it. Customers can see how the new Quick- Burn 
“tunnel” draft lets air get under rubbish for more com- 
plete, faster burning. They like the way it opens, at the 
flick of a finger —or stick when it is hot. The good- 
looking, sturdy mesh frame and galvanized finish prom- 
ises years of service with no replacement cost. 

No. HW 1310. Opens to full 28” high x 16” x 16"; 
Folds down to 3144” x 28” x 14%” (You can store 


a dozen in a space less than 2 feet high). 1” wire 
mesh. 6 per bundle. Weight, per dozen 120 Ibs. 


Quick-Burn Draft 


Construction for yy 
Perfect Burning LY 








WONDERFULLY HANDY FEATURES SELL IT ON SIGHT 


PICNIC STOVE Cooks a complete outdoor 


meal without pans. Four heat levels broil, fry, grill 
and boil. Easy as cooking in the kitchen. The per- 
fect item to build a picnic section around. HW-1300, 
11%” x 18”. Furnished with strong carrying case. 


UNION STEEL PRODUCTS COMPANY 


ALBION, MICHIGAN 





LAWN MOWER 


America’s fastest growing favorite! 





no other gives 
you more of 


all @ 


e profit ¢ right price 
(plus 1 year guarantee) 
e reliability 

® consumer acceptance 


5 self-sharpening 16” crucible cutting 
blades and lower cutting bar. Precision- 
ground for perfect alignment. Cutting 
height: 5s’ to 1's’. Self-aligning ball 
bearings with take-up adjustment. 
Double pawl clutch. Baked enamel finish, 
attractive colors. 


Cast side 
frame 
Tubular 
steel handle 
Heavy gauge 
pressed steel 
wheels. Rub 
ber roller 


MODEL 30 


All steel 
construction 
and steel 


MODEL 20 


Cast iron 
construction 
Wood handle 
and roller 


MODEL 40 


Designed and manufactured by 
MIDWEST MOWER CORPORATION 
2235 O'Fallon Street, St. Louis 6, Mo 





the hands of dealers for the first time 
since the war. However, electric utility 
expansion, high employment and wage 
levels, home building programs, and a 
growing farm market, will combine to 
increased markets, and keep 
business good for a long time to come, 
Mr. Truesdell said. Present high ma- 
terials and labor costs make downward 
unlikely 


create 


during the 
Although 
some price adjustments are inevitable, 


price revisions 


period ahead, he _ believes. 


competition among manufacturers will 
more likely take the form of new prod- 
ucts and new features, to increase the 
sales appeal of appliances. 


& * * 


Commodity prices off—Com- 
modity prices dipped 0.6 per cent dur- 
ing the week ended Jan. 4, the Bureau 
of Labor Statistics reported. The de- 
cline was the second straight on the 
B.L.S. wholesale price index, 
now stands at 161.3 per cent of the 
1926 average. The Jan. 4 level was 
0.7 per cent below that of four weeks 
ago and 2.5 per cent under the like 


which 


week in 1948. The wholesale index for 
all commodities other than farm and 
foods rose slightly in the latest week, 
from 152.5 to 152.6. 


* * x 


Tin plate allocations con- 
tinue—Tin plate allocations to can man- 
ufacturers will be continued until next 
July 1, the Commerce Department an- 
nounced. The program, originally sched- 
uled to end at midnight December 31, 
restricts tin plate use of can producers 
to one-half the 1947 rate. The Decon- 
trol Act, which expires next June 30, 
gives the Department power to control 
tin, and this, officials said, is “materially 
assisting tin stockpiling by the govern- 
ment.” 

* * & 


The “non-ferrous” metals— 
Sufficient supplies éf copper, lead and 
zine for American industry in 1949 are 
expected to depend on three factors; 
stockpiling by the federal government; 
the labor situation at mine, mill and 
transport; and imports from abroad. 
Shipments of these metals abroad, un- 
der the European Recovery Plan, also 
will be a factor in determining final 
domestic supply. The Copper & Brass 
Research outlining 
these conditions, said the demand for 
copper in 1949 may well reach 1.4 mil- 


Association, in 


lion tons, and “since U. S. mines cannot 
produce such a tonnage it will be neces- 
sary to import copper from Mexican and 
South American acute 
shortage of copper has been intensified 
by the strike at the great Utah mine 
of Kennecott Copper Corp. Normal pro- 
duction lost on this account is esti- 
mated at about 23,000 tons a month. 


mines.” The 














ARMSTRONG BRAY 


WIREGRIP precision made 
Belt Hooks come with 
extra (patented) blue 
aligning cards—are held 
more rigid, assur- 
ing perfect align- eos 
ment of hooks— + 
less hook loss from han- 
dling—a better job when 
applied with any make 
lacing machine. 6 sizes. 













PLATEGRIP 
for . . . Conveyor 
Belts. Make strong 
dust-tight joints in 
belts, of any width. 
Spread tension uniform- 
ly across belt, allow 
natural troughing of belt 
and operate smoothly 
over flat, crowned or 
take-up pulleys. Sizes a 
for belts from |," 

to I'/,"" thick. Easily ap- 


plied anywhere. yl wy 


Fasteners 





se Maiti, 


STEELGRIP Flexible Lacing, applied with a hammer, 
clinches over and protects end of belt. Makes 
strong, flexible joints. Boxed with 2-piece hinged 
rocker pins or can be obtained in long lengths for 
conveyor belt use. 


ARMSTRONG-BRAY & CO. 


The Belt Lacing People 
5348 Northwest Hwy. Chicago, Ill 





THEY SPELL 


“Real Safety 


EMBURY 


HIGHWAY TORCHES 


Lowest Cost for Highest 
Dependability 
on 


7 = 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N.Y. 
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The Association predicted continued 
large demands for copper from the elec- 
trical, automotive and building indus- 
tries. The building and automotive in- 
dustries in 1949 probably will each need 
about 250 million pounds of copper and 
its alloys. Copper tube is in great de- 
mand for hot and cold water lines, vent 
soil and waste lines and for radiant heat- 
ing. Railroads and steamship lines are 
described as having large plans for con- 
struction of new equipment calling for 
millions of pounds of copper and alloys. 
Other basic industries which will re- 
quire large tonnages are hardware, 
clocks and watches, radio and television, 
air conditioning, refrigeration, also wire 
screen cloth. The supply and demand of 
lead are expected to reach a balance in 
the first half of 1949; battery makers, 
major lead consumers, are said to have 
cut their purchases lately. 


* * * 


Forecast on aluminum — De- 
mand for aluminum is expected to con- 
tinue to exceed supply in the early part 
of 1949, says R. A. Hunt, president of 
Aluminum Co. of America. Continuing 
strong demand for aluminum and its 
products, without adequate increases in 
production, caused a tight supply-de- 
mand situation in aluminum that per- 
sisted throughout 1948. Droughts 
throughout many areas of North 
America, coupled with unprecedented 
industrial and domestic requirements 
for electric power since the end of 
World War II, have for many months 
hampered aluminum production, which 
requires large amounts of steady elec- 
tricity. Military requirements will have 
an increasingly substantial effect on the 
supply of aluminum for civilian use, as 
security needs must necessarily be given 
priority. Mr. Hunt estimated that pro- 
duction ef primary aluminum by U. S. 
industry in 1948 totaled about 1,245 
million pounds. Alcoa’s shipments to 
various industries during the year were 
estimated as follows: Building products, 
18 per cent; transportation, 13 per cent; 
cooking utensils, 9 per cent; machinery, 
4 per cent; household appliances, 9 per 
cent; power transmission, 6 per cent; 
shipments to fabricators for further 
processing, 25 per cent; all other uses, 
16 per cent. 


* * * 


Another freight rate boost 
—On December 30, the nation’s rail- 
roads were granted a temporary freight 
rate increase averaging a little more 
than 5 per cent, by the Interstate Com- 
merce Commission. The new rates are 
to be put into effect on five days’ notice, 
and will remain in effect until the I.C.C. 
decides the railroads’ request for a per- 
manent rise of 13 per cent. The Com- 
mission said the Dec. 30 increase brings 
the total accumulated increase in freight 
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2. SOGLow 


"| think he wanted to be the General 
just to keep his new BOSS gloves dry!” 


Boss Gloves go whizzing over the 
counter ... no matter how fast you 
stock ’em! Kiddies love those brightly 
colored, snug-and-warm jersey 

gloves and mittens. And mothers 
know they give good wear at low cost. 


THE BEST KNOWN NAME IN 


WORK GLOVES 
No. 411 HIKER 


Cowboy gloves 


i 
iW fli ill! 


: No. 418 SNUGS 
Children’s jersey gloves 


No. 420 WARMIT 
Children's jersey mittens 


THE BOSS MANUFACTURING COMPANY, KEWANEE, ILLINOIS 





JAR ann CAN OPENER 


Modern, streamlined— 
two units on one base; 
each folds out of way 
when other is in use. 
Takes care of every 
“opening” job—all cans, 
anything that wears a 
cap: bottle, 
glass or fruit jar. 
Also tightens 
screw caps. Safe 
to operate. No 
» glass breakage. 
a Choice of white 
enamel or 
chrome finish. 


Advertised in Good Housekeeping and Saturday Evening Pest 


FLAT IRON REST 

Important addition to 
any board. Leaves en- 
fire surface clear for 
lroning. Holds ——_ 
flat iron. No possibility 
of burning pad. Folds 
out of way when not in 
use. Aftractive, rust- 
proof cadmium finish. 


OTHER ZIM PRODUCTS 


ZIM JAR OPENER. Removes screw caps, bottle caps, 
pry-ups and friction. White enamel or chrome finish. 


ZIM CAN OPENER. Opens any size or shape can. 
Cadmium or chrome finish. 


Write for literature and prices 


ZIM MFG. CO., 3047 Carroll Ave., Chicage 12, Ill. 
Headquarters for Labor-Saving Home Appliances 


| 
























| CLOSET ACCESSORIES 


261 Fifth Ave., New York 
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rate revenue since June, 1946, to 52 per 
cent over pre-war rates. The decision 
authorized the eastern and southern rail- 
roads to increase freight rates by 6 per 
cent, while a 5 per cent rise was granted 
within zone 1 of western trunk line 
territory—Iowa, Wisconsin, and part of 
Minnesota—4 per cent within the re- 
mainder of western territory, and 5 per 
cent on interterritorial freight move- 


ments. 
* * & 


Steel production in 1948 — 
Steel production for 1948 was estimated 
to reach a new peacetime high of 88,- 
500,000 tons, according to the American 
Iron and Steel Institute. This total has 
been surpassed only in two wartime 
years. Output in 1944 was 89,641,000 
tons. In 1943, it was 88,836,512 tons. 
Steel mills were scheduled to operate in 
the final 1948 week at 97.3 per cent of 
capacity. This compared with 88.6 per 
cent the previous week, when steel out- 
turn dropped sharply owing to the 
Christmas holiday. Curtailment New 
Year’s Day was probably negligible, the 
Institute said. 
ne x * 
Steel nearing supply balance 
There are indications that the supply 
of steel is getting more in balance with 
demand, according to a year-end state- 
ment by W. W. Sebald, president of 
Armco Steel Corp. Mr. Sebald made 
these predictions for the steel industry 
in 1949: High operations, less use of 
substitute materials and a possible eas- 
ing of the pressure for steel from 
abroad. “Today we can walk into stores 


throughout the country and purchase 
most of the things made of steel we 
want,” he said. “There are, of course, 
still some products which are not easy 
to obtain, but as the weeks go by, these 
products also will become mere readily 
available.”” Manufacturers of many steel 
products now are producing in line 
with seasonal demand. For the first time 
since 1940, Mr. Sebald added, sales of 
most consumer durable goods are ex- 
periencing a return to the normal sea- 
sonal low for this time of the year. He 
pointed out, however, that even though 
the urgent need for steel in many lines 
of business is subsiding, “we believe the 
steel industry will operate at a very high 
rate during 1949, and may average close 
to capacity if the new Congress does 
not pass legislation unfavorable to busi- 
ness. 


ok * x 


Others look ahead—The out- 
look for a continued high rate of copper 
consumption appears good, says C. D. 
Dallas, chairman, Revere Copper & 
Brass, Inc. He added that supplies 
should be adequate and prices should 
hold steady. “Current consumption by 
U. S. fabricators is about double the 
pre-war rate,” Mr. Dallas said, attribut- 
ing the rise in consumption to increased 
use of copper by the electric, utility, 
automobile and building industries.” 
“Intensified competition” in 1949 is 
foreseen for the retail field by J. I. 
Straus, president of R. H. Macy & Co., 
Inc. He sees an enormous demand 
still unsatisfied, if the quality of mer- 
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chandise is good and prices low enough. 
Mr. Straus condemned attempts to 


] 
| 
maintain high prices by curtailing pro- | 


war market and the beginning of the | 
real competitive test. A continuation of | 


duction. “We need increased output at 
costs that permit lower retail prices,” he 
believes. Fred Maytag II, president, 
Maytag Co., said that “we have prob- 
ably reached the end of the lush post- 


maximum employment and _ profitable 
operation will require aggressive mer- 
chandising and increasing attention to 
efficient, low-cost production.” New 





construction in 1949 will total $18 bil- | 


lion, an increase of 4 per cent over 
1948, according to Engineering News- 
Record. Construction last year was at 
a record $17,400 million. The physical 
volume of construction in 1948 was 11 
per cent above 1947. If crops are good, 
high farm income is virtually assured 
in 1949 by the government policy of 
supporting prices, according to Theo- 
dore Johnson, president, J. I. Case Co. 
Therefore, he added, farmers should be 
able to buy any new farm machinery 





and equipment they need to meet still- 
rising farm production costs. 


* * = 


Steel expanding to meet de- 
mand—Leaders of the steel industry, 
now producing record tonnages, believe 
their own expansion program will bal- 
ance supply with demand this year, ob- 
viating any need for government action 
suggested by the President. A spokes- 
man for the American Iron and Steel 
Institute said indications are that the 
industry’s voluntary expansion has pro- 
ceeded faster than had been expected. 
The Institute revises its figures on steel- 
making capacity at the start of each 
year. Capacity on January 1, 1948, was 
94,233,460 net tons, and now has 
reached 96,120,930 tons per year. This 
is a greater steel ingot capacity than the 
nation has ever had in either peace or 
war, exceeding even the 95,505,280-ton 
peak when this country was waging a 
world war. 





* * * 


Operating rate high — The 
steel industry in the Jan. 15 week was 
scheduled to operate at 99.3 per cent of 
present capacity, turning out a record 
total of 1,830,600 tons, or 26,300 tons 
above the previous weekly high record. 
Total steel production in the U. S. last 
year reached a new peacetime high of 
88,509,083 tons of ingots and castings, 
says the American Iron & Steel Insti- 
tute. The wartime peak was 89,600,000 
tons in 1944. Ingot capacity is the ac- 
cepted yardstick of steel output. How- 
ever, for meeting actual requirements of 
customers needing more steel to turn 
into manufactured products, a more ac- 
curate measurement probably is the 
total shipments of “finished” steel. These 












Vented 
GAS CIRCULATOR 





Shut Off Automatic Pilots available 
at extra cost. 


Built for looks, quality, superior per- 
formance and safety. 


The new 20,000 BTU Royal No. 820 


Vented Gas Circulator uses all types 
of gases... the best looking and most 


Constructed to give complete air cir- 
culation plus radiant heat through 
front louvres. 

¢ Enduring, baked on enamel finish 
with corrosion proof trim. Built of 
highest quality materials through- 
out with fine furniture design. AGA 
approved for all types of gases. 


efficient vented circulator heater being 
made today. Features include: 


¢ Flue outlet set low, makes vent 
connection easy, simple, inconspic- 
uous. Royal quality and performance are 
time tested, proved by years of use 
from Maine to California. The Royal 
heater gives performance that is years 
ahead of any other heater. 


e Draft diverter enclosed in cabinet. 
e Furnished with constant burning 
pilots except LP-gas. 100% Safety 


See your Royal distributor or write for complete information. 
40,000 and 60,000 BTU ROYAL VENTED CIRCULATORS COMING SOON 


CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 
CHATTANOOGA, TENNESSEE 
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Sales Come Faster with This 
LaBelle *Z%ce-- Goursety” Display 


\ Your customers get interested the moment they see the LaBelle Doorknob 
Lock in this counter display. And they're sold when they begin working the 
non-jamming knob with the tumbler cylinder lock built into it. Your sales 
‘ story is on one compact display piece — how LaBelle ends the need for 
lockplates and old-fashioned keyholes; how it spins when locked; how it modernizes old 
doors and makes brand-new ones even better looking. Order this new, self-selling hardware 
staple from your jobber. Display unit at no extra charge on initial order for one dozen, 


LaBelle Industries, Inc. 


OCONOMOWOC ° wisconstwn 
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Stock the Complete 
Home Gardening Line 


High food prices ... a “natural” for a heavy 
home gardening season. Be prepared for the 
Spring rush—order a full NORCROSS assort- 
ment from your wholesaler . . . and do it 


without delay. 


NEW NC-4 Four-tine Cultivator 













Forged from one piece high carbon 
steel—prongs oil tempered. 4 1/3 
ft. selected hardwood handle; sanded 
smooth, lacquered clear. 


59-N One Prong Cultivator 


also, No. 19-N, with short handle. 














WEEDERS 


25-N V-point Weeder and Asparagus Knife, 
14"" long. High carbon steel blade. 


Also 40-N, 45" long, hardwood handle 
ASK YOUR INDEPENDENT JOBBER 


C.S. NORCROSS & SONS 


Quality Garden Tools 
Since 1891 
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hit a new high of around 65 million tons 
in 1948. 
* * * 

Expectations for 1949—Busi- 
ness and industrial leaders generally 
predict business in 1949 will be good. 
They indicate, however, there are signs 
of a spreading buyers’ market, and 
many agree competition will increase. 
Irving S. Olds, chairman of U. S. Steel 
Corp., said his firm expects to set new 
peacetime production records in 1949, 
better than 1948’s figures. In contrast, 
Frank Purnell, president of Youngstown 
Sheet & Tube, foresees “good business,” 
but a volume possibly below last year. 
A lower volume of rail traffic this year 
was predicted by F. G. Gurley, presi- 
dent of the Atchison, Topeka & Santa 
Fe. Cotton textile production and earn- 
ings below 1948 were forecast by Dr. 
C. T. Murchison, president of the Cot- 
ton-Textile Institute. He added, how- 
ever, that sales in the first quarter will 
be better than in the last four or five 
months. Demand for all oil products 
in 1948 was 8.3 per cent above that of 
1947, W. R. Boyd, Jr., president of the 
American Petroleum Institute,  esti- 
mated. Demand in 1948 averaged 6,- 
166,000 barrels daily, and the oil indus- 
try, he said, drilled more wells, dis- 
covered more pools, and produced and 
refined more oil than ever before. It 
also added enough oil to its inventories 
to assure ample stocks for 1949, 


* * * 


Farm product prices recede 

Farm product prices in mid-December 
averaged the lowest since February, 
1947, the Agriculture Department re- 
ported. It said prices received by farm- 
ers amounted to 268 per cent of the 
1909-14 level. This was a three-point 
drop from mid-November and 39 points, 


or 13 per cent, below the record high 
of 307 per cent reached last January. 
The decline from Nov. 15 reflected 
lower prices for eggs, meat animals 
and cotton. Prices paid by farmers for 
the things they buy were unchanged at 
mid-December from a month earlier. 
cK * a 

A big Christmas week—De 
partment store dollar sales in the week 
ending Dec. 25 were up 32 per cent 
above the corresponding week of 1947 
mainly because of two extra shopping 
days in this Christmas week. This in- 
crease brought sales for the four-week 
period ending on Christmas Day to 4 
per cent above last year. The Federal 
Reserve Board, in reporting the in- 
crease, said it reflects, in part, the fact 
that this year Christmas fell on Satur- 
day and that the Dec. 25 week there- 
fore included five days of heavy pre- 
Christmas shopping as compared with 
three days last year when the holiday 
fell on Thursday. In the preceding week, 
ending Dec. 18, the Board had reported 
no. change in sales over last year, and 
sales during earlier pre-Christmas weeks 
had shown losses from a year ago. 

* co + 

Many Sears Catalog prices 
reduced—Sears, Roebuck & Co. has 
cut prices an average of 1.7 per cent on 
its spring-summer merchandise, effective 
with the 1949 spring-summer catalog 
now being mailed to customers. “Prices 
in the new catalog on an average are 
1.7 per cent lower than those in Sears’ 
previous general catalog,” said T. V. 
Houser, vice-president, indicating that 
the price reversal is particularly sig- 
nificant, in view of the fact that the 
catalog lists almost all types of consumer 
goods except food and automobiles. 
Throughout the new 1200-page book, 





Estimated Sales 
Of Wholesale Hardware Distributors* 


Monthly 1939, 1941, 1946, 1947 and 1948 


(Expressed in millions of dollars) 

















Month 1948 1947 1946 1941 1939 
January 170 159 113 56 39 
February 173 165 118 55 37 
March 205 189 131 63 48 
April 214 196 144 74 47 
May 195 185 148 79 52 
June 198 172 145 78 51 
July 190 170 150 80 45 
August 209 173 160 83 50 
September 212 189 161 87 60 
October 220 215 196 90 60 
November 202 189 176 76 54 
Total First Eleven Months 2188 2002 1642 821 543 
December 177 167 78 49 
Grand Total for Year 2179 1809 899 592 





* Estimated by the Office of Business Economics, U. S. Department of Commerce. 
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Bucken! 





pick-up to the reel, 


10” wheels. 


reel, 16” 
Rubber 





MODEL 550 DELUXE 


Lightened by aluminum alloy— 
yet shock-proof, sturdy and dur- 
able. Smooth running, prompt 
acting, easy to propel, An ex- 
clusive Buckeye feature, the 
double pawl clutch, gives quick 


. ond 
4 Tubular steel handle, 


stands vertical for easy 
storage. Rubber grips. 


semi-pneumatic, 5- 
blade ball bearing 


roller, 
Weight 29 Ibs. 





POWER & HAND 
LAWN MOWERS 


Model 76A Power King is a thoroughly dependable 
product resulting from nearly 70 years of specialized 
lawn mower manufacturing experience. You can offer 
this quality power job to your customers with ab- 


solute confidence. 


Completely modern design, precision built. 
Many desirable features:—Aluminum alloy 
castings. Tubular steel handles. Attractive 
baked enamel finish. 5-blade ball bearing 
reel with take-up for wear. 20” cut, ad- 
justable for height. Positive clutch. Highly 


reliable power unit, Rugged tires. 


LIGHT 
STRONG 
MODERN 
. 
WEIGHS ONLY 
87 LBS. 


MODEL 76A 





POWER KING 





MOWERS 


Information 
on request 


MANUFACTURING COMPANY 


SPRINGFIELD, OHIO 


POWER & HAND 








Don’t Miss That 


. 
SPINE ess 


VIMLITE 


EPA 


Be ready with 
a stock of 


Poultry houses . 


. cold frames . . farm buildings . 


. everybody 


needs plenty of plastic glazing for spring renovations. 


When you recommend Vimlite to your customers you recommend 


the best. Vimlite makes permanent installations . 


reinforeed to last for years. 


.. IS wire- 


Vimlite keeps heat in—cold out. Transmits health-giving ultra- 


violet and infra-red rays. Mail coupon for supply of Vimlite 


folders to help you to make sales. 
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* 


PRODUCT 


*Reg. U.S. Pat. Off. 


LAWN 


Celanese Corporation of America, Dept. F. 
180 Madison Avenue, New York 16, N. Y. 
Please send me a supply of Vimlite folders 
Name__ 


Address 


City “Late 


My supplier is 


ee Of 
IC GLAZING 


MOWERS 






containing samples 


NEW DISPLAY 


Sells Lock Fluid 


American Grease Stick Co., Muskegon, 
Mich., is offering a colorful easel display 
card (right) to push its new LOCK-EASE 
lock fluid at the point of sale. 

Furnished without additional cost to 
the dealer with every dozen cans of 
LOCK-EASE, the display points out ad- 
vantages and uses of the product. The 
card is die cut to hold a 4-o0z. controlled 
flow can. Another can may be placed in 
the slot at the base of the display for cus- 
tomer inspection and “serve-self” sales. 

Adopted by leading oil companies 
for the service of customer cars, 


LOCK-EASE is expected to gain wide 























acceptance for household and industrial 
use. Distribution is through hardware 
jobbers. ( Advertisement.) 


IT'S NEW... LOCK-EASE° 


GIVES BEST 
PROTECTION 
AGAINST 





















IF YOUR LOCK IS APT 
TO FREEZE --- TAKE 

PRECAUTION --- USE 
LOCK-EASE 











CREEPS IN - STAYS PUT- 
SEALS OUT MOISTURE 





















2 
ase 


PROGRESSIVE STEP 
INLOCK MAINTENANCE 


SELL LOCK-EASE FOR 
IMPROVED SERVICE ON EVERY 


TYPE OF LOCK MECHANISM 
LIST PRICE 356 


ORDER FROM YOUR JOBBER 
















2 
F 
S 
“~ 
s 
5 
BS 
2 


gn: 
THIS WAY FOR STREAM 
70 FLUSH OUT 
MOISTURE AWD DIRT 


etnies 





FOR DROPS 



















ADOPTED By 
LEADING 011 Companies | AMERICAN GREASE STICK CO. 
AS A BETTER METHOD MUSKEGON, MICHIGAN 
= 





| 
\ 
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the prices of such types or goods as tex- 
tiles and wearing apparel show the 
greatest decline. The price increases in 
the main involve appliances and other 
hard line items made of metal. However, 
Mr. Houser said that in some instances 
these increases are belatedly reflecting 
increased manufacturing costs which oc- 
curred last fall, or too late to show up 
in the general catalog issued in July. 
“Of the items sampled, 37 per cent 
showed a price decline, 17 per cent 
showed a price increase, and 46 per cent 
showed no change,” Mr. Houser said. 
Among the items, other than textiles, 
which show a price decline from the 
previous catalog are: Refrigerators, 
down 3 per cent to 10 per cent, and 


5 per cent to 


washing machines, down 
13 per cent. Sears made no breakdown 
of items that showed an increase or 
remained the same in price. Aldens, 
Inc., another large mail order house, 
has cut prices an average of 10 to 15 
per cent on its spring and summer 
merchandise, in its new catalog recently 
issued. 


* * ae 


The new postal rates—Effec- 
tive with the New Year, many of the 
Post Office’s services will cost more. 
People and businesses that use air mail, 
send out circulars and advertising, mail 
books and catalogs, and send packages 
by parcel post, will begin noticing 
higher postal rates. Letters, magazines, 
and newspapers will not be affected by 
the rate increase, unless they go by air 
mail. Here are the major changes in 
postal costs that the new year has 
brought: Air Mail: A 20 per cent in- 
crease, from 5 to 6 cents, on each ounce 
up to eight ounces. Introduction of a 
special 4-cent air mail post card. Third 
Class: Basic rates for circulars and the 
like are up one-third, from 1.5 cents to 
2 cents for the first two ounces. Each 
additional ounce will cost 1 cent, re- 
placing the 1.5 cents for two ounces. 
Bulk mailing of circulars will go up by 
one-sixth, from 12 cents to 14 cents a 
pound. Parcel Post: Fourth class, in- 
cluding packages, heavy books and 
catalogs. The regular rate for the first 
pound goes up 3 cents for local mailing, 
4 cents for the first through sixth zone, 
and 3 cents for the seventh and eighth 
zone. Catalog rates are nearly doubled 
for the first pound, from 4 cents to 7.5 
cents locally; from 4 cents to 8 cents 
in the first and second zones; from 5 
to 9 cents in the third; 6 to 10 cents 
in the fourth; 7 to 12 cents in the 
fifth: 8 to 13 cents in the sixth, 9 to 
14 cents in the seventh, and 10 to 15 
cents in the eighth. Book rates are more 
than doubled, but are the same for all 
zones; 8 cents for the first pound and 
4 cents for each additional pound com 
pared with 3 cents a pound previously, 
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plus a l-cent to 6-cent charge for each 
bundle, depending on weight. Money 
order fees rise from a previous mini- 
mum of 6 cents to 10 cents for under 
$2.50 and to a maximum of 35 cents 
instead of 22 cents for $100. Registry, 
insurance, C.0.D., and postal note fees 
also are going up in amounts ranging 
from 2 cents to 25 cents. 


a * * 


In furniture, the buyer is 
“boss” — News from Chicago’s great 
mid-winter home-furnishings and furni- 
ture markets, indicates that the buyer 
for the retail store has returned as 
“boss” of the furniture industry, de- 
posing the manufacturer after an eight- 
year reign. His restored monarchy 
promises keener competition, greater 
variety of merchandise, lower priced 
goods, and abolition of shortages and 
allocations. The throngs who attended 
—over 11,000 of them—spent the first 
days mostly peering into show-rooms, 
speaking with salesmen, taking notes— 
and then saying they “might return after 
a look around.” Buying activity started 
to pick up after a few days, and the 
general expectation grew that the man- 
ufacturers’ sales at this market would 
be “fair.” That indicated that orders 
were likely to be fewer than those 
placed at recent preceding markets, but 
might well hold substantially above pre- 
war. Retailers were properly more con- 
servative. They have noted the recent 
slide in furniture sales to householders. 
Though final returns will probably show 
1948 ahead of 1947 in dollar totals, 
October lagged 7%4 per cent behind the 
1947 month, and November trailed by 
14 per cent, according to the National 
Retail Furniture Association. The De- 
cember figures, when available, may 
bring the final 1948 quarter about 12 
per cent below the 1947 comparison. 
Many stores reported even sharper 
drops. The result is that most dealers 
are placing small orders for items which 
they think will sell well to their home 
trade, and if their customers like the 
“samples,” the factories will get repeat 
orders. Another reason why the days of 
big forward furniture ordering are past, 
is the confidence of retailers that the 
factories can deliver their “repeat” 
orders quite promptly. 


x * * 


A good year for “Harvester” 
-Internationa! Harvester Co. sales in 
the fiscal year ended Oct. 31 reached 
an estimated 944 million dollars, a gain 
of 27 per cent over the preceding year 
and an all-time record. J. L. McCaff- 
rey, president, said: “These 1948 results 
are not necessarily a forecast that we 
will be able to sustain this high level of 
operations. Current experience indi- 
cates increasing competition on several 
lines of our product, and growing selec- 
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diately as there already is a big demand 


ANS 


. ». presents a new type kitchen scale. 
MODEL 1308, with original features... 
Priced for volume retail sales. 

















































Capacity 8 pounds by 
2 ounces, also indicates 
3% kilos by 50 grams 
and measures shortening 
by cups: 


Model 1308: Available in new kitchen 
colors, red, yellow, or white; per- 

manitized in a beautiful Styron 
plastic body. 


Mechanism is suspended on a 
steel channel independent of 
the case, a new principle of 
construction that gives an accu- 
racy never before achieved in 
a scale of this type. 


The No. 1308 scale fits the 
color schemes of modern 
streamlined kitchens. Every 
housewife will appreciate 
the practical use features 
as well as the attractive 
appearance of this scale. 
Kilo graduations used [3 
for continental cooking 
recipes. 


Body: Overall 614” x 
512” x 214", platform 
314” diameter, stain- 
less steel. 


Dial: White with black 

graduations, red and 

yellow graduations 
for cups of shorten- 
ing. 

Packing: Each scale in 
individual carton, 12 
cartons to container. 

Weight packed 14 / 
Ib. each, net 14 oz. 





MODEL 1308 
List $3.25 ~ 


We urge dealers to place orders imme- 


for this high value moderately priced scale. 


Onder from your jobber 






oe SCALE COMPANY 
525 N. Ada St., Chicago 22, Ill. 
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MORE AND more dealers are 
finding READY PATCH the logical 
answer to the demand for a ready- 
mixed, easy-to-use patching com- 
position in paste form. 


If you sell patching plasters you 
understand the popularity and 
need for this distinctive product. 


Manufactured by 


M & H LABORATORIES 
2703 ARCHER AVENUE 
CHICAGO 8, ILL. 
































AVAILABLE FOR IMMEDIATE DELIVERY 


Cast Iron 
Sash Pulleys 


1200—2" for Cord 
1201—2" for Chain 
1202—1*/s" for Cord 








CU Foy 
For Catalog No. 
4-A Fully Illustrating 





Our Builders Hardware 


and Specialty Items. 


Rockwood Manufacturing Co. 


Rockwood, Pennsylvania 
























There’s only ONE 
READY P ATCH | Washer is Factory sales 


tivity and price consciousness on the 
part of many buyers. At present this 


is particularly true of motor trucks, 
power units, and dairy equipment.” 


of household washers in October (382,- 
100 units) were off 12 per cent from 
September, the industry’s record high 
month, but were 22 per cent ahead for 
the first ten months this year compared 
with the like 1947 period. 


* * * 


Sears reduces washer prices 
Sears. Roebuck and Co, has just 
reduced prices on two automatic wash- 
ing machines, effective immediately. 
Sears’ Kenmore automatic washer has 
been reduced from $224.95 to $194.95. 
The Kenmore automatic washer which 
incorporates a suds-saver was reduced 
from $254.95 to $234.95. These reduc- 
tions represent production economies 
which are being passed on to the con- 
sumer, according to a company spokes- 
man. No change in prices on the 
wringer-type washers has been made. 
Earlier in December Sears reduced 
prices on its line of Coldspot refrigera- 
tors from 2 per cent to 10 per cent, 
stimulate sales and help maintain fac- 
tory production.” 
x * * 

Retailing sets new yearly 
record The nation’s retail sales 
reached a new peak at $130,000,000,000 
last year, compared with the former 
record of $118,051,000,000 set in 1947, 
the Alexander Hamilton Institute esti- 
mated. Actual figures for the first 10 
months of 1948 showed that retail sales 
throughout the country soared to 
$105,755,000,000 from $94,738,000,000 
in the corresponding months of the pre- 
However, the rate of gain 
over 1947 during the latter part cf the 
ten-month period continued to narrow. 
Department store sales throughout the 


vious year. 


nation during 1948 gained five per cent 
in dollar volume over 1947, the Federal 
Reserve Board reported. It also re- 
ported that sales in the week ended Jan. 
1 were exactly even, while in the week of 
Jan. 8, they were 9 per cent above the 
corresponding week a year ago in dol- 
All Federal Reserve districts 
shared somewhat in the latest increase 


lar value. 


in sales, with the best gains noted in 
the Boston, Cleveland, Richmond, Chi- 
cago, Dallas and San Francisco dis- 
tricts. 





Average Nov. 
1939 1 


All commodities ........ 77.1 


1 
Parm PYOGUC ....cesec 65.3 1 
Building materials ... 90.5 1 
Hides and leather products 95.6 2 
Housefurnishing goods 86.3 1 
Metals and metal products 94.4 1 
Textile products .. oa aa 1 
Miscellaneous products 74.8 1 
RAW MWMUTIRIS “oo ccc cces 70.2 1 


A good year for glass—The 
flat glass business had the best year in 


its history in 1948, says J. D. Biggers, 
president of Libbey-Owens-Illinois Glass 
Co. Production of plate glass, window 
glass and safety glass by Libbey this 
year increased about 12 per cent in 
dollar volume over 1947 and was double 
the volume in 1941, a normal pre-war 
year. Only a small part of the gain in 
sales value was due to price increases. 
More than five million automobiles were 
produced this year, and building con- 
struction totaled $18 billion, both pro- 
viding a large demand for glass. “Even 
if automobile production and building 
in 1949 merely equal 1948, glass sales 
may show a gain of 10 per cent,” Mr. 
“because there is a grow- 
ing demand for larger windows and im- 


Biggers said, 


proved visibility.” 
* * * 


Mail order and_ variety 
stores—December dollar volume of 
four variety chain stores and mail order 
This re- 


versed their sales experience in Novem- 


houses was above a yedt ago. 


ber when declines took place from 1947. 
December sales of two variety store 
chains, F. W. Woolworth and S. S. 
Kresge were 3.8 per cent and 10.2 per 
cent respectively, above Dec. 1947. 
Their November showings were down 
one per cent and up 6.8 per cent respec- 
tively. December business of the two 
leading mail order firms, Sears, Roe- 
buck & Co. and Montgomery Ward, set 
new highs for the month. Sears re- 
ported a 4.9 per cent gain over a year 
ago, against a November decline of 0.1 
per cent. Ward’s December sales were 
1.9 per cent above the like 1947 period. 
In November, they were 3.3 per cent 
less than a year ago. Looking ahead, 
Sears, Roebuck’s spring sales are ex- 
pected to “break even” with the dollar 
volume of last spring—the highest in 
the company’s history, says F. B. Me- 
Connell, president, and he does not “ex- 
pect any recession.” 


* * * 


The 10-year price trend 
The moves of some wholesale com- 
modity prices in the past decade is 
shown in the table below. These are 
indexes prepared by the Bureau of 
Labor Statistics, with 1926 equal to 100. 
Shown are the 1939 average, the Nov., 
1947 and Nov., 1948, levels, and the 
record highs, including the dates they 


were reached. 


Nov. Record Date 
1948 High teached 
163.9 169.5 Aug., 1948 
180.8 199.2 Jan., 1948 
202°9 203.9 Sept., 1948 
186.2 209.3 Aug., 1919 
148.2 149.8 July, 1920 
173.3 178.4 July, 1917 
146.1 194.6 April, 1920 
119.2 177.9 July, 1920 
175.2 184.3 July, 1948 
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More building materials 
available—A record volume of build- 
ing materials was turned out in Octo- 
ber, the Commerce Department said. 
The October index, at 164.0 per cent of 
the 1939 average, compared with the 
previous high of 163.8 per cent in 
August, and was 2.6 per cent higher 
than in September. Seventeen of 20 
materials included in the index showed 
increased output this past Fall. Among 
the components making gains were 
lumber, brick, cement, asphalt roofing, 
warm-air furnaces, sewer pipe, soil-pipe, 
plywood and gypsum board. Hardwood 
flooring, structural steel and mechanical 
stokers were off. Production for all 
building materials during the first ten 
months of 1948 was 5.5 per cent ahead 
of output during the like months in 
1947. This indicates that the full year 
1948 would prove to be a record year 
for building materials production, as 
1947 was the highest recorded in the 
33 years that the department’s index has 
been computed. 


* * x 


Home building last year — 
Home building in 1948 was at the 
second highest level in history, Labor 
Department officials said. Starts were 
made on 925,000 residential units last 
year. This compared with 849,000 in 
1947 and the record total of 937,000 in 
1925. Outlays for all types of construc- 
tion last year climbed to $17,666 mil- 
lions, with high construction costs 
largely responsible for the record figure. 
It was 26 per cent above 1947. It was 
59 per cent higher than the previous 
peace time peak in 1926, and 32 per 
cent over the 1942 wartime peak! The 
physical volume of new construction in 
1948, however, was below both 1926 and 
1942, the Department said. 

* * * 

Not in the “‘statistics”—Over 
and above “official” figures, it seems 
that America has some four million 
“hidden” dwellings, which now are 
helping to take the sharp edge off hous- 
ing demand. Evidence of these for- 
gotten houses has been revealed by 
some of President Truman’s top eco- 
nomic advisers, who were searching for 
an explanation why demand for hous- 
ing this fall and winter has softened, 
when nearly everyone, in Washington, 
at least, expected continued high pres- 
sure. It must be pointed out that these 
“additions” are not new units, but they 
are serving to house many families 
which had been looking for some place 
to live. Between April, 1940, and April, 
1947, about 2,240,000 housing units were 
taken out of the “sub-standard” cate- 
gory and put into the “habitable” class. 
This was done by putting in plumbing 
and toilets, fixing walls and roofs, and 
making other needed repairs to provide 
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DOBBINS Vlew' “//lag¢c 


ghnAy: 


A HUNDRED 
AND ONE USES... 


FOR SPRAYING GARDENS, 
FLOWERS, SHRUBS, TREES 
. 

FOR WASHING AUTOMOBILES 
BOATS, WINDOWS 


FOR SPRAYING BUILDINGS, 
CATTLE, HOMES, LAWNS 
e 
FOR APPLYING WHITEWASH 
AND COLD WATER PAINTS 
FOR REMOVING WALLPAPER 

bd . 
FOR USE AS A BILGE PUMP 
OR EMERGENCY FIRE PUMP 
FOR SPRAYING SWAMPS AND 
POOLS FOR MOSQUITO 
CONTROL 


A COMPLETE LINE OF ALL- 
PURPOSE HAND AND POWER 
SPRAYERS AND DUSTERS 


ANU 


: 
mcr fom 





AMAZING PROFIT OPPORTUNITY 
FOR LIVE DEALERS 


Everyone who sees: the Dobbins Spray-Wand 
is a likely prospect. Nozzle is adjustable for 
finely atomized spray or solid stream 35 to 
40 feet long! Develops pressures up to 200 
Ibs. Rust-proof brass pump. Tried and proven 
. .. easy to sell! Extraordinary sales possi- 
bilities. The growing demand for Dobbins 
sensational Spray-Wand will be intensified 
during the coming months by a dynamic ad- 
vertising and merchandising campaign. Be 
prepared to cash in on it. 






Free! Send for descriptive literature, without obliga- 
tion, and name of nearest distributor. Act NOW! 

DOBBINS MANUFACTURING CO. 
ELKHART, INDIANA AND NORTH ST. PAUL, MINNESO"A 


Address all inquiries to 
Department 101, Elkhart, Indiana 









FINGER GRIP 














ADJUSTABLE CLIPS 









































Ideal for “parking” tools, brooms, 
implements or anything with a 
handle. 














“HOLD EVERYTHING” 


CAN BE ADJUSTED IN A JIFFY 
FOR ANY SIZE HANDLE 


THE FAVORITE WITH 
HOME WORKSHOP “FANS” 
SMALL—MEDIUM—LARGE 


See Your Jobber or Write 





ARTHUR I. PLATT CO. 


Fairfield, Conn. 





























HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 


Changes 


New products and new 
trade names are constantly 
added the 
ings for the next Directory 
Number of HARDWARE 
AGE. 


being to list- 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


write 


W 
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Another net gain of 
perhaps 1,367,000 dwellings, likewise 
not counted by B.L.S., came through 
switching non-residential property into 
housing, breaking large homes into 
several smaller apartments, and using 
former farm dwellings as shelter for 
non-farmers. During this 1940-47 
period, B.L.S. reported only 3,293,000 
new houses “started” to augment the 
nation’s housing supply. But now the 
housing economists, taking their “hid- 
den” sources into account, claim the 
gain for the period was really some- 
where between 6,650,000 and 6,900,000 
dwellings—roughly 3,350,000 to 3,600,- 
000 more than the B.L.S. report show. 
Bringing these calculations up to date 
by estimates, these specialists maintain 
the discrepancy is now nearly 4,000,000. 


a usable home. 


* * * 


Industrial activity stays high 
—Industrial activity throughout the 
country stayed at a high level during 
November. The Federal Reserve Board 
announced that its index of industrial 
production for November was 194 per 
cent of the 1935-39 average, compared 
with 195 in October and 192 in Nov., 
1947. The only drops, which were slight 
were in the automobile, machinery, and 
non-ferrous metals industries. Output of 
most other durable goods stayed at the 
same level as the previous month. Auto- 
mobile production dropped about four 
per cent in November, but early returns 
show that it picked up in December to 
a new post-war record rate. Output for 
the year is indicated at about 5,275,000 
passenger cars and trucks, the highest 
annual total since 1929. Copper smelt- 
ing dropped sharply in November be- 
cause of a labor dispute. 
tion, on the other hand, was at 100.4 
per cent of capacity in November com- 
pared with 100 in October. Railroad 
carloadings of most classes of merchan- 
dise showed more than the usual sea- 
sonal decline in November and were 


Steel produc- 


about 9 per cent below a year ago. 
There was an unusual seasonal drop in 
non-agricultural employment. The Board 
said this resulted from “some further 
curtailment of employment in industries 
manufacturing non-durable goods.” 


xk * * 


Trucking shipments gain — 
Motor trucking firms are carrying more 
freight and using more trucks than ever 
before, according to H. D. Horton, presi- 
dent, American Trucking Associations. 
He said seven million trucks are now in 
operation, a 500,000 increase over the 
number on the roads in 1947. The 
Association’s truckloading index (100 
representing average monthly tonnage 
in 1938-40) climbed to 229 during the 
first 10 months of 1948. This compared 
with 206 for 1947. 














SAWS | " 
saws “GILL-SON 
PANEL SWEDISH STEEL SAWS 
eel POPULARLY PRICED! 
mitre pox © For Over 20 Years 
PLUMBERS ~=@ Through Your Jobber 
wonerd Send for Catalog No. 8 
ae MICHIGAN SAW & FILE CO. 
SCREWS 401 BROADWAY, N. Y. 13, N. Y. 
HANDLES CAnal 6-0134-0135 








TERRACE 
HOUSEHOLD 
STEP LADDERS 
BEST QUALITY 


Made of selected kiln- 
dried stock only. 


Now Available 
TERRACE WOOD PRODUCTS (0. 


113 Elizabeth Avenue 
Elizabeth 1, N. J. 














Over a Million Sold in 1948 
ALL-METAL 


COOKIE PRESS and 
CAKE DECORATOR SET 


Nickel Steel, 8 design 
discs, 4 decorator tips, 1 
nozzle. Makes 16 different 
cookies. noodles. Decorates 
eakes 14 pieces in deserip- 
tive box with recipes. See 
your jobber, or write or 
wire for details. 








ZACHMAN & CO. 5004 WILSON AVE. CHICAGO 30 .5 








ROTACUT-FARMEO Mowers 


Most Complete Line — for ‘49 


2 and 4 cycle Gas and Electric Lawn- 
mowers. 4 cycle gas—sickle bar mower. 
Popular priced. Proved and tested. Prompt 
shipment. 

CHOICE territory open for Mfrs. 
Agents, Distributors and Dealers. 


Write fully. Farm Products Company, Inc. 
FD-2152, Excelsior Springs, Mo. 














FOLDING CHAIRS 


Mt styles. Upholstered & e 
Teblet Armchairs — Foldiag Tebles 





PROMPT 
SHIPMENT 
ADIRONDACK 


CHAIR CO. 


1142-A BROADWAY 
NEW YORK |, N.Y. 








T4 











Buy Savings Bonds 
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The 1949 
MIRACLE GRASS SHEAR 





The only really new grass shear on 
the market and fastest selling be- 
cause it delights the consumer with 
labor saving features. 


1 Easiest working shear 
2 Easily outcuts other shears 
3 Drop forged, heavy gauge steel 


4 Precision hollow ground, sharp as 
a razor 


5 Hardened & tempered individually 
6 Spring breakage unknown 


TRY A SMALL ORDER AND PROVE OUR CLAIMS 


Order through your regular Hardware Jobber 


KEISER MFG. CO. 

















wae BRUSHES | i ae 
aC as Touch-Up Bronzing | , 


Marking Varnishing 
Enameling Lacquering 














Send for Descriptive Folder. 





Order from your Jobber 











Edges Won't 
Curl nor Split 


— because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 








CHICAGO, ILLINOIS 
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© TORCHES 






For 50 Years Leading Makers of Quality Grass, m OTTO BERNZ CO., Inc. @ FIREPOTS 
Sheep, Horse and Hedge Shears 280 LYELL AVE., ROCHESTER 6, N.Y. @ MECHANICS TOOLS 
READING, PENNA. U. S. A. Since 1876 
e 








PORCELAIN 
UTILITY 
TABLES 


4 retail 
In various colors. 22'/2"' x 
12¥2"* x 25"" high as illus- 


trated. Ideal for kitchens, 
bathrooms, etc. 


BARRIDON 
PRODUCTS 
1429 Park St., Hartford, Conn. 








It is cross-rolled to give an 4 : i 

interlocking mesh-grain structure 4 ‘ Agr 

and heat-treated to hold edge ENAMELWARE a 

keenness and to resist curling 3 

and splitting. Write for prices SINCE 1909 pas 

on aaeell 
INGERSOLL SHOVELS as & se 

“A Borg-Warner Product” PO Goh sia ee ae alll 

Address Dept. H.A. THE FLETCHER ENAMEL COMPANY 
INGERSOLL STEEL DIVISION DUNBAR, WEST VIRGINIA 

Borg-Warner Corporation, New Castle, Ind. | 14-117 Merchandise Mart 200 Fifth Avenue 





NEW YORK, NEW YORK 








RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates * Sheets 
Tubing @ Allegheny Stainless © Alloy 
Steel © Safety Floor Plate © Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 



























NO HANGING 
STRIP NEEDED 
















ee Se ee 


"NU JAMB" serine HINGES 


To your builder-customers ‘“‘No hanging strip’’ means 
lower cost installation with the NU JAMB hinges. 
Avoids extra material, time and labor. And, just as 
important, NU JAMBS give more solid support be- 
cause of this feature. NU JAMB Hinges are available 
in all sizes, all finishes—engineered for long life, 
smooth operation, with ‘‘frictionless’’ bearings, high 
grade tempered steel springs and other quality features. 
Single or double acting types with Button Tips or 
Ball Tips. 

For steady sales and profits, and satisfied customers, 
stock Milwaukee NU JAMB Spring Hinges and other 
Milwaukee Top Quality Builders Hardware items. 


MILWAUKEE STAMPING CO. 


842-B So. 72nd St.* Milwaukee 14, Wis. 
Our 55th Year of Quolity Production 
























Alabama Retail Hardware Assn. 
annual convention, April 25-26, at the 
Jefferson-Davis Hotel, Montgomery, Ala. 
Mrs. 
secretary-treasurer with headquarters at 
509 North 19th St., Birmingham 3. 

American Hardware Manufac- 


Funa G. Ramsey is association 


turers Assn., 96th semi-annual con- 
vention to be held jointly with the 58th 
annual convention of the Southern 
Wholesale Hardware Assn., April 4-7, 
at the Palm Beach Biltmore, Palm 
Beach, Fla. Dr. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 


secretary-treasurer of the manufacturers’ 
association. T. W. McAllister, Orlando, 
Fla., is secretary of the wholesalers’ 
association. 

American Toy Fair, March 7-18, 
with temporary displays at Hotels New 
Yorker and McAlpin, New York City, 
in addition to displays at 200 Fifth 
Ave., and other permanent showrooms. 
Sponsored by Toy Manufacturers of the 
U.S.A., 200 Fifth Ave., New York City. 
H. D. Clark is secretary. 

Arkansas Retail Hdwe. and Imple- 
ment Assn., convention and _ exhibit, 
Feb. 14-16, at the Hotel Lafayette, Lit- 
tle Rock. A. W. Porter, Lafayette 
Hotel, Little Rock, is executive secre- 
tary. 

Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
at the Santa Barbara Biltmore Hotel, 
Santa Barbara, Calif. Convention chair- 
man, George H. Slater, 712 So. Olive 
St., Los Angeles 14. 

Bicycle Institute of America, an- 
nual convention, March 28-April 1, at 
the Boca Hotel, Boca Raton, 
Fla. Association headquarters, Room 
1215, 10 Rockefeller Plaza, New York. 

Builders’ Hardware, Regional Con- 
ference of the National Contract Hard- 
ware Assn. and the American Society of 
Architectural Hardware Consultants, 
April 11-13, at the Arizona Biltmore 
Hotel, Phoenix, Ariz. Victor H. Nelson, 
Foxworth-McCalla Lumber Co., Phoe- 
nix, Ariz., is chairman of the meeting. 

California Retail Hardware Assn., 
annual convention, Feb. 14-16, at San 
LeRoy Smith, Room 262, 


Raton 


Francisco. 





CONVENTIONS 








Ss 


COMING 





AND 
EVENTS 





LaY Corrected Each Issue Accerding to Latest Data 


Western Merchandise Mart, 1355 Mar 
ket St., San Francisco, is secretary. 

Coast-to-Coast Stores annual meet- 
ing, Feb. 6-9, at the Nicollet Hotel, 
Minneapolis, Minn. “Mastercraft” meet- 
ing, April 24-26, also at the Nicollet 
Hotel. Coast-to-Coast 
Stores Central Organization, Inc., 29-43 
Main St., S.E., Minneapolis 14, Minn. 
York 
ager. 

Cotter & Co., dealer-owned whole- 
salers, convention and merchandise 
show, Feb. 21-22, at its office and ware- 
house, North Pier Terminal, 365 E. 
Illinois St., Chicago 11. 

Franklin Hardware & Supply Co., 
annual convention, Feb. 1, Town Hall. 
Broad and Race Sts., Philadelphia, Pa. 
Open House, Jan. 31 and Feb. 2 at com 
pany quarters, 918-928 N. 
Ave., Philadelphia 23, Pa. 

Home Show, third annual Home 
Show of St. Louis, Feb. 12-20, at the 
Kiel Auditorium. Sponsored by the 
Home Builders of Greater St. 
Louis. Details available by writing to 
1624 Delmar Blvd., St. Louis, Mo. 

Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-24, at The 
Hotel Sherman, Chicago, William F. 
Ewart, 1194 Merchandise Mart, Chicago, 
is association secretary. 

Indiana Retail Hardware Assn., con 
vention and exhibit, Feb. 15-17, at In- 
dianapolis. Convention and exhibit at 
Murat Temple; hotel headquarters, Lin- 
coln Hotel. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis, is association 


Sponsored — by 


Langton, trade extension man 


Delaware 


Assn. 


secretary. 
Iowa Retail Hardware Assn., conven- 


tion and exhibit, Feb. 8-11, at Des 
Moines. Hotel headquarters, Hotel 
Savery; exhibit, Coliseum. Philip R 


Jacobson, Mason City, Iowa, is secretary. 

Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
at the Hotel Jung, New Orleans, La. 
Secretary for both associations is David 
O. Mansfield, 226 S. State St., Rm. 16, 
Jackson, Miss. 

Marshall-Wells Associate Stores 
Congresses sponsored by the Marshall- 
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Ask Your Jobber For These Quick-Selling 


BLOCK PLANES 


Non-Adjustable Block Plane - Unbreakable 


Model P-121 


Unbreakable because constructed of very heavy Cold 
Rolled Steel throughout . .. Manufactured by an entirely 
new principle making the corners sharp and square. 
Black japanned metal cap locks cutter into position. 
Large stained hand knob. Hardened cutter. Weight: 1% 
lbs. each. Size: 74” long, 2” wide. Individually boxed, 
3 dozen to carton. Weight: 46 lbs. per carton. 


Adjustable Block Plane -Unbreakable 






Model AP-120 


Pat. Pending U.S.A. 


Same construction as above except that hardened 
cutter is adjustable endwise and sidewise by a pat- 
ented device. Weight: 1% lb. each. Size: 2” wide, 
7%” long. Individually boxed, 3 dozen to carton. Weight 
per carton 47 lbs. 


Hobby Block Plane - Unbreakable 





Model HP-125 


Pat. Pending U.S.A. 


Same materials and similar prin- 
ciple as Model P-121 except that 
cap is not removable from body 
and cannot be lost or misplaced. 
Has metal hand knob. Weight: 1 
lb. each. Size: 7%” long, 2” wide. 
Individually boxed 3 dozen to car- 
ton. Weight per carton 39 lbs. 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


If your jobber can't sup ply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 21st STREET, LONG ISLAND CITY 1,N.Y 








| B. S. ALDER COMPANY 








or a 


vb 


‘ce GRIFFIN 


For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware . 

quality produced by 

iF Q Griffin. 


Pesery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 










Nase 





AUSTIN & EDDY, INC. 


115 Broad St. 
Boston, Mass. 


45 Warren St. 
New York 7, N. Y. R. F. BEVERS 
4524 East 60th St. 

Seattle, Wash. CHARLES L. LEWIS 
703 Market St 


San Francisco 3, Cai. 


WILBUR H. DAVIS 


1639 Fargo Ave. 


Chicago 26, Ill. E. H. FARRAR 


229 Shell Bldg. 


NSON 
Houston, Texas Ww. S. JOHNSO 


917 St. Charles Ave. 
Atlanta, Ga. 


GEO. A. GREGG 


9344 Woodward Ave. 
Detroit, Mich. 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 









¢ METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
¢ OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 











MORE DEALERS 
THAN EVER BEFORE 
will make 


EXTRA PROFITS = 


in 1949 


with HULL 
AUTOMOBILE COMPASSES | 


ULL COMPASSES will be 

sold by more thousands of 
dealers and jobbers than ever 
before, in 1949. The reason is 
important to you. It's simply 
because Hull Compasses again 
proved in 1948 — their 15th 
year of increasing sales—that 
they are a surefire bet as a 
source of easy, added profit. 
The market has never stopped 
growing. Your customers will 
buy them too. 

















(A) BEACONLITE =I iluminated 
Automobile Compass. List 
Price $5.95 

(B) STREAMLINE Standard 
Automobile Compass. List 
Price $3.95 

(C) STREAMLINE Marine Com- 
pass. List Price $2.75 





* dag we ee ee (Mail Coupon) oe. ee se se -—a—oFt 
; HULL MFG. CO. ; 
4 P. O. Box 246-HAl, Worren, Ohio 1 
1 Send me information and prices on the Hull Auto- § 
§ mobile Compasses. q 
NE pen Rcats cies Cogton ts ETE NY, 
@ Cheek: Dealer Chain Store Jobber 5 
| STREET APA Os i SO onal 
BEM Servi pi. caceccapuadsenbenaes STATE... : 
eee ee ee eee eee ee oe ee ee ee ee ee ee 
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Wells Co., Duluth 1, Minn., as follows: 


| March 7-9, at Duluth; March 14-15, at 


Billings, Mont.; March 21-23, at Port- 
land, Ore.; March 28-29, at Spokane, 
Wash. 

Mississippi Retail Hardware Assn. 
and Louisiana Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
at the Hotel Jung, New Orleans, La. 
Secretary for both associations is David 


| O. Mansfield, 226°S. State St. Rm. 


10, Jackson, Miss. 

Missouri Retail Hardware Assn., 
convention and exhibit, March 8-10, at 
the Jefferson Hotel, St. Louis. Louis C. 
Kreh, 1189 Arcadet Bldg., St. Louis, is 


association secretary. 


Nebraska Retail Hardware Assn., 
convention and exhibit, Feb. 15-17, at 
Omaha. Headquarters, Paxton Hotel; 
exhibit, Auditorium. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8, is secretary. 

New England Hardware Dealers 
Assn., convention and exhibit, Feb. 22- 
24, at the Statler Hotel, Boston, Mass. 
Russell R. Mueller, 185 Dartmouth St., 
Boston 16, is secretary. 

New York State Retail Hardware 
Assn., convention and exhibit. Feb. 
15-17, at Buffalo. Convention headquar- 
ters at Hotel Statler; exhibit at Mu- 
nicipal Auditorium. Nicholas H. Kiley, 


| 509 Hills Bldg., Syracuse 2, is secre- 


tary. 

North Coast Retail Hardware Assn., 
convention, Feb. 13-15, at Seattle, Wash. 
D. D. Stewart, 714 American Bank 
Bldg., Seattle 4, secretary. 

North Dakota Retail 
Assn., convention and exhibit, March 
22-24, at Fargo. Headquarters, Gard- 
ner Hotel; exhibit, Auditorium. Miss 
Clarine Sherwood, 24 Clifford Bldg., 


Hardware 


| Grand Forks, is secretary. 


Northern Wholesale Hardware 
Co. annual dealer meeting will be held 
Feb. 20-22, at company headquarters, 
805 N. W. Glisan St., Portland 9, Ore. 
Thomas L. Willis, president. 

Ohio Hardware Assn., convention 
and exhibit, Feb. 8-10, at Cleveland, 
Ohio. Headquarters, Statler Hotel; ex- 
hibit, Public Auditorium. John P. 
Conklin, 198 So. High St., Columbus, 
is secretary. 

Oklahoma Hardware and 
ment Assn., convention and_ exhibit, 
Feb. 1-3, at Oklahoma City. Headquar- 
ters and exhibit at Municipal Audi- 
torium. Robert K. Thomas, 711 Wright 
Bldg., Oklahoma City 2, is secretary. 

Panhandle Hardware and _ Imple- 
ment Assn., convention, Feb. 13-15, at 
Amarillo, Tex. Mrs. C. L. Thompson, 
Canyon, Tex., executive secretary. 

Pennsylvania and Atlantic Sea- 
board Hdwe. Assn., convention and 
exhibit, Feb. 28-March 3, at Baltimore. 
Hotel headquarters, Lord Baltimore; 


Imple- 


HARDWARE AGE, JANUARY 27, 


exhibit 5th Regiment Armory. W. 
Glenn Pearce, 400 No. Broad St., Phila- 
delphia 30, Pa., Secretary. 

Southern California Retail Hard- 
ware Assn., convention and exhibit, Feb. 
22-24, at Long Beach. Headquarters, 
Wilton Hotel; exhibit, Municipal Audi- 
torium. A. C. Kammeier, 416 W. 8th 
St., Los Angeles 14, is secretary. 

South Dakota Retail Hardware 
Assn., convention and exhibit, March 
15-17, at Sioux Falls, S. D. Headquar- 
ters, Cataract Hotel; exhibit. Coliseum, 
F. J. Hodoval, Ft. Pierre, secretary. 

Southern Wholesale Hardware 
Assn., 58th annual convention to be 
held jointly with the 96th semi-annual 
convention of the American Hardware 
Manufacturers’ Assn., at the Palm 
Beach Biltmore, Palm Beach, Fla., April 
1-7. T. W. McAllister, Orlando, Fla., 
is secretary of the wholesalers associa- 
tion and Dr. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary of the manufacturers’ associa- 
tion. 

Tennessee Retail Hardware Assn., 
convention, Feb. 21-22, at the Hotel 
Peabody, Memphis, Morris Jones, P. O. 
Box 784, Nashville, is secretary. 

Texas Hardware and Implement 
Assn., convention and exhibit, Feb. 7-9, 
at Dallas. Hotel headquarters, Baker 
Hotel; exhibit, Adolphus and Baker 
Hotels. R. M. Souder, 814-15 Texas 
Bank Bldg., Dallas, is association sec- 
retary. 

Triple Mill Supply convention, 
April 25-27, at Cleveland, Ohio. Con- 
ference booth program at Cleveland 
Auditorium. Sponsoring associations 
are: American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secretary- 
treasurer, Henry R. Rinehart, 505 Arch 
St., Philadelphia 6; Southern Supply & 
Machinery Distributors’ Assn., secretary- 
treasurer, E. L. Pugh, 712 Volunteer 
Bldg., Atlanta 3, Ga. 

Virginia Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-24, at 
Roanoke. Headquarters, Hotel Roanoke; 
exhibit, American Legion Auditorium. 
G. T. Omohundro, Jr., Scottsville, sec- 
retary. 

West Virginia Hardware Assn., con- 
vention and exhibit, Feb. 17-19, at the 
Hotel West Virginian, Bluefield. James 
C. Fielding, 1628 McClung St., Charles- 
ton 2, is association secretary. 

Wisconsin Retail Hardware Assn. 
convention and exhibit, Feb. 1-3, at 
Milwaukee. Hotel 
Schroeder; exhibit, Milwaukee Audi- 
Lewis, Stevens Point, 


Headquarters, 


torium. H. A. 
Wis., is secretary. 
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ird- There are no substitutes for quality— 
‘eb. stock and sell genuine RED DEVIL tools. 
ers, Complete Catalog Available 
adi- RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A GLAZIERS 
. Irvington 11, N.J.,U.S.A. 
8th . POINTS 
rch THE PIED 
rch 
a PIPER 
im, sé 9 
SEAL RITE, Jr. A Better Rat Trap 
beats a path 
- 
ire Full Size, All-Steel to your door 
be H S*D 20 Th t efficient li 4. O t t botl t to bait 
° he most efficient live 4. Operates at both riggers to bai 
ual Caulking Gun a aoe (List) rat and small a —. , ' 10. ee = gps el 
H ° . trap on the market to- 5. Simple to bait « ically set when 
are For the first time an all-steel caulking gun at such a low price! don, Sele these Prep ie v upright. 
Im A full size gun—9" barrel. Cadmium finish. Ratchet type. For bulk PIPER advantages: 6. No handling of 11. NoPOISONSnec- 
° i — 1. Rugged construc- aged animal. essary. 
yril wale eon i “a -* ame make. A = that sia home owner mg valine es Will Pawn ‘eavenal 12. Nodamageto pelt. 
la and renser can attord. = eagney a animals with one Order coy : Sows 
sad proof throughout. setting. territories for reliable 
sia- SEAL RI TE CAU LKI N G co., I nc. } 3. esuntets to child- 8. Nofinger-jamming manufacturer's agents 
| ren, poultry ané@ springs or doors. still open .. . For in 
342 LOS ANGELES 44, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y. | house pets. 9. No sensitive wire formation write 
—_ $001 So. Gramercy Place 6335 Lyndon 192 Green St. 1 tail at $200 
oe retail a vin 
‘ia- , > ; (slightly higher CONTROL TRAP CO. 
World’s Largest Producers of Caulking Materials west of the Rockies) LOOMIS ST., SOUTHWICK, MASS. 
Nn. 
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er NEW Handpainted DESIGNS for '49| | wera / wwoow snusu WCUUESEES TUT 
































































as 
eC- Our talented artists designed 4 new colorful spring crea- / There’s a Minute Mop fast-seller to speed every house- 
tions that will sell on sight. These plus ever-popular hold cleaning job. Women want and Bl Y the popular 
yn, Charm String and Cherry Ripe , . . open stock patterns. ior hak uate we Sesong hwy oe 
me famous standard size Minute Mop and Drainer, and 
= _ also the new Jumbo Minute Mop for large floor areas. 
nd All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today 
ns 2421 McKINNEY AVENUE 
ry DALLAS 4, TEXAS } M | Bc ie rae ee 
B MINUTE MOP ©0. chickco 16 ite, 
x 10 
ch — Ih 
: $s C STS |: 
‘ TEEL FENCE POSTS |: 
b oe u . 
“ U" flanged posts with 
self-fastening lugs. . ql 
n- No Staples Required i 
at Attractive Dealer De and delivery dates ||‘) 
- furnished upon request. 4 
- WAYS TO PROFITS Manufactured by 
c- 
IN-DEMAND SIZES! . RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 
n- SEE YOUR JOBBER——-OR CONTACT— 4 
1e INDEPENDENT METAL STRAP CO., INC. 
BS ESTABLISHED 1907 « 232 THIRD ST., BROOKLYN 15, N. Y. 
n. 
at 
| 
i- 
t, 
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Lassified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 





Set solid, maximum, 50 words....... 
| Each additional word......... 


Positions Wanted 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 

















ei | | 


MANUFA 

















5% discount for 4 or more insertions Address your correspondence and replies to To sell ec 

| (Special es set solid, maximum, No Agency Commission allowed on Classified Sets to fF 

| SO words .........sesececccceeee $2.00 Advertising. HARDWARE AGE rs, Dep: 
Each additional word......... -05 REMITTANCE MUST ACCOMPANY ORDER Classified Opportunities Dept. 

Allow Seven Words for Keyed Address Send check or money order, 

i or Your Address not currency or stamps. 100 East 42nd St., New York 17, N. Y. 94 PLANE 

[ Help Wanted __] | (Salles Repnesentokives Wanted [Sales wes Wanted] | [acceso 

wanted by o 

of electric f 





NATIONALLY KNOWN PLUMBING SPE- 
CIALTY DISTRIBUTING CONCERN, ser- 
ing the plumber and retail hardware markets, 
needs Experienced Men for decentralization and 
expansion program. Address, Box M-647, care of 
7 Ace, 100 East 42nd St., New York 
1 v fs 





BUYER AND MANAGER. 
PABLE BUYER AND 
of twenty-five New 


WANTED CA- 
MANAGER for group 
England Hardware Stores. 
Connections with reliable manufacturers and 
buying experience necessary Only thoroughly 
qualified men with good habits need apply. Write 
xperience, age, references and other informa- 
tion. Replies will be strictly confidential. Ad- 
Iress Box N-31, care of Harnwarre Ace, 100 
East 42nd St., New York 17. N. ¥ 





STORE MANAGER 
tablished International 


WANTED 
Harvester Farm Equip 
ment Dealership—located in South Central Kan 
sas wants High Type Store Manager, with broad 
experience in aggressive merchandising—as well 
as sales ability and ambition to do a good job in 
all departments of Retail Farm Equipment Busi- 


Long Es- 


SALESMEN CALLING ON HARDWARE, 
APPLIANCE, AND FURNITURE DEALERS, 
as well as other outlets, to sell Electric and Floor 
Circulating Fans for summer season. Radiant gas 


and magazine type coal heaters for Fall and 
Winter Season. State territory. Comumnission. Ad 
100 East 


dress Box N-19, care of HARDWARE AGE, 
42nd St., New York 17, N. Y 





AN ESTABLISHED NEW YORK CORDAGE 
HOUSE IS LOOKING FOR SALESMEN now 
selling to the Hardware, Mill Supply, Lumber 
Dealers, Department Stores, Trades, etc., who 
would be interested in handling Twines and Cord- 
age in addition to their regular line. Give refer- 


ences, and territory now covered. Address Box 
N-28, care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





HARDWARE AND _ TOOLS, 
ONLY IN A RESTRICTED 


calling on all retail hardware, 


SALESMAN, 
OPERATING 
TERRITORY, 


| builder’s and mill supply a/c/s (not jobbers) sell 


ing as a side line a quality line of hand tools for 


ness. Must be intelligent, of good character, and | old established manufacturer. Commission 8% on 
pave ability of maintaining customer confidence. | 41] new and repeat business. Write fully John 
rive a -experience—past and present employ- | ¢ 7 10 Vi : hi Iphia 6 
ment. Address Box N-37, care’ of Hanpwane | gag & Son, 210 Vine Street, Philadelphia 6, 
Ace, 100 East 42nd St., New York 17, N. ¥ ‘~~ 














STATE OF MICHIGAN 
SALES TERRITORY 


open to Builders Hardware Salesman. 
Commission basis only. 


SHARON HARDWARE MANUFACTURING CO. 
SHARON, PENNSYLVANIA 

















SALESMEN WANTED 


By a well rated manufac- 


of leather DOG COL- | | 


long established, 
turer, of a complete line 
LARS, HARNESSES, ete. Opportunity for ex- 
perienced men calling on retail hardware and 
variety stores. Protected territory; liberal com- 
mission. 
Address Box N-33, care of ee qe 
100 East 42nd Street, New York 17, N. 














SALESMEN 
WANTED 


Nationally known manufacturer de- 
sires salesmen in all territories who 
now call on hardware dealers and 
department stores, to sell a sensa- 
tional new underground lawn sprink- 
ler system that retails for less than 
$50.00. Only salesmen who sell di- 
rect to dealers will be considered. 
Substantial commission — exclusive 
territory—product in great demand. 
State age; experience, territory de- 
sired, lines now carried and refer- 
ences, in first reply. 


Address Box N-38, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








SALESMEN CALLING ON RETAIL HARD. 
WARE TRADE, LUMBER YARDS, MILL. 
WORK, ETC., and want to add Several 
of Window Hardw: are on commission basis, 
a N-23, care of Haroware Acr, 190 East 42nd 

New York 17, N. Y 





SIDELINE SALESMEN, SMALL - TOWN 
COVERAGE. Houseware, Hardware, Appliance 
Stores. 744% commission. Catalog includes auto 
matic toasters, irons, bathroom cabinets, gas and 
electric hot plates and stoves, roller-skates, chrome 
stools, play-pens, space-heaters, ironing boards, 
folding rulers, broilers, plastic seats, swings, 
many others. Address Box N-9, care of 
Harpw: - Acz, 100 East 42nd St., New York 
Ae 








SIDELINE SALESMEN — CALLING ON 
HARDWARE AND PAINT RETAILERS, 
here is opportunity to daze Exclusive Distrib- 
utorship for Paint Brush Attachment for painting 





window sash; many other uses. Retails for 98c 
Proven seller, high commission. Write giving 
territory covered and line handled. Tru - Trim 
Products, Hammondsport, New York 

| 

| SALESMEN WANTED. RELIABLE ES 
| TABLISHED HARNESS, COLLAR AND 
SADDLERY HOUSE selling complete line in- 
cluding kindred items of saddlery hardware, 
blankets, hames, chains and leather. Several pro 


substantial aggres- 
work hard and on 
consideration. Ap- 


tected territories open. Only 
sive men who are willing to 
commission basis will be given 


| plication by letter only. Give full information 
about yourself and your business activities over 
the past five years in first letter. Southern 


Saddlery Company, Chattanooga 2, Tennessee 








FULL TIME, LIVE 
WIRE SALESMAN WANTED 
to sell Transmission Supplies and Tools to 
wholesale hardware, mill supply and auto sup- 
ply jobbers. Middle West Territory. Excellent 
lasting opportunity for right man. Good salary, 

Pension Plan. 
Address Box N-2!1, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N 
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tree light se 
and Houseft 
Territory av 
Southern St 
Commission 


Write fully 
100 Ea 











FACTO 


Nu-Mode Proc 
of contacting 
calling on P 
and Dept. St 
Ky., Tenn., 
Cole., S. D.. 
Window & T 
patented SM 
in consideral 
retails 30¢- 
pkg. and cot 
profit item i 
required and 
orders. Exce 
representativ 
references. 

organization, 


NU-MC 
P. O. 


WHEN 


Spea 
the 
Secti 


100 East 4 








HARDWA 








— || C\ansihied Opportumitien Section... 
me - Sele Repsentatinn Wanted] [Sales Reprerertatinn Wanted] | Recounts Wanted __] 































































































other 
days CABINET HARDWARE MANUFACTURER | 
SEEKS REPR ‘ | SPECIALIZED, EXPERIENCED 
’ MANUFACTURERS REPRESENTATIVES ware, millwork, mj bo tat 0 gy Liberal pon EXPORT MERCHANTS © - 
pee | | To sell complete line of Electrical Cord || missions; state lines now carried. Adilress Box | | 4, likes aaa atten ae ae se 
; . N-18, care ARDWARE AGE fast 42 5 elop an nd 
Sets to Hardware and Electrical Deal- || New York 17, Ne Yt” Bast 42nd Ste | Produet, handle al! difieult paperwork. pay you cash. 
i 5 7 ‘pos ‘ relieve you of expense éadaches. Annual turnover 
- ers, Department and Chain Stores. | | $1,500,000. References and details on inquiry. 
. KREST MFG. Co. eed | KURT ORBAN CO., INC. 
Exporters Purchasing Agents 
N. Y. 94 PLANE ST. NEWARK, NEW JERSEY | | 21 West street New York, N. Y. 
a 
SALES REPRESENTATIVES WANTED: | 
Nationally known manufacturer of builders hard 
| ware has several territories open for representa- | 
| Experienced representatives having good 
following ve understanding builders hardware 
‘ sales for shelf and contract work desived. State 
Nanted SALES REPRESENTATIVES og C4 pong and territory covered. Address NN ae 
Vanted wanted by old, established, well known manufacturer om care of Harpware Ace, 100 East 42nd _— Sas ‘aceon 
of electric fuses, electric wiring devices and Xmeo. St., New York 17, N, Y. ANCO CORPORATION Pittsburgh 22, Pa. 
— -_ —=, a _— wergpgy Rar I ag Branch Offices 
ani ousefurnishing Jo! or Electric 
AIL HARD. Territory available: Pa., x x r State, '™. Jus e Del., | | New York @ Philadelphia @ Detroit 
DS, MILL. Southern States, Pacific Coast’ and Central States. Cleveland @ Louisville 
everal Items ee eee : > - Hi classes of jobbers. We will carry 
basis, Write Write fully to Box N-29, care of ere 3 AGE, | | m, A th ge as - HA ae i a yg or you on bill direct. 
10 East 42nd 100 East 42nd Street, New York 17, N. LINE of hardware and plumbing specialties has Write for further information and references. 
various territories open for wide awake repre 
sentatives calling on hardware and plumbing job 
| bers. Write giving particulars and territory cov- 
ered. Commission basis, no objection to non-con 
_ flicting side lines. Address Box N-41, care of 
7 ae Ace, 100 East 42nd Street, New York 





SOUTHEASTERN STATES 


| 
| 
| 
| 
Se a en ee Manufacturer’s Agents. Established 1926. 


FACTORY AGENT-DISTRIBUTOR 


LL - TOWN Nu-Mode Products Corp., of River Rouge, Mich., is desirous 
of contacting now 
calling on Paint, Wallpapes, Hardware, Building Supply 
and Dept. Stores in the foflowing areas: W. Ohio, Ind., 








Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


e, Appliance 
icludes auto 









































nd == Ky., Tenn., Miss., La., Tex., Ark., Okla., Kan., Neb., 
Ranta Colo., S. D., N. D., Wis., II. Our Handy Al McCUTCHEN-SIMPSON, INC 
og = Window & Trim Paint Shield—the only shield with the f\ 4 W || os22 N. E. 2nd Aven Miami 38 Florida 
) ” ae of patented SMEAR PROOF ARC-EDGE—sells year around anked | a — . 
4 New York in considerable volume. Repeats regularly. Two sizes, | 
: retails 30¢-35¢ East of Denver. Attractive individual | | | 
pkg. and counter display make this a fast selling good LINES WANTED. A TOP NOTCH LINE | 
profit item in the store. Systematic coverage of territory OF BUILDERS HARDWARE. Will give ‘ened | = — 
required and close attention to prompt shipment of re- coverage. Baltimore, Washington and Vicinity; | 
representetives are man ef highest character’ end best | | Of, What have you? Address Box N-27, care of | 
a ‘ : : Harpware Ace, 100 East 42nd St., New York | NEW YORK CITY FIRM WITH WAREHOUSE 
f - Write, ! . 
pn = telling something of yourself or 17, N. Y. | FACILITIES NOW | REPRESENTING LARGE 
. T. ROSE, Treas. TAP IN : a 
NU-MODE PRODUCTS CORPORATION || DITIONAL KINDRED LINES— 
P. ©. Box 1686, Detroit 31, Mich. | Presently selling the finest jobbers and mill 
a LING oe supply dealers within a 50 mile radius of New 
T/ York City. 
te Distrib- | 
| Address Box N-26, care of HARDWARE AGE 
‘ts for 980 MANUFACTURERS REPRESENTATIVE | 100 East 42nd St., New York 17, W. Y. 








‘rite giving Lines Wanted for Hardware and Mill Supply 


"LT WHEN YOU WANT TO BE HEARD 


Companies, also Ghain Stores. We contact 
wholesale accounts throughout Mid-West Ter- 
ritory consisting of Ohio, Indiana, Illinois, 
Iowa, Minnesota, Wisconsin and Michigan 


| 
| 
| 
Address Box N-22, care of HARDWARE — | 
100 East 42nd Street, New York 17, N. Y. 





SALESMAN OF MANY YEARS’ EXPERI- 
ENCE SEEKING ADDITIONAL LINES in 
the hardware or housefurnishing field calling on 
chain stores, hardware and hous-furnishing job 












































| bers in the Metropolitan Area of New York 
$$ ——_—_— | Brooklyn and Bronx. Can furnish the best - 
z | references. Have car. Address Box N-40, care o 
—* A Harpwart AcE, 100 East 42nd St., New York 
é i é Nv 17, 
te line ia MANHATTAN SHOWROOM 
ardware, athe et aan 
Several pro } PART OR WHOLE WITH OR WITHOUT ch aca 
tial aggres- REPRESENTATION : 
SALES AGENT; Covering Wester: New 
no _ = SERVICES OF OFFICE PERSONNEL o feste Pennsylvania, Eastern Ohio and 
ration. Ap- | York, W rn } . 
in formation | ALSO AVAILABLE. West Virginia desires Reputable Line alable to 
iviti er | 3 electrical, hardware and mill and mine jobbers 
— Ratton Sex: NE, cere BARSWARE AGS Will handle only one line but it must be of vol 
ennessee 100 East 42nd St., New York 17, N. Y. ume to warrant time and traveling expense Ad 
dress Box N-32, care of Harpware Acer, 100 East 
| $2nd St., New York 17, N. Y 
Speak to the right "class""—in aa cei — 
| 
H 4 | WANTED BY SOUTHERN MANUFAC. | 
the Classified Opportunities | TURERS’ AGENT—LINES to sell to Hard-| | LINE WANTED—ESTABLISHED REPRE 
Section of | ware and Paint Wholesalers in Maryland, Dis- | SENTATIVE in Kans as, Missou lowa, Ne 
| trict of Columbia, Virginia, North and South | braska, I offer you 30 years’ hardwire xperience 
\TED | Carolina, Georgia, Florida, Alabama, Mississippi, eet va med Nae oo - ¢ Sales 
“ | Tennessee, West Virginia, Kentucky and in- | Managers of NV holesale irdware, ectrical, 
Tools to HARDWARE AGE cinnati, Ohio. Best reference, 18 years’ expe- | Automobile, Drugs and — Organization. Fac 
auto sup- | rience. Present annual sales $1,000,000. Address | tory must be well rated. Address Box N-24, care 
Excellent 100 East 42nd St. New York 17,N. Y. | | Box M-659, care of Harpware Ace, 100 East | of Harnware Ace, 100 East 42nd St., New York 
od salary, | 42nd St., New York 17, N. Y. 17, N. Y. 
t1E AGE 
i (Classified Opportunities continued on page 174) 
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Classithied Opporiumilien. Section... 


























' | Basiness Opportunities ] 








| _ Positiows Wanted Jit Positioms Wanted 





SUPER SALESMAN SEEKS POSITION SALESMAN, 20 YEARS EXPERIENCE FOR SALE: BARDWARE— ROOFING 
WITH Hardware, Houseware or Electrical Con- | SELLING HARDWARE, inside and outside, | PLUMBING—HEATING STORE in Western 
cern. Have own following in New Jersey. If | buildix ig hardware, power tools, etc. Located | Pennsylvania. Approximately $18,000.00 Inven. 
you have merchandise, I can sell it. Am a resi Southern Ohio, 35 miles East of Cincinnati, good | tory. Will sefl inventory at cost and lease build. 
dent of New Jersey all my life. Address Box | health, car, reference. Can produce. What have | ing to satisfactory person, Approximately $75,. 
N-35, care of Harpware AGE, 100 East 42nd St., | 324 to offer? Address M. R. Wali, 86 E. Ohio | 000.00 in business 1948, Mostly over the counter 
New York 17, N. Y. Si.. Painesville, Ohio | cash sales. Write Box N-15, care of Harnware 

Ace, 100 East 42nd St., New York 17, Y. 





POSITION WANTED. INTERESTED IN 
































POSITION with Reputable Manufacturer or Joh MANUFACTURERS AGENT DESIRES | WELL ESTABLISHED BUSINESS 
ber in New York or New Jersey. Hav LINE FOR NEW JERSEY contacting lumber FOR SALE 
years of experience in both buying and gine all yards, hardware dealers, mill supply houses. 12 After 27 years I desire to retire. Will sell for 
types of hardware and housewares. Salary de | years in territory. Aggressive coverage. Com inventory approx. $44,000 Well known, good 
sired $125.00 weekly or reasonable commission | mission basis. Will carry stock. Address Box paying wholesale and retail business, consisting 
basis. Address Box N-34, care of HaArpwarr | N-25, care of Harpware Ace, 100 East 42nd of Precision Tools, Hand Tools and Power 
Ace, 100 East 42nd St., New York 17, N. Y St., New York 17, N. Y. Tools. Full details on reuest. 
DESSIL TOOL & SUPPLY CO. 
_ a = ‘ 140! E. 9th St. Cleveland 14, Ohio 
ATTENTION MANUFACTURERS | 
| SALESMAN WITH 20 YEARS DIVERSI il 








FIED EXPERIENCE, wholesale hardware, 
housefurnishings and electrical, sceks position as | Basiness Opportunities | 
salesman or manufacturer's representative. Over | | WILL BUY 


600 rated accounts, department stores, etc., in 





Metropolitan New York, Westchester, Connecti 
cut and Northern New Jersey. Car, married, 45 HARDWARE 
years old. Reference. Good missionary work. | NAILS FOR SALE—Galv. 9 cents _Ib., 


act dnd St. New York VN ee | eam. Galva 200" Ibs. 3 dos, Gal 400 Ibs., 10 HOUSEHOLD SPECIALTIES 
cen Midkacae thie tokae Uiceeees ee | NOVELTIES 


a ——$—$$_—_____ Stewart, Minnesota 
Large Quantities 











RETIRED SALESMAN FOR A NATIONAL | — saline = Closeouts only 
ABRASIVE MANUFACTURER WANTS SIT- 
UATION selling to Hardware, Mill and Mine | For Cash 
Supply Jobbers and Dealers in Arizona and COLLECT YOUR OLD BILLS, EASILY, 
Southern California. Large acquaintance and | INEXPENSIVELY with C.M.A. Letters and 
good standing in trade. Perfect health. Have car. | Notices. Cost $5.00 up. Write _on_ business sta- ARKUS INC. 
Will furnish references. What have you to offer? | tionary for free information. Credit Merchants’ | 
Address H. E. Kulle, 339 W. Portland St., | Assn., 612 Commonwealth Annex, Pittsburgh | | 7 Vesey St. Newark 5, N. J. 
Phoenix, Arizona 22, Pa. 











Keep In Touch With The “OPPORTUNITIES” In The Trade— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 


tacts the hardware trade most thoroughly-—Hardware Age. They know that 
There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recog- 
nized leader for bringing buyer and seller, employer and employee to- 


gether for many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd St., New York 17, N. Y. 





174 HARDWARE AGE, JANUARY 27, 1949 
























ASK 
YOUR 
JOBBER 
TODAY! 


Distribt 


AMERIC. 





STE 
sell 






M 


Seeeee es 
HARDWARE 
Gentlemen: 


Here is my 
charge). Als 
NAME 
ADDRESS 


HARDWAR! 















SRNR TRE 


DISTI 





CABINET HARDWARE 
BUILDERS HARDWARE 
CABINET LOCKS 
SCREWS AND BOLTS 
SASH HARDWARE 





ARDWARE 
[Wa ee 





SESE 
————— 
¢ : 
ee 
I ————— 
SH: 
eeee® 


NATIONAL LOCK COMPANY ROCKFORD, 








-ROOFING— 
in Western 
100.00 Tnven- 
d lease build. § 
imately $75,- 
‘r the counter 
of HARpware 
i a 2 


© The Most Complete Line 














ae since 1899 
@ Nationally Advertised 
INESS (MMEDIATE SHIPMENT, 
MOST ALL SIZES ON HAND F.0B. CHICAGO 
wong Atlas Nail Co., Ine. 


3, consisting 
















































and Power TEMPLETON, KENLY & CO., : 20 N. Wacker DrivesPhone ANdover 3-3068" Chicago 6, Dl 
Chicaxo 44, IIlinois WE WILL BUY YOUR SURPLUS NAILS AND PIPE 
' Co. = 
id 14, Ohio —__ 
‘|THE FAIRGATE RULE 
BP er ee Pee a a ees ee eee ee wen eeemee een ene Wes 
: 
| T Squares — L Squares — RULES 
Rustless — Easy to Read 
TIES ASK The FAIRGATE RULE is a precision instrument made of 
YOUR duralumin .. . strong as steel, light as wood. Will not rust, 
JOBBER warp, or tarnish. The sharp clear figures are easy to read 
! in the di + light. The fi traight ed b 
5 TODAY! “STYLED FOR BEAUTY * GUARANTEED FOR SERVICE pa Bad si mpeg ol a Se 
Distributed exclusively through your jobber Write for trade prices. 
Made exclusively for 177D PACIFIC ST. 
AMERICAN IMPORT CO., San Francisco, California | | THE FAIRGATE CO. trooxivn. wn. : 
rk 5, N.J 














STEVENS LEVELS 











TE i Oboe 


Aluminum Levels 


eve 
= <= leading. jobbers THE € mYiaial BEVEL séarses NEWTON FALLS. OHIO 


feEyeEL? 


Torpedo Levels 








Simplify Your Stock Taking with the 
HARDWARE AGE WHITE INVENTORY SHEETS 


fion 
Make your inventory taking this year easier and surer with these WHITE INVENTORY SHEETS. 
Use the coupon below to order your supply today. 
HARDWARE AGE, 100 East 42nd Street, New York 17, N. Y. 
Gentlemen: 
Here is my $.. Please send me. hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 

charge). Also send me Binders (50¢ each). Send these to me by return mail. 
° Y. NAME ; ; ...FIRM NAME 

ADDRESS : CITY STATE 
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Estab. 





PICTURE 
HANGERS 


SOLDERING FLUX 


Liquid and Paste 


For customer satisfaction and more 


profits to you. 
Sells on sight 


58 McDowell St. 


from self - selling 
counter display cartons. 


See your jobber or write 


RUBY CHEMICAL CO. 


Columbus, O. 








1872 





TATE 


Closet Rod Brackets > Wardrobe Loops 
Cup Hooks + Push Pins 


Friction Catches * Shower Curtain Hooks 
Picture Wire* Coiled Wire*Spooled Wire 


e.H.1ATEco. 


251 Causeway St. 








BOSTON, MASS., 











U. 














r 





® presentation 


| JEST 


®@ promotion 
®@ distribution 
® sales 


or PRODUCTS OF MERIT 


Tru-Test is helping other manufacturers 
with this important work. 
you, too. Now is the time to investigate. 
Write today. 


TRU -TEST a et pt 


It can help 


S & COMPANY 


650 SOUTH CLARK STREET e CHICAGO 5, ILLINOIS 


~ 


- 











Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


50c SET - 


ss, 
7 < 
Cuma 


= y) Noiseless 


wee 


15¢ SET - 


10c SET 


SAVE FURNITURE & 


FLOORS-CREATE QUIET 


Name ‘Domes of Silence'’ 


on each 


genuine 


Domes of Silence 


chairs and all furniture. 


Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Sizes for metal beds, wood beds, large 


Glide. 


Ask your Jobber. If he is not supplicd write to 


DOMES of SILENCE, Inc., 35 Pearl St. N. Y. C. 


176 

















900 Index toa Aduertisern ee 








A 
Accurate Mig. Co. .....c.cccceee a 
Adirondack Chair Co. ........... 166 
American Chain & Cable Co..... 66 
American Ploor Surfacing Mch. Co. 46 
American Grease Stick Co........ 162 
American Import Co. ............ 175 


American Mfg. Co. .............. % 
American Screw Co. ............. 97 
American Steel & Wire Co. ..... 35 
Armstrong-Bray & Co. ........... 156 


Artcraft Venetian Blind Mfg. Co. 52 
Arvey Corp. ...... peewieswe "ae 
. 178 
. 175 


Asquith Associates 
Atlas Nail Co. 


8 
Barcalo Mfg. Co. ... er ae 
Barridon Oi] Burner Products, Inc. 167 
Bennett-Ireland, Inc. .........---- a6 
Bernz Co., Inc., Otto .. . 167 
| Billings & Speneer Co. .......... 63 
Bommer Spring Hinge Co. ...... 48 
Bees WII. Ge si ccceccssscsscceves (57 
Bradford Machine Tool Co. .. 131 
Brainard Steel Co. ........... . 589 
Brearley Co. ida sdoweweseasaeme ae 
Bridgeport Hdwe. Mfg. Corp. 3 
Buffalo Bolt Co. ..... — 

c 
Celanese Corp. of America se 


Central Die Casting & Mfg. Co... 60 


Chais-Loc Co. ........ 134 
Champion Hardware Co. ...... 126 
Chattanooga Implement & Mfg. 
Ee kc paivespcawessmecewessasss 159 
Cheney Hammer Corp., Henry 62 
Chevrolet Motor Division .... 31 
Clayton & Lambert Mfg. Co. .... 60 
Cleveland Chain & Mfg. Co. .... 93 
Colonial Brush Mfg. Co., Inc. . 33 
Colorado Fuel and Iron Corp. ... 109 
Columbian Rope Co. ........ % 


Columbus-McKinnon Chain Corp. 34 


Congress Die Casting Div. ...... 48 
Consumers Glue Co. ........-... a 
Coens TWO GOs. <6esccscccss . 7h 
Corbin Cabinet Lock Co. ....... 105 
Carwin Serew Gi. ...ccccsecccse 130 
Corning Glass Works ........... 14-15 
Cornish Wire Co., Inc. ....... a a 
Cyclone Fence Div. aa 35 
D 
Decatur Pump Co. ... 127 
Se eee 
Dempster Mill Mfg. Co. ....... 104 
Demers BG. Ce. on. cccscccece 165 
Domes of Silence, Inc. ........... 176 
Dow Chemical Co. .............. 43 
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Durham Co., Donald 136 
Duro Metal Prod. Co. 


E-Z Do 
Economy Plumber Co. .. 
Embury Mfg. Co. . 


F 

Fairchild Industries, Inc. ..... 
a 
Farm Products Co., Inc. .... 
Farwell Ozmun Kirk & Co. ... 
Fasco Industries, Inc. ....... 
Federal Enameling & Stpg. Co 
Federal Seat Corp. .......... 
Federal Tool Corp. . 

Fletcher Enamel Co. 


Franklin Glue Co. 


SG 
Gerity-Michigan Corp. ..... 
Gilbert Clock Co., William L. 
Goldblatt Tool Co. ....... 
Great Neck Saw Mfrs., Inc... 
Griffin Mfg. Co. ............ 
Griffon Cutlery Works, Inc. 
Grote Mfg. Co. ............. 
Grumbacher Inc., M. ...... 


H 
Hamilton Metal Prod. Co. 
Hancock Mfg. Inc. ........:. 
Hanson Seale Co. ........... 
MG. casenaneridusinas 
Hillerich & Bradsby Co., Inc. 
Hodell Chain Co. 
Horton Mfg. Co. ....... een 
Hotchkiss Co., The E. H. ... 
Hull Mfg. Co. 


Higgins, 


! 
Ideal Cabinet Corp. ........ 
Independent Metal Strap Co., Inc 
Ingersoll Steel Div. .......... 


J 
Jackson Mfg. Co. 


K-D Mfg. Co 
REMIND ivcncesonkuewoviwnn 
Kees Mfg. Co., F. D. ........ 
Keiser Mfg. Co. ............ 

Kennametal, 


Inc. 


Kingston Products Corp. ... 


L 
LaBelle Industries, Inc. ....... 
Lafayette Saw & Knife Co., Inc 
Catiner Brush Co. ............ 
Landers, Frary & Clark 
Lauson Co., The 


NE MUNI WS dinainicurewenecia 
Lewis Engineering & Mfg. Co. 
Libbey Glass Div. 

Glass Co. 


Owens-Illinois 





Lockwood Hdwe. Mfg. Co. 
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me - Metalold Co., The ... _. §8| Southington Hdwe. Mfg. Co. 48 | Ci ZA 
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Rear 3 sinsiaetiiinecimiennae 
9 Michigan Saw & File Co. . 166| Star Brush Mfg. Co. .. 5? | a aenesiesnaata 
rm Midwest Mower Corp. 156 | Stevens Level Co., E. A. 175 7 
19 Miller, Inc., Robert E. . . 176 | Stewart Iron Works, Co., Inc. 102 | 
Milwaukee Stemping Co. . 168 | Sunset bine & Twine Co. 103 | 
Mimar Products, Inc. .. 4 | Super Tool Co. ...... 120 
Minute Mop Co. ..... . 171 | Superior Valve Mfg. Co. 9 
‘ ” Moline Iron Works ...... . 34| Swift & Co. "Vigoro Div." (54 in - ed 
nL. 54 ese sure-selling points o 
‘ Mossberg & Sons, Inc., O. F. ... 19 HAMILTON CLIMAX Tackle, Tool 
Murphy's Sons Co., Robert ...... 42 | and Utility Boxes: practical utility. © 
c 2! T compactness and excellent eppear- 
Myers & Bro. Co., F. E. 42 ance! Each feature is pre-tested to 
- Tate Co., E. H. 178 : P 
assure volume sales... and each . 
. 10! Technical Glass Co. .. 2 item is popularly priced to allow a 
Pa N Templeton, Kenly & Co. 175 | full margin of profit fer YOU! 
16? National Lock Co. 175 | Terrace Wood Product Co 166 | | L T 0 N 
National Mfg. Co. ..........+++. 150| Teastmaster Products Div 55 | 
° Ask for facts on HAMILTON 
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R ie orcester Lawn Mower Co., Div. 
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use DuROS 1ZMHlan 


and MULTIPLY Tool Profits! 


Men buy tools where they know they can get what they want. That's 
why dealers are delighted by greatly increased — when they use 
Duro’s ‘"]-2 Plan’’. ONE. they feature the full Duro line, TWO, they 
put the handsome Duro Display Boards to work pearonm fast turnover. 
That's the Duro ‘1-2 Plan’’ and it WORKS! Get started now on big 
tool profits, talk it over with your Duro Distributor right away. Mean- 
while write for big colorful free Duro Catalog—a world of profit 


opportunity for alert dealers everywhere! 


DURO METAL PRODUCTS CO., 2649 No. Kildare Ave., Chicago 39, Ill. 


GET BIG COLORFUL FREE CATALOG! 


108 pages of profit for you! See how you sell 
matched and complete too] sets as well as single 
tools under Duro’s “1-2 plan” 

















FOR SHEAR PROFIT! 


KLIP KLEEN 
GRASS SHEARS 


Complete With Safety Wall Bracket 


$449 


Retail 


Exclusive cam action gives positive 
pressure along entire blade length. 





Self-sharpening heat-treated spring 
steel blades. 


Hidden handle stop prevents hand 
pinching. 











HAND AND POWER 
MOWERS — BUILT 
FOR SERVICE AND 
DURABILITY — 
SOLD TO DEALERS 
THROUGH JOBBERS 


GRIPTROL ! 
The amazing 
new Homko 
feature — fin - 
gertip control 
through the 
handle grips. 


TRULY A 
QUALITY 
PRODUCT 


Homko Products for Home Comfort 


fog tail ASSOCIATES, wc. I WESTERN TOOL & STAMPING CO. 


1150 BROADWAY, NEW YORK CITY 2725 Second Ave. 
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